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Coming Next Week 

You have read about the poppies of Flanders, 
of France, of Italy. They add poetry to the 
prosaic countryside. There’s a great big story 
and opportunity in poppies for hardwaremen. 
It has to do with our heroes who forever must 
lie beneath the poppied fields of Europe By 
Roy F. Soule in next week's issue 
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Screen and Storm 
= Sash Hangers 


Since first put on the market our No. 80 
| Hangers (here illustrated) have sold on their 
| merit as soon as shown. 











They are simple and easy to apply to either 
| Screen or Storm Sash which makes them 
| doubly popular. 





By following these plain directions anyone 
can put them on in a few minutes. 


To attach the Hangers, first attach the bot- 
tom piece to the screen or sash, and then 
fasten the hook on the casing. A screw 
driver is the only tool needed. Note the 
three positions: 


FIRST POSITION 


Top of screen rests against blind 
stop inside of casing, which serves 
} as a guide when sliding hanger up 

to engage hook on casing at top. 


) SECOND POSITION 


Bottom of screen or sash is pushed 
out until frame on screen or sash 
slides over hook on casing and 
latches automatically. 


THIRD POSITION 


Hangers are so constructed that they 
wa’ —————— hold the screen or sash firmly in place 
- , ‘: / and prevent rattling. 








Second Position 


ieanmen sed. Their simplicity of application appeals 
strongly to houseowners who are tired of 
old-fashioned screen fixtures. 


— These National No. 80 Hangers come in 
handy sets either Japanned or Sherardized 
finish, each set being wrapped in a separate 
package complete with Sherardized screws. 


As a sales aid, with your first order, we will 
send free a Working Model for your coun 
ter. 











Remember the National way “From Factory 
to You" is the short cut to more profits in 
Builders’ Hardware. 





|| Send for Catalogs and convenient Order 
is Blanks. 


Third Position 


National Mfg. Co., Sterling, III. 
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Tack Up a New Slogan in Your Store — Make It Read 
‘*Paint Sales Mean Jobs for Returning Heroes” 


\ 
mv 
By Roy F. SouLe ~ » >" 


HIS country may not be “going to hell,” necessary to juggle generalities to point out 
but certain parts sure look like it. If we paint prospects. The one nearest at hand is 






were to judge by appearances one-way probably the store front under your. sign. 
asbestos tickets could be wisely issued on sus- Medicine that can’t be taken at home can hardly 
picion in many sections of the land. Andif this be prescribed for the public. The paint dealer 
is true of our districts or towns, we don’t have whose store front, or whose store interior, 
to strain our mental apparatus to conjure up shows a crying need for paint is a jelly-fish 
pictures of individual factories, homes, or salesman whose transparent producing ability 
stores. If we may judge by appearances these is barely perceptible even under a microscope 
are the weather-beaten habitations of individ- His paint talk may get by if his: customers are 
uals who wouldn’t even buy camphor balls if blind, but to thinking, seeing people he is a 
they saw moths in the closet where the family hypocrite, and every time he parrots a selling 
furs are stored. point his surroundings yell, “Let the Buyer 
With this prelude it isn’t necessary to an- Beware. 
nounce that this is a paint editorial. Nor is it It is easy to think right in a clean, whole- 
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some, painted environment. Right thinking 
clearly couples Duty with Opportunity in that 
paint department this year, and such a team is 
bound to start the speed indicator jumping. 
Paint and Returning Heroes 

HE soldier boys are coming home. Seven 

great shiploads of khaki-clad veterans were 
landed to-day within sight of the window from 
which this is being written. A couple of mil- 
lion of these men who hung a “For Rent” sign 
on the Kaiser’s palace, coming home and from 
the various cantonments, are rapidly filtering 
into the commercial fiber of what we all think 
is the greatest Republic on earth, even if it does 
need painting. 

Hardware people are just as much interested 
in getting jobs for these boys as anyone else, 
possibly more so. In the New England Hard- 
ware Convention last month it was stated that 
without exception every returned soldier with 
hardware store experience who had applied for 
work in New England hardware stores had been 
put to work promptly. Splendid. That’s good 
work, but it isn’t one-fiftieth part of what New 
England hardware dealers can do, and the 
things they can do on the rock-bound coast can 
be duplicated in any hardware store in America. 

The business of the retail hardware merchant 
is selling. That has been his work ever since 
he started in business, but never before has his 
duty been more clearly emphasized or his op- 
portunity so great as it 1s right now. 

It is the privilege of any live retailer to cre- 
ate jobs for twice or even ten times as many 
men as are now working in his store. By this 
it is not meant that the retailers hire every 
Sammy that comes along until they tread on 
another’s Such a condition war- 
business would be most extraordi- 
will probably never 


one heels. 
ranted by 
narily desirable, but it 
materialize. 

You can give the boys work just the same. 
This is the way to do it. 

Call a clerk’s meeting. When your boys are 
assembled emphasize to the limit of your ability 
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the necessity and the duty of every man in 
America to find work for the boys who whipped 
the Huns. 


Then tell them that every salesman in your 
store ought to furnish work for at least three 
returning soldiers. They will want to do just 
that thing, but they will be secretly wonder- 
ing if you haven’t confused them with some 
moneyed man who is accustomed to employ a 
lot of people. They will fail at first to see 
where they fit in at all. 

How Salesmen Create Jobs 

HEN you can spring a surprise. Make it 

almighty plain that the sale of a power 
washing machine creates a week’s work for a 
soldier back in the factory. Point out how the 
sale of a good vacuum cleaner gives three days’ 
employment. Insist that the sale of a gun is 
good for a couple of days’ work for the fellows 
who make it. Tell them that a tool chest or a 
spark plug, or a set of chisels must no longer 
be counted merely as a sale that brings music 
out of your cash register. It’s a sale that 
reaches back and creates employment and em- 
ployment is the master problem of reconstruc- 
tion. 

Get your boys working with a mental picture 
of a returned soldier in front of them. Let 
them pass the idea along as a sales argument 
and it will help at a time when every true 
American’s shoulder should be helping to turn 
the wheels. Go down the line as far as you 
want to. Everything you sell means more pur- 
chases, and buying is the big thing that keeps 
the factories humming. 

Some items furnish but little work and some 
make a lot of work. There are a few most de- 
sirable items that are two-edged swords with 
which to cut the traces with which the Bolshe- 
viki are trying to pull good governments apart. 

The biggest of these blessed items is paint. 

Paint a Double-Barrel Job Creator 
HE sale of a hundred dollars’ worth of 
paint produces $300 worth of work. It 
reaches back into the factory. It reaches back 
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into the forests. It reaches out to the flax fields 
and down into the mines on one side and then 
accompanied by brushes, ladders, rope and sun- 
dry other supplies it goes out of your store to 
create more work for the man who spreads it. 


Paint furnishes work in a distant place, and 
then more work right in your own neighbor- 
hood. Coach your boys to sell paint this year 
as they have never sold paint before, and if 
they catch your spirit, if they grasp your en- 
thusiasm, if they can paint mental pictures, 
they will do those material things that will 
make more work for soldier boys than you could 
possibly create through hiring an odd one here 
and there to work behind your counters or to 
drive your delivery wagon. 


I bought a newspaper from a hero last night. 
On his arm were two wound stripes. I’d feel 
better if he had a better job. I’d feel more 
pride in the country I love to call my own if 
that chap and his bunkies had regular jobs 
at good wages. I want to see these boys of ours 
who have gone through war’s fierce hell for 
American ideals given good jobs in good places. 
I know a lot about American factories and they 
are good places in which to work, and so I am 
putting it up to the men I know best and like 
most. 


If the idea that additional sales mean many, 
many additional jobs is once grasped by the 
hardware merchants of the United States, and 
by them is passed on to the boys behind the 
counter, I’ll know that the greatest job produc- 
ing crowd in America is at work and I’ll have 
something good to say to that wound-scarred 
veteran who sold me my evening paper. 

And painting isn’t such a bad job. More 
buildings need painting right now than ever 





needed it at any other time in our history. The 
loss of property through the lack of painting is 
greater than the loss of property through fire. 


There’s some mouthful to swallow, but it’s 
the truth. It ought not to set well on American 
stomachs. 


It’s a rotten condition. 


It means that thrift is not yet thoroughly 
understood over here, and it is up to America’s 
hardware merchants to wake up the shiftless, 
to shake up the heedless, to preach a new doc- 
trine and to keep at it until a coat of some color 
profitably hides the weather beaten buildings 
that are deteriorating through sheer neglect. 

Remember there’s $300 worth of work for 
soldier painters in every $100 paint sale. 

This job isn’t merely a desire. It’s a duty. 
Your duty and mine. That’s the first thing to 
consider. 

Then 
tunity to land business that has been allowed to 
pile up during the past four years and in it 
there is a profit well worth all the effort you 
may put forth to land it. 


it’s an opportunity. It’s an oppor- 


Other people respect us to just about the 
degree that we 
painted town, or a farming community marked 
by buildings in the first stage of decay is an 


respect ourselves. An _ un- 


indication—no, an advertisement—that no good 
citizen wants working against the best interests 
of the place he calls home. 


Nineteen-nineteen ought to be a banner paint 


year. It is up to the hardware dealers of the 
country. If they bat true to form it’s bound 
to be. 


Tack up a new slogan—‘‘Paint sales mean 
work’—JOBS FOR RETURNING HEROES. 





“If the idea that additional sales mean additional jobs is once grasped by 
the hardware merchants of the United States I’ll know that the greatest job- 
producing crowd in America is at work.”—Roy F. SOuLE. 








Selling Paint Is Selby’s Hobby 








Manager of Robin- 
son’s Hardware 
Store in Cleveland 
Greets February 
Robins with a Paint 
and Varnish Win- 
dow — Tests and 
Demonstrates 
Goods 























George W. Selby 
6 WENT by your store last evening, Mr. Selby, 

| and you had such a fine-looking window I 

came in to tell you that you ought to keep it 
lighted all night.”” The man addressed was George 
W. Selby, manager of Allen J. Robinson’s hardware 
store, Cleveland, who explained that the speaker, 
after he went out, was his landlord. 

When the war broke out both Robinson and Selby 
were anxious to get in the service, but Robinson beat 
his manager to it by hurrying off to Washington, 
where we won a commission and was sent to France 
to look after the distribution of supplies largely in 
the hardware line, to the army. He is still over 
there, in charge of a supply base with the rank of 
captain, but with Selby in charge he does not have 
to worry how things are going on in the store back 
home. 

A few robins had been chirping around for a day 
or two late in February, and Selby thought it was 
time to stir up an interest in spring painting. What- 
ever other hobbies he may have, two stand out con- 
spicuously: One is selling paints and the other is 
window displays. Hence the window display that 
aroused the attention not only of his landlord, but 
also of a few thousand others who pass the store. 

Robinson’s store is located at 12305 St. Clair 
Avenue, on a busy main thoroughfare, with lots of 
street cars passing the door, and in the center of a 
prosperous residence district where a large share of 
the people own their own homes and do a great deal 
of their own painting work outside of the exterior 
painting of their houses. The store is not large, 
being about the usual size for a retail merchant in 
an outlying district. However, paints occupy a most 
conspicuous place in this store, taking a section of 
the shelves on one side just inside the front door. 
On the same side in the showcases down in front of 
the paint shelves is a complete display of paint and 
varnish brushes of all kinds. 


The Secret of Selby’s Success 


OBINSON’S store does a large and profitable 

business in paints, and Selby proudly admits it. 
When asked the success in selling 
paints, Selby replied: 

“It is all through the window display, talking to 
your customers, knowing their requirements and 
explaining and demonstrating your goods. A hard- 
ware merchant must be able to make his window 
tell his story, and this is as true of paints as of 
anything else.” 

Take a look at Selby’s window in the accompany- 


secret of his 
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By F. L. PRENTISS 
Staff Correspondent of Hardware Age 


ing picture. While it is not a large display win- 
dow, it contains about everything a painter requires 
in painting the outside and finishing the inside of a 
house and in refinishing the old automobile. In the 
center is an automobile wheel showing finishes in 
various colors on the spokes, and around it are 
automobile finishes, automobile varnish and _ floor 
varnish. On one side adjoining is white enamel and 
on the other side flat finishes. At the outer sides 
stacked around in inverted 2-gal. tubs are house 
paints on one side and varnishes on the other. In 
the center at the front of the window is a piece of 
a dismantled flivver that, having completed its years 
of usefulness on the highways, now tells without 
words the beneficial effects of a good coating of 
automobile finish in brightening up and preserving 
an old car. 

To make the display a little more attractive there 
is a picture on fiber board of a man painting a house 
on one side of the window and a lithograph on the 
other showing a Canadian Rocky Mountain scene. 
Small placards furnished by one of the paint manu- 
facturers bearing good selling talks stand out con- 
spicuously in the window display. Among the most 
appealing of these are: ‘‘Business as usual—Do your 
bit—Paint now.” ‘Now is the time to paint—Here 
is the place to get the best paints sold.” 

On the shelves in the paint department the goods 
are well arranged in quarts, pints and half pints of 
each kind. A section is devoted to each class of 
goods so that a salesman may quickly lay his hands 
on what is wanted. Automobile finishes are in one 
section, enamels in another, and varnish, stains, 
dyes and house paints in others. Over the top of 
the shelves there are varnishes in gallon and one- 
half gallon cans. A surplus stock of brushes is kept 
beneath the counter. 

“If a man has got his heart in his goods, he will 
sell them if the prospective customer is in the mar- 
ket,” said Selby. “If one handles goods in which he 
has confidence people will come back and tell him 
what a good job they did. But if they come back 
with complaints, the merchant knows that it is time 
to change his line of goods.” 


Tests and Demonstrates the Goods 


NOWING his goods being one of Seiby’s first 

secrets of success in selling paints, he tests out 
every sample can on iron and wood before putting it 
on his shelf. This testing rule is also applied to var- 
nishes, stains and enamels. In other words, he is 
from Missouri and has to be shown in buying paints. 
Following this policy in making sales, he shows the 
customers the kind of goods they are buying. Not 
only that, but he also has given the subject of paints 
and varnishes a great deal of study and is capable of 
giving intelligent and correct advice to buyers when 
they tell him for what purpose the material is to be 
used. 

“T always have a lot of paddles handy to demon 
strate with,” said Selby, “and give them to the cus 
tomers with a hammer and nails and tell them to do 
what they want to these paddles to learn the quality 
of the goods. This method of salesmanship seldom 
loses. When a man hammers away awhile at an 
enamel or varnished covered paddle and finds that 
the varnish does not affect the varnish or enamel, 
he is convinced. 
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Mr. Selby gets auto parts from a nearby garage for use in window demonstration 


“I am particularly cranky over enamels. Nothing 
makes a woman so mad as to enamel the bathroom 
and have it turn ye!low. The salesman must under- 
stand conditions in the bathroom. In fact, in selling 
white enamel or finishes of any kind the merchant 
must understand conditions throughout the house in 
order to supply material that will flow without run- 
ning. 

“We carry two grades of all painting supplies 
a No. 1 grade and a cheaper grade. Cheaper grades 
will often answer the purpose when only covering 
qualities are wanted, such as painting a pantry 
shelf. : 

“In selling automobile paints and finishes I go 
across the street to a garage and get fenders, doors 
and other parts of dismantled automobiles and keep 
them in the back of the store, where I have cans of 
material and brushes ready for use. When a cus- 
tomer inquires for these goods I take him back 
there, hand him a brush and let him demonstrate 
for himself with two makes of material so that he 
can see the covering qualities of both. Few paint 
salesmen will take the trouble to do this, and I know 
that it is appreciated, for customers often come in 


You Can Add Sandpaper 


This sandpaper window display was created by 
Hardware & Iron Co., Albany, N. Y. 


the store and instead of allowing someone else to 
wait on them, ask for me. 


Keep Everlastingly at It 


“-e important thing for a retail merchant is to 

keep his name before the customers. I shoot 
the name Robinson into the minds of our customers 
whenever I can. My name is not Robinson and 
never will be, but many call me Robinson and [ let 
it go at that. One thing I do to get our name be- 
fore the customers is to occasionally load a washing 
machine, stove or something else onto the delivery 
wagon when we are not very busy and have it run 
up and down some of the leading streets. People 
see the wagon and our name and think we are doing 
a rushing business. This keeps our name before 
their minds and pays. Another thing we do to ac- 
complish the same object is to have our name and 
address on every piece of wrapping paper. We make 
good use of printed matter supplied by the paint 
manufacturers by enclosing it in packages of goods 
and calling the customer’s attention to the fact that 
we are placing this printed matter about the house 
or automobile paints in his package.” 


Profits to Every Paint Sale 


E. N. Matthews, window trimmer with the Albany 
Suggest sandpaper to every paint customer 
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Paint Belongs Near the Front Door 


Buffalo Hardware Man Considers Paint and Varnish ‘‘Merchandise”’ 
Rather than ‘‘Material’—How He Sells 


By GEORGE G. ALLEN 
Allen Hardware Company, Buffalo, N. Y. 


HY is our paint department in the front of 
the store? Well, that is the place for it. 
Nowadays there are so many popular lines 

of paints, varnishes, stains, enamels and wall finishes 
that you cannot afford to hide them. If your paint 
department is in the front of the store where there 
is light and your stock is arranged so as to show 
the different lines everybody who comes in will see 
that you carry a varied line of finishes. If they 
have any painting to do they will undoubtedly call 
on you to ask if you have “such and such” a paint 
or have paint for some special purpose. Of course 
you must have a general knowledge of how to use 
the different finishes. 

You wouldn’t think of putting flash lights, perco- 
lators, cutlery or any new item in a secluded place 
—but they are not as generally used as paint is. 

Nearly everyone has something to paint—an auto- 
mobile, baby carriage, furniture, to say nothing of 
floors, inside trim, bathtubs and a thousand and 
one places for the household specialties in the paint 
line. The paint manufacturers are spending a lot 
of money to build a business for somebody. I, for 
one, am willing that “somebody” be me. 

We have used mailing lists to a good advantage 
and find that they produce results. We have also 
found that advertising a small can of paint or a 
specialty and a brush for the price of the brush 
brings in hundreds and ties them up to our paint 
department. 

Our trade with the contracting painters is lim- 
ited, due to two reasons. First, the poor finan- 
cial standing of some painters; and second, some 
jobbers and manufacturers solicit this class of 
trade direct and the percentage of profit left for 
the dealer would be too small to pay a retailer to 
go after strong. ' 

The majority of our paints and varnishes are sold 
to the builder, who does his own painting and buys 
his hardware of us. Delivering it with your hard- 
ware makes no added costs, and if you keep your 
paint stock in good shape you will get the builder’s 
paint business as easily as you do his hardware 
business. 

A customer may ask, “Do you carry a cold water 








Right Up Front 


Mr. Allen says that his paint de- 
partment is “right up front” because 
He adds 


for 


that is where it belongs. 


that with so much demand 
paints, varnishes and specialties the 
hardware man cannot afford to hide 


them. 
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paint, and is it satisfactory?” It is, and it is also 
sanitary. You sell the paint for one or two rooms 
and you then have a paint prospect, because the 
doors, windows and baseboards need paint. And, 
following up the “sanitary” line of sales talk, of 
course the floor needs refinishing. 

Everybody takes it for granted that you carry a 
line of house paints. Carry the best you can get, 
or else, as we do, carry two grades and tell cus- 
tomers so. This should be your big item in the 
paint line and the one to which you devote most 
of your attention. 

The story is told about the lady who wanted a 
can of Chinamel with which to Japalac a chair. 
This illustrates the popular market that has been 
developed for all varnish stains. Our experience 
has been that it is better to carry more than one 
line of these specialties because if a customer has 
used one kind and it has not been satisfactory, 
probably the customer’s fault, you will have some- 
thing else to fall back on. 

If you have a manual training class in your 
schools find out what is needed for finishing the 
articles they make in school and endeavor to get 
the business. The boys who will come to you are 
good advertisers. This also gives you an oppor- 
tunity to sell hardware to them, because every 
manual training student has a hankering to own a 
good set of tools of his own. 


Selling Automobile Finishes 

your auto finishing line is a good one, as it can 

be sold not only for automobiles but for wagons, 
tractors or any outdoor machinery. Buy a good re- 
liable line and prove your faith in it by using it 
yourself and then talk about it. An automobile 
wheel or something with spokes in it will attract 
attention and then it’s up to you to cash in on that 
attention. A customer recently said, “A friend of 
mine likes my job so well he is going to bring in an 
empty can to be sure he gets the same finish.” His 
friend bought four quarts of automobile finish and 
a brush. 

Since wall board has become so popular it has 
created a big new demand for flat wall finish, which 
nearly all paint manufacturers now make in beau- 
tiful colors. If you get a person started painting 
walls they certainly will need some paint. 

Every sale of household prepared paints and fin- 
ishes generally calls for a new brush, and, having 
a good assortment of brushes, the hardware man is 
able to make a good additional profit. If you will 
show the customer the difference you can sell a 
25-cent brush as easily as a 15-cent one, and larger 
ones in proportion. We have a brush case setting 
on the floor with 35 drawers. The drawers are all 
the same width and height. The top row consists 
of short boxes for small brushes. Each row is 
longer for the different sizes, the bottom row being 
the full depth of the case. We know this case has 
been a good investment. 

I firmly believe that a good live line of paints 
prominently displayed in the store will attract peo- 
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Mr Allen’s paint department is where it 
ple to your store as much as any other line. An 
important factor in paint profits lies in the fact 
that paint has to be renewed from time to time, 
whereas general hardware, if it is good, is some- 
times never renewed. Your suggestions are what 
will sell paint and varnish and the more effort you 
make the more people you will convince that they 
have something that needs painting. 

We keep all sizes of the same finishes together 
so as to make a better showing of each line. Some 


belongs, right up in the “bald-headed row” 


dealers keep all finishes in the same size together, 
but we do not believe that this system gives nearly 
as good a showing of the different lines. 

Arrange your paint stock so that you keep your 
cans of different shapes together and your stock 
will be more attractive than a hit-and-miss arrange- 
ment. 

Dust up the old paint cans and see how nice they 
‘ook. 

a chance. 


Give them 


Put Your Paint Department Where Customers Can’t Miss It 


Note that this bright and attractive paint department of the 
It presents a paint and 


directly over the nail bins. 





Wooster Hardware Company, Wooster, Ohio, is 
varnish broadside the customer can’t miss 
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A trim that spread “painting fever” in Syracuse, by Ed. Travers of Alex. Grant’s Sons 
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A Pinch of Paint Pep from Syracuse 


A. R. Grant says: 


‘‘Pay Special Attention to the Small Household 


Sales where the Profit Is Large—Call on Large Trade”’ 


By A. R. GRANT 


Alexander Grant’s Sons, Syracuse, N. Y. 


reytO pay well and be successful, the hardware 
[ man’s paint department should be conducted 
= as far as possible as a separate department, 
and the high class hardware store can afford to sell 
only a line of high grade paints, varnishes and 
finishes. This stock should be located in front of 
store to get best results. Pay special attention to 
the small can buyer, for household use, making re- 
pairs to furniture and painting, varnishing and 
staining floors and woodwork, because this end 
pays a gross profit of from 40 to 50 per cent. 
Right now and for months to come a large busi- 


ness can be worked up by mailing a color card 
showing automobile paints to a selected list of au- 
tomobile owners, which is easy to get. We also send 
cards and special information to all people taking 
out building permits, getting this information at 
the City Hall bureau. Our outside man follows 
these jobs up. 

A show case for sample cards and paint book- 
lets supplied by manufacturers, where they are 
handy, saves time. We have an outside salesman 
calling on new jobs, contractors, architects and 
other large paint users. 
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Everybody is jotting down paint orders this spring in the Alex. Grant’s Sons paint department 
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Paint Service the Keynote 


Reading Hardware Store Features Complete Paint 
Service Department for Architects, Builders, Painters 
and Owners—Efficient Paint and Varnish Selling 


By ROBERT H. STARKE 


Manager Hoff & Bro., Inc., Reading, Pa 
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Asove—Hoff & Bro. paint and varnish service room. 


BELOw—Hoff & Bro. efficient paint department 


HE first step in the 
successful handling of 
the retail paint cu 


tomer is the training of 
every salesman in our stor 


so that he becomes thor 
oughly familiar with our 
entire line of paints and 


varnishes. This is done by 





























Robert H. Starke, V r. 


means of special lectures given by our manager, who 


gives special attention to po 
suggest to customers how the 
the different lines of work. 

standing of what constitutes 


ints which will help them 
» goods should be used for 
Thus, with a cleat 
real paint and real paint 


unde 


manship, the most natural question for the customer to 
ask is, ““‘What does this paint look like on the wood? 


Where can I it?” The 


see 


clerk then takes the cus 


tomer to our service department, where samples of every 


finish on many woods 


answer these questions. 


The 


very 


and completely 
ell the finishes. 


quickly 


samples 
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The “Basement Beautiful” 


By E. R. BRAYTON 


President, Belcher & Loomis 
Hardware Co., Providence, R. 1. 



































f The Belcher & 

NTIL about three years ago our paint depart 

ment was in an obscure corner of the general 

hardware salesroom, and sales were made by 
any clerk on the floor. The stock was kept in dif- 
ferent parts of the store, and customers were com- 
pelled to wait until the article they wished could 
be located by the salesman. Even then, there being 
no regular paint salesman present, any questions 
asked by the customer were evaded, more or less, 
because the clerk knew little of the line he was sell- 
ing, and as a result many good customers were lost. 

Finally, chiefly through the energies of Herbert 
G. Emmett, who had been with the company some 
years as a hardware salesman, the difficulty was 
remedied by opening a new and fully equipped paint 
department. The entire management was placed in 
the hands of Mr. Emmett, who has already won an 
enviable reputation among the leading users of 
paint in the city. In three years he has developed 
the business to a point where he now requires the 
assistance of two salesmen, an order clerk, stenog- 
rapher and two errand boys. 

The basement, which previous to the establish 
ment of the real paint department, had been used 
as a Storage place for empty cases, was cleared out 
and made ready for a real paint store. Reserve 
stocks are now stored in our large new warehouse. 
The entrance to our new retail paint department is 
pleasing, approached by a beautiful staircase 5! 
ft. wide, bui't of brick enameled white, with mahog- 
any hand rails. This color scheme is followed 
throughout in regard to the fixtures. The shelv- 
ing and counter are of mahogany and the walls and 
metal ceiling are painted flat white. No expense 
has been spared to make this a most attractive and 
up-to-date salesroom, with very gratifying results. 

The effect of the artificial light is counteracted by 
the use of a special electric light which produces a 
daylight effect on color. This enables the customer 
to determine the exact shade of paint as it will 
appear on the finished surface. 


Special Display Fixtures 


6 lps brushes are displayed on a fixture as illus- 
trated on the left of the picture, and include 
a complete line. The stock of these brushes is 


found in the counter in drawers which are divided 
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Loomis Basement was made into a real paint department 


in sections and arranged according to size and num- 
ber, so that they may be readily found by the sales- 
men, 

The fixture beyond the brushes carries ten wings, 
each 30 in. wide by 54 in. high. One side is fitted 
with clapboards, casing and blinds, showing ten 
combinations of body color and trim as they appear 
on a house. The blinds may be interchanged to 
show their effect with different color combinations. 
The reverse of each wing is covered with wall board, 
paneled and painted with flat wall colors in various 
combinations. This was our original idea, and the 
fixture has been very helpful to customers, by show- 
ing just how different colors look in actual use, both 
for outside and inside use. 

We have taken up as specialties the best indi- 
vidual products of three leading manufacturers, one 
of prepared paint, one of varnish and varnish stains 
and another of cement floor coating. We believe 
that the best way to establish a footing in this or 
any other line of business is to specialize. With 
this in mind, we purchase exclusively from reliable 
houses, and make practical tests of the complete 
lines in order to determine to what degree we can 
re'y on the quality of the goods we wish to offer 
the public. 

In this connection it will be of interest to note 
the remarkable success we obtained with a cement 
floor coating, which we stock largely. Having 
placed this cement floor coating in practically every 
theater in this city as well as other new and large 
cement buildings in the building section, we feel 
confident that this is the best article on the market 
to-day. Another leading specialty with us is a wall 
waterproofing, with which we have waterproofed the 
majority of the finest cement buildings in Rhode 
Island. It is known and called for in connection 
with this kind of work, by contractors throughout 
the State. 

It is to this reputation for the quality of our 
goods, and the unfailing courtesy which we extend 
to our patrons, that we owe our wonderful success 
in our paint department. To-day the department 
has a definite place in our store, and the wholesale 
business is being extended, so that in a short time 
our paint department will, we hope, be the equal of 
any in New England. 




















Thumb-nail Pointers for Putting Pep 


in Your 1919 Paint Selling 


By a Hardware Man Who Has Proven the Profit in Paint 


By P. J. THOMPSON, President, 











The Stambaugh-Thompson Co., Youngstown, = 


Ohio 


Always buy the best quality in mixed 
paints, varnishes, specialties and brushes. 
Never carry cheap or competitive goods in 
any line. 

Advertise in newspapers, specialties the 
year around, and house paints in season. 

Emphasize the fact that a complete line is 
carried rather than pushing brands. 

Use an expert head salesman who knows 
his business better than any possible buyer. 

Push retail business through show win- 
dews and newspapers. 

Reach master painters by taking an active 
part in the annual picnics, conventions, etc., 
and working in connection with them in re- 
tail advertising; recognizing the fact that 
most painters prefer to mix their own paints. 
We never advertise that the consumer can 
save money by buying his own paints, nor do 
we ever insinuate that the painter does not 
use the best stock. We ask the retail con- 
sumer to specify our mixed paints, and oils, 
and we push flat wall paints hard, advertis- 
ing the selling points and emphasizing the 
variety of colors we carry. 








A Paint Window Appealing to 





Occasionally use souvenirs and Christmas 
presents. 

Work on master painters for varnish by 
accompanying the varnish missionaries on 
trips to master painters and to architects. 

Take up by telephone or calls the question 
of specifications with architects on all big 
jobs. 

Have a large display of paint in a promi- 
nent place in the store. Trying to convey at 
all times the impression that anything a 
person needs can be obtained at any time. 

Arrange paint sample boards in an attrac- 
tive manner. 

Have plenty of literature and sample cards 
and hand it out on all possible occasions. 

Have stock so arranged that the salesman 
can get out orders easily to save time for 
customer. 

Run special interior displays on tables in 
store for seasonable specialty goods. 

Have counters over which goods are sold 
highly finished with best grade of varnish, 
renewing same once or twice per year. The 
counter itself becomes a good salesman for 
high-grade varnish. 


the Pride of the Home Owner = 
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Selling Paint Service with Every Can 


In the Paint 
Department 
the Dealer 
Must be the 
‘*Doctor’ 
and the 
Customer 
the Patient 
Always 


By Guy 
Alvin Rich Co., 


With 


KF all the lines carried by retail hardware 
() stores paint reflects most readily the man- 

ner in which it is handled, both in point of 
gross sales and in satisfied customers. Paint dif- 
fers from many items usually marketed through 
hardware merchants, in that it is like a habit- 
forming drug, the more you sell a customer the 
more he will want. The reason for this is that one 
newly painted or varnished piece of furniture will 
make the surroundings appear to a disadvantage, 
and result in more sales, whereas the same cus- 
tomer may buy one hatchet or one saw in a whole 
lifetime. 

We have customers who call up regularly each 
spring and autumn and state they have the paint- 
ing fever and want something to alleviate their 
malady. 

If you encourage this brightening up process 
each season, especially in the household specialties 
you carry on your shelves, it will result in in- 
creased sales and a preservation of furniture and 
floors that tend to cultivate that spirit of thrift 
which everyone recognizes as the fundamental 
basis for the sale of all paints. 


Knowledge of Your Line 


OTHING is more important in the successful 

sale of paints and varnishes than a thorough 
knowledge of your line. Particularly is this true 
since many sales of specialties are made to women 
who apply the materials, and who must be prop- 
erly guided in their efforts if they are to obtain 
good results from their labor and are to remain 
your paint customers. < 

The lack of knowledge in paint salesmen is the 
cause of more: errors and dissatisfied customers 
than would be true in any other line the hard- 
ware dealer Needless to say, an unusual 
amount of tact is desirable in guiding an amateur 
painter through the first stages of staining, var- 
nishing or painting. 

For instance, recently a customer inquired of us 
for a can of quarter-sawed oak varnish stain. 

It is quite obvious to any paint salesman that 
this customer was wandering far from the pre- 
scribed paths of painting, and in order to sell him 
the proper stain and to start him well on the right 
road of finishing his piece of furniture it re- 
quired a combination of both tact and knowledge 
of the line. 


sells. 
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Knowledge 


of Paints 
and 
+ mo | Varnishes 
wan be < Important— 
} Instructing 
Salesmen- 


Pushing Flat 
Wall Paint 


RICHARD 


Wooster, Ohio 


Sell Paint Knowledge, Too 
CCASIONALLY a customer will be misled by 
attractively arranged but somewhat clouded 

advertising, and expect to buy a can of white paint 

and brush, allow it to remain overnight im the 
room to be painted, and by some magic means the 
room will become perfectly white, whereas if you 
understand your line you know full well that it 
requires hours of honest toil to make black white, 
and to have it remain white and not turn yellow. 

The easiest way is to follow the course of least 
resistance and sell this customer the desired can 
of white paint and dismiss the case from your 
mind. 

In most cases that may be the last you will ever 
see of your customer, and in a very short time the 
paint you sold will turn yellow when applied on 
the interior and your customer in a disappointed 
manner will go elsewhere to make his paint pur- 
chases. 

If, however, you take the time to explain that 
to obtain the best lasting white results he must 
apply several coats of flat white, and finish with 
enamel, you will eventually have a satisfied cus- 
tomer, and one who will be willing to rely on your 
further judgment and advice. 

In selling paints you must be the doctor and 
vour customer the patient. This is true because 
nothing you sell is applied by so many amateurs as 
is paint, and misguided amateur painters like mis 
directed patients will constantly change doctors. 


Instructing Salesmen 

W* consider it time well spent to instruct our 

salesmen and to encourage them in studying 
all the manufacturers’ helps regarding our paint 
line. We have subscribed to a course in paint 
salesmanship which is placed in the hands of 
salesmen. This, like all other books studied in 
school, when studied with a view to acquiring 
knowledge becomes more interesting and is more 
easily retained. 

We find also, since practising this method, that 
new salesmen are not so‘apt to shift paint cus 
tomers to some one else. 

Using Manufacturers’ Helps 

N this connection we always make use of what 

ever assistance the manufacturers are willing 
to give us and we find their co-operative plans are 
nvaluable. The maker of the paint we sell will 
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always mail specially prepared descriptive liter- 
ature to any name we may suggest. 

They also submit extensive plans for interior 
decorating when given the necessary detail, such 
as a rough sketch of the floor plan and the rela- 
tion of the particular room to be finished to the 
sunshine or shadows. 

We also follow this system with exterior work, 
always using our best judgment in compiling our 
mailing list, considering that a short mailing list 
carefully and judiciously planned is more valuable 
than a longer one made up carelessly. 

Local Advertising 

ly you have conducted your business along honest 

and honorable lines, we think there is no better 
form of advertising than your local newspaper. 
There is no country in the world where news- 
papers are more generally read than in the United 
States. In our city our local papers enter daily 
90 per cent of the homes, and are read by an aver- 
age of no less than three persons in each home. 

In these advertisements it is highly essential 
that you adhere strictly to the truth and describe 
the merits of your various seasonable paint items, 
the covering capacity per gallon of your house 
paint and the relative cost of mixed paints as com- 
pared with lead and oil, etc. 

Each spring we find it beneficial to conduct a 
paint-selling campaign, about the time of the 
regular spring “clean-up” week. If you have not 
observed this week in your town or city, it will 
encourage your civic pride, and greatly benefit 
your town in every way to inaugurate such a cam- 
paign next spring. 

As in everything you sell, complaints and grief 
enter into the marketing of paint. In handling 
these complaints we always assume that the cus 
tomer is in the right, and more often than not, he 
is honest in his convictions. In this assumption 
we find our patrons have more confidence in our 
efforts to meet their troubles than if we convey 
the impression that they are all wrong and the 
paint is infallible. 

Flat Wall Paint 
the past five years flat wall paint has been one 
of the most active items 


line. As a means of beautiful interior decorating 


in the entire paint, 
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it has no equal; and if you handle a good line, 
one that can be washed each year with linseed oil 
soap and water, you have something to offer that 
its far superior to any other method of caring for 
inside walls. 

The present cost of paper and the usual com 
plaint of its loosening up on the wall, not to say 
anything regarding the unsanitary element when 
one layer of paper is placed over the old soiled 
paper year after year, will help to convince your 


customers of the soundness of flat wall paint 
advice. 
In new residences where the best possible re 


sults are to be obtained, we suggest the placing 
of muslin on the walls, in order to prevent un 
sightly cracks resulting from settling foundations, 
after which the flat color can be applied with per 
fect 


condition for a long period of time. 

— asked our opinion of the relative merits 
of mixed paint and lead and oil for exterior 

painting we advise factory mixed paint. There 

are various reasons for our deductions, one of the 


safety, and assurance of its being in yvood 


A Bit of Sales Argument 


) 


chief of these being the greater spread and longer 
life of the mixed goods. And in these days when 
the formula of mixed paints is easily arrived at 
the old idea that all mixed paints are “adulter- 
ated” is being truthfully and successfully contra 
dicted. 

We further explain to our where 
they are painting other than white, that the only 
way by which they can be assured of a uniformity 
for their entire using the 
mixed product. 

An argument that is particularly appealing is 
the fact that no one can stir with a paddle and 
introduce the various nor break up the 
minute particles and flakes of lead as successfully 
as the machinery that is used in grinding paint 
at the factory. 

When these facts are weighed and the customer 
is shown that, covering capacity considered, mixed 
paint costs no more than lead and oil, and that he 
can save the time of breaking up the lead, he 
will decide on the prepared paint, and time will 
prove the soundness of his judgment. 


customers, 


of color house is’ by 


colors, 


Conrad Store Displays Brushes on Original Cartons 


Here is the attractive paint department of S. A. 
shows how a hustling hardware man in a small city can go after paint profits. 


Conrad & Co., Massillon, Ohio. It 
Note 


how the brushes are displayed on original cartons at the right, and also that the 
height of shelving varies to fit various sizes in cans 























Selling Talk in Big Paint Campaign 


By F. J. Ross 


Blackman-Ross Co., Advertising Agents, New York, who are preparing copy for the 
$500,000 “Save the Surface” Campaign 


EDITOR’S NOTE: After having been delayed by the war the big co-operative 
advertising campaign of makers of paint, varnish and kindred lines is to be launched 


this spring. 


years, advertising the economy of painting. 
The direction of this campaign is in the hands of a 


the Surface and You Save All.” 


The plan is to spend not less than $100,000 each year for at least five 


The slogan of the campaign will be “Save 


special advisory committee of the Paint Manufacturers’ Association of the United 


States, 
Bourse, Philadelphia. 


the campaign, which should help dealers sell more paint and varnish. 


and Phillips Wyman is business manager of the campaign, with offices in The 
This statement by Mr. Ross will give retailers a general idea of 


It also contains 


some mighty strong sales ideas which every retailer can use to advantage in paint 


selling. 


wear and tear and practically every form of 
product. Protection of surface, whether it be 
the surface of a building inside or out, or the sur- 
face of a manufactured product inside or out, is an 


P vce: and varnish, as we see it, stand between 


absolute essential. 

Thus the extension of paint and varnish selling 
is only a matter of fuller understanding of the uses 
of these products by the public. This campaign, by 
creating a stronger public sentiment in favor of 
using more paint and varnish, will necessarily make 
more effective each sales and advertising campaign 
of the individual manufacturers and dealers; it is 
foundation building. 

Each of us knows how he gets started in his habits 
of thinking. People must be taught to think, first 
of all, of protection when they think of paint and 
varnish, and to think of paint and varnish a great 
deal more frequently than they have in the past. 

Here is a brief statement of policy for the “Save 
the Surface” campaign of the paint, varnish and 
allied industries: 


1—Position of the Industry: 

The position of the paint, varnish and allied in- 
dustries in re!ation to industries as a whole is this: 

They produce products which are for the primary 
purposes of preserving, protecting or beautifying 
the products of other industries, notably products 
of wood, metal, plaster, concrete and brick and also 
the products from the manufacturing industry in 
which raw materials from these and other indus- 
tries are used. In a word, what these other in- 
dustries produce, the paint, varnish and allied in- 
dustries preserve. 
2—Broad Viewpoint for the Campaign: 

All of the products whose greater use this cam- 
paign is to promote are: 

Protective coatings to be applied to surfaces. 

Rust and decay, wear and disintegration, begin 
at the surface. Preservation begins at the surface. 


3—Psychology of the Campaign: 

Many motives now exist which lead people to 
coat surfaces. Chief among them are preservation 
and beautifying. Preservation is selected for the 
keynote of this campaign because its appeal is 
widest. It reaches direct to cupidity and sense of 
possession—universal attributes. Beautifying, al- 
ready well sold, reaches to a sense of taste and 
pride of appearance—a narrower field. It is the 
purpose of this campaign to create this habit of 
thought—namely, that of regarding the surfaces of 
the things we own as the points where deterioration 
and loss begin; therefore, where preservaion, which 
is prevention of loss, must be applied. 
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4—The Slogan: 

“Save the surface and you save all.” This s!ogan 
meets the following important tests: 

It is fundamental in sense—tying up with the 
broad viewpoint of the campaign. It is comprehen- 
sive—applying to anything that needs surface pro- 
tection. It is impartial—laying no emphasis either 
on paint or varnish or any of their specific appli- 
cations. It is rational—avoiding obvious cleverness. 
It is alliterative—easily taken into the mind. It is 
adaptable—fitting natura!ly into sentences of copy 
belonging to this campaign or belonging to the cam- 
paigns of subscribing members. It escapes the det- 
riment of se!fishness—the reader’s mind being 
turned not to paint and varnish products but to his 
property. 
5—Advertising Treatment on Broad Lines: 

The broad campaign viewpoint will be brought 
out both by illustration and by text—never twice 
alike—always in a selected variety of picture and 
of allusions in text to keep the broad aspect of swr- 
faces before readers. In the selection of illustra- 
tive material and of text allusions effort will be 
made to bring to the foreground the technical uses 
of surface coatings as well as the obvious uses. 


The committee describes some of the details of the 
campaign as follows: 


Booklet for Follow-up 


Our plans for the immediate future provide for the 
publication of a pamphlet to be used in replying to in- 
quiries which may result from consumers answering 
our advertisements. 

Inquirers for information as to materials and _pro- 
cedure will be asked to consult their local dealers and 
painters and to all such inquirers a copy of the pam- 
phlet referred to will be sent. 


Service to Subscribers 


(a) Furnishing quantities of advertisements in such 
quantities as may be ordered by subscribers for 
distribution to their dealers for window display 
purposes. Such posters to be furnished only to 
subscribers for the use of their customers. 
(b>) Furnishing at cost to subscribers such quantities 
of the master painters’ booklet and the consumers’ 
booklet as may be ordered. 
(d) Furnishing at cost electrotypes in various sizes of 
the following: 
1—“Save the Surface” slogan. 
2—Reduced sizes of magazine advertisements in- 
tended to be employed by subscribers in house 
organs and other literature. 

3—Newspaper advertisements written to support 
the arguments in our general publicity adver- 
tising which subscribers may furnish to their 
customers for local newspaper advertising, such 
as electros (or mats) to provide a space for the 
insertion of the dealer’s card. 











System in Storing 
Paint Oils Pays 


OW, as never before, hardware dealers 

throughout the country are realizing the 

importance of proper and economical stor- 
age facilities for their oils. With the present ex- 
tremely high price of linseeds, turpentine, japans 
and varnishes, the dealer has discovered that he 
can no longer afford to handle his oil in leaky 
wooden barrels with gummed-up, unreliable meas- 
ures and funnels. 

Look into many oil store rooms and the question 
“Why haven’t I made more profit on my oil sales?” 
is quickly answered. The floor has a thick coating 
over it caused by leaking barrels and overflowing 


TORPENTiNg 









Modern tanks are 
easily filled 


measures. Realize that this coating represents 
wasted oil and in many cases it represents the 
“profit that might have been.” Paint oils are too 
expensive these days to even waste a few drops. 

Aside from this needless waste the danger from 
fire is great where oils are not properly handled. 
Look at the untidy condition, too. Wooden bar- 
rels, intended for shipping purposes only, should 
not be used for storage because they permit a big 
loss from leaks, evaporation and absorption. They 
also waste valuable space as well. Then again, 
how many of your barrels are completely emptied, 
due to the old method of drawing off through a 
spigot? 

The modern oil tank and pump for 
hardware stores have been designed by men who 
have carefully studied the requirements of retail- 
ers. They make it possible to handle paint oils in 
a safe, clean and economical manner. 

Such a system resembles, in a measure, a sec- 
tional bookcase, provision being made for adding 
units from time to time as business increases and 
the line is extended. The storage tanks are made 
in various capacities, constructed of steel, and 
they are leak-proof. The tanks are uniform in 
height and length, varying in width only for the 
different capacities. The pumps may be of gallon, 


systems 


You cannot afford to waste paint oils now 
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The profits are on the floor 
half-gallon or quart size, depending on the amount 
of oil sold. A new feature that is a big improve 
ment over the old method is the provision made 
by one manufacturer for filling bottles and small 
containers without overtlow The oil 
pumped directly from the tank in accu 
over 


or waste. 1S 


into a can 


rately measured quantities without running 


the can. The outfits can be pped with record 


equi} 
ing meters which enable the dealer to check up 
sales. 
The handling of oil with such a system is now 


made a pleasure rather than a task. Instead of 
handling heavy, dirty, leaky barrels simply roll 
the barrel of oil onto the cradle at the end of the 


tank, raise it to the track level by means of the 











Ln 
with 
tanks and 
pumps in pamt department 


! 
installation 


in basement 


chain hoist and then roll the barrel along the run 
way to the desired tank. A barrel dash is then 
placed in the manhole, the bung knocked out and 
the oil is completely drained without splashing or 
overflowing. No one can draw oil but the author 
ized person, for each pump is equipped with a lock. 

No matter how elaborately a store may be fitted 
it is possible with one of these outfits to handle 
oils right in the store proper, without going to an 
out-of-the-way shed or back room. If floor space 
is limited a cellar outfit, with pumps only in the 
store, solves the problem. These outfits are easily 
installed and need practically no care. They add 
greatly to the appearance of the store, and many 
dealers have found that the saving will soon pay 
for the outfit. 








Where Do Your Paint Profits Lie? 


By ALBERT B. TIBBETS 
Editor, “Dutch Boy Painter” 





























A small amount of goods with display helps make a good white lead display 


OU have probably heard the old bromide that 

} there are three kinds and degrees of lies; 

i. e., lies, damn lies, and statistics. I have 
heard several men make the statement that there 
is no profit in handling white lead. In the mouth 
of the average dealer such a statement is based 
on incorrect statistics. 

I am going to ask you to help me prove that 
not only is there a satisfactory profit in handling 
white lead, but that it is a very good one. In fact, 
there are dozens of lines in the hardware business, 
no matter how large the gross profit may be on 
the individual article, which do not return the 
annual net profits that accrue from the sale of 
white lead. 

I want you to take a pencil and pad and together 
we will figure out the problem. It is simple. You 
furnish figures based on knowledge of your busi- 
ness. I will furnish the method of figuring, which 
I believe you will consider fair and sensible. 

The only fair way of figuring is to assess against 
each article sold in your store its own actual cost 
of handling and then price that article so it will 
pay a net profit over and above its proper share 
of the cost of doing business. If each item takes 
care of its own expense and pays a net profit, the 
average will take care of itself. 

In preparing our figures, however, I am going 
to allow you to charge against white lead some 
items of expense on the basis of the average cost 
of doing business, while other items, I hope to 
prove to you, should be assessed on the basis of 
the product’s proper share. The items of expense 
that should usually be charged against every arti- 
cle in your store include rent, heat and light, sal- 
aries, advertising, delivery, supplies, insurance 
and taxes, general expenses, depreciation and 
shrinkage and bad debts. All charges, should of 


course, be made on the annual basis. 
aed heat and light is the first item to be con- 
sidered. In the average store about one-half 
of the total floor space is available for stock, show 
cases and counters. Also include all wall space 
in your figures on available space. Then divide 
vour rent, heat and light expense by the total num- 
ber of square feet of available space. This will 
give you your average expense per square foot. 


Figuring the Cost 
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But all of this space is not equally valuable. 
Clearly, the front part of the store is worth more 
than the back. If stockroom rental is placed at 
half the average, it will be a fair division of this 
charge. White lead is ordinarily kept in the stock- 
room. Figure out the average quantity of white 
lead you keep on hand throughout the year and 
the corresponding floor space occupied. One 
thousand pounds would not occupy more than 10 
sq. ft. Put down the results of your figuring and 
we will pass on to salaries, the next item to be 
charged. 

Salaries include selling and bookkeeping. Let 
us take the individual sale as the unit, and the 
average individual sale as $1. Your business will 
not average as much as $1] for every item of every 
sale, but I do not wish any undue advantage. 
Divide your total annual salary expense by your 
gross sales, and you will have your per dollar ex- 
pense of selling. Charge this against the total 
sales of white lead. 

Retailers who insist upon selling white lead at 
a close price always give as a reason,“It helps sell 
other goods.” That is advertising, pure and sim- 
ple. Therefore, in figuring the advertising item, 
white lead might more properly be credited, than 
charged, with advertising expense. But let us 
be fair and omit it altogether. 

In figuring the delivery charge, you may use 
your percentage cost of delivery. 

Supplies are largely wrapping paper, twine, etc. 
White lead is handled in original packages; there- 
fore, this item may be disregarded. 

In charging insurance and taxes against white 
lead, the percentage may be used because this 
item directly related to the average stock 
carried. 

Let the percentage apply to the item of general 
expense. 

There is never any loss from depreciation or 
shrinkage on white lead. It keeps indefinitely; it 
does not leak, rust or become shelf-worn; it never 
goes out of fashion, nor is it ever necessary to sell 
odds and ends at a sacrifice. It therefore would 
be unfair to charge this item against white lead. 

Let the percentage apply to the item of bad 
debts. You are protected by a mechanic’s lien, 
if you choose to take advantage of it. 

Perhaps you do not consider interest on invest- 
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ment as an expense of doing business. Instead, 
you no doubt figure the net profit as the return 
on the investment, assuming that you are paying 
yourself a reasonable salary out of the business. 
Be this right or wrong (and I think it is right), 
the cash discount on white lead will more than 
pay the interest on the average amount invested. 

I do not believe that the justice of this method 
can be challenged, nor that it can be proved that 
the actual cost of handling white lead is ever very 
much more than 4 per cent. 


Expense Applied to Individual Items 


KNOW that you will find that there is more net 
profit in selling white lead at a gross profit of 

10 per cent than in selling hundreds of articles in 
your store at a gross profit of 25 or 30 per cent, 
as you can readily discover for yourself if you 
will take the trouble to figure out your actual ex- 
pense of selling each item. 

In considering this subject of profit on white 
lead with you, I have taken it for granted that you 
do not belong to that rapidly diminishing minority 
who are willing to sell white lead at no profit, 
explaining that they consider it only as a leader. 

White lead is a leader. That is conceded. It 
has been so widely advertised, both by years of 
national advertising campaigns and by the uni- 
versal satisfaction it has given its millions of 
users, that it has become the standard by which all 
paints are judged. You will admit, I know, that 
no paint store can afford to be without some white 
lead. It has too many followers, both among 
painters and consumers. 

Your figures, I am confident, 
vou make a fair profit on white lead alone. 


have proved that 
Now, 
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then, in comparing white lead profits with those of 
other I think it only fair that you include 
in your figures the profits on all the ingredients 
that go into the making of white lead paint. 

You probably have proved — ago that there 
is a good profit in the sale of turpentine, linseed 
oil, the colors and the driers—ingredients of white 
lead paint. The profits on these should be in- 
cluded in comparative paint figures, should they 
not? When this is done you will find that white 
lead paint shows from 4 to 5 per cent more gross 
profit than is returned on items you con- 
sider profitable. 

If white lead has an advantage of four to five 
per cent. in gross profit, what will be its ad- 
vantage in net profit? You will readily admit 
that the selling cost on a specialty, no matter 
how well advertised, is always greater than on a 
staple such as white lead. A specialty must be 
pushed, both by advertising and time-consuming 
salesmanship; a staple sells itself. 


goods, 


some 


You must also remember that the original in- 
vestment in a specialty is always greater than in 
white lead and all its stabilized ingredients. Your 
turn-over on specialties may, therefore, not be 


over twice a year, while your white lead supply 
should be turned five or six times a year. If you 
do not get this turn-over on white lead, there is 


a reason for it which you might well investigate. 
Perhaps your orders might be cut in size and 
then your stock replenished frequently. 
Again, perhaps you are not pushing white lead 
as you should. 
Now, then, your 
that white lead 
try to sell more of 


more 


having proved to you 
net profits, why 


figures 
returns fair 
it? 


not 


Getting Your Share of Paint Profits 


By H. D. 


ONSIDER the value of paint. Imagine a city 
C paintless. A city in which the use of paint 

is prohibited for five, ten, or twenty years. 
Can you imagine such a city? Would it look pros- 
perous? Would you desire to make your home in 
this paintless city? Would such a city appeal to 
the home seeker or to the investor? 

Right now, in your town and my town, there 
are entire blocks, both business and residence, that 
have been paintless for many years. It is the sec- 
tion of town that we stay away from. Our first 
thought concerning this unpainted portion of the 
city is a thought of outward appearance. It is 
distasteful to the eye. We know that the inside 
of such structures must be as unattractive as their 
exterior. We think of paint from a decorative 
standpoint. 

3ut paint is really a preservative, and you seldom 
see a house painted that is not first repaired and 
made ready for the painting. Consequently, it is 
a double preservative. Its use brings about needed 
repairs, and the paint insures the house against 
further destruction by the elements. 

There are hundreds of ‘houses in every town that 
require paint. There are countless business houses 
that need paint. There’ are thousands of people 
who will buy paint. Each and every merchant is 
entitled to his share of this paint business, but 
whether he gets his share or not depends largely on 
the methods he uses in going after it. The pro- 
portion he gets is gauged by the effort expended. 
A certain amount of business “just naturally 
comes.” It is the “batting average” for the season, 
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Photograph showing need of paint 


and providing another merchant does not enter the 
field, or a competitor wake up to the fact that he 
is entitled to more business, this average can usually 
be depended upon. But when you look over the 
record of your paint department and find that the 
yearly sales average up about the same, it should 
self-evident that a nut exists somewhere 
in your selling machine. 

It is so easy to be satisfied—to handle the busi- 
ness that ‘“‘just’”? comes in. A sale “just” now and 
then. ‘Just’? enough to kid us along and make 
us think we are real merchants. This kind of mer- 
chandising is not even peddling. The peddler gets 
out and rustles his customers and then makes the 
sales. We look down on him, but a lot of us are 
not doing that much. We wouldn’t last over night 
playing his game. 

Webster defines a merchant one who traffics 
or trades on a large scale. He also defines a mer- 
chant as a “‘shopkeeper.”” Let’s get away from this 
latter definition—it hits a lot of us right square on 


be loose 


as 


““ 


the nose, and it hurts; so let’s get out of that 
class. 
How to Become a Real Paint Man 
EOPLE buy what they think they want. When 


you think people want a certain thing, think 
strong enough and you can sell it to them. But don’t 
just think; do something to help your thoughts 
work. 

Carry the “paint up” message direct to the pos- 
sible customers; don’t wait for them to come to 
you. You have tried sending out circulars, and 
have secured some business in that way. You have 
tried form letters. That’s not enough! Here’s 
how you can start a real “paint up” campaign that 
is not going to cost you a fortune, and it is going 
to make you the “PAINT MAN” of your commu- 
nity. 

First, motor around town. Take a street. at a 
time, and get an eyefull of each house. Make a 
note of the street address of every house you see 
that really needs painting. If you are in a town of 
ten thousand people you may have listed three hun- 
dred and sixty-six houses and fourteen stores. 

Now, in your organization you have a_ bright 
young fellow that is capable of learning how to 
handle a camera. Rent or buy one, and have him 
go to some one competent to instruct him how to 
take pictures. Give him a list of the houses ar- 
ranged in a manner so that he can cover the terri- 
tory in the least possible time. 


Photographs of Paint Prospects 


WE wil! call this young man John. 
at No. 26 Central Avenue. He 


He arrives 


knocks at 
the door, and tells the woman that he wishes to 
take a snapshot of the house, and that she will 


' 


And another showing the appeal of paint 


receive a print absolutely free. He suggests that 
if she or the children wish to get in the picture they 
may do so. He takes the picture, and asks to whom 
he may send the copy. If the house is occupied 
by a renter, he secures further information relative 
to the owners. It is possible to obtain much useful 
information, such as approximate size of the house, 
number of rooms, windows, doors, etc. This infor- 
mation is all compiled for future reference on cards 
of uniform size, as illustrated. 





Name of tenant 
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General information 


Photo mailed 


Letters mailed 


Follow up information 











John gets acquainted, and leaves the impression 
that for once in their life they are certainly about 
to receive something for nothing. He “snaps” the 
next place, and so on, winding up in a few days 
with three hundred and eighty pictures. He also 
has three hundred and eighty names and addresses, 
and knows by consulting his card-index system 
whether the house is occupied by owner or tenant. 

Then John has three prints made from each nega 
tive, one for filing in the card-index system, one 
plain picture for inclosure in the first letter, and 
one picture to be quickly colored with Japanese clo- 
ors suitable for the house, this picture to be used 
in the fo!low-up letter. The first picture shows the 
house It shows the weathered clapboards, 
the paint old and worn, the warping of boards caused 
by the action of rain and sun on unpainted lumber. 
It shows a general run-down condition. It is the 
picture that will pave the way for the hand-colored 
picture to follow. A comparison between the ‘as 
is” picture and the hand-colored picture is a knock- 
out. Which one will be framed and hung on the 
wall? It will prove a constant reminder of what 


Se 
as 18. 


PAINT will do. 

If the picture is being mailed to the owner of the 
property these letters will cause him to give the 
outside of his house the 


“ ’ 


once over.’ 
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“Here Mr. Sterling tells you how to make a camera help sell paint and varnish. 
Some paint sales letters that put punch in the pictures. 











Dear Sir: 

Were you the owner of a valuable automobile 
you would not consider running it through the 
rainy season with portions of the hood, body, 
fenders, etc., exposed to the action of the 
weather. You would have it repainted—it would 
be false economy for you not to do so. 

Unpainted houses like unpainted automobiles 
disintegrate rapidly. Paint not only preserves 
them but it certainly adds to their appearance. 

If you wish to sell or rent—consider the value 
of PAINT. In looking over this picture—can 
you see the hundreds of dollars difference in 
value that a coat of PAINT would make?? 

Yours very truly, 
The PAINT MAN. 
Dear Sir: 

In this picture you see your house as it can 
be made to look. In the picture mailed yester- 
day you view the property as it actually looks 
to an observer. 

We are all very likely to judge from first 
appearance. Some of us are long-sighted and we 
“an see the future possibilities in a property but 
for the possible purchaser or renter—it is well to 
have the outward appearance reflect the great- 
est value in the property. 

PAINT rightfully applied 
this condition. 

In this picture you can see the difference in 
value that a coat of PAINT will make. 

Mr. Roberts is our PAINT MAN. 

If you will call, Mr. Roberts will not only 
be pleased to explain our paint plan to you but 
he will also give you the original negative from 
which these pictures were made. 

Yours very truly, 
The PAINT MAN. 


also save you hundreds of 


will bring about 


P. S. Paint will 
dollars in upkeep. 


Dear Sir: 

Last week we mailed you two pictures of your 
Central Avenue property. 

Should you care for additional prints will you 
kindly call that we may arrange to have them 
made for you. 

In calling you place yourself under no obliga- 
tions to us—just a “get acquainted” meeting 
that’s all. 

Ask for Mr. Roberts—our PAINT MAN. 
Yours very truly, 

The PAINT MAN. 


In cases where the picture is mailed direct to the 
tenant the following letter might accompany it: 
Dear Sir: 

We think this picture is very good. We are 
sorry the children do not show up better but 
owing to the size of the house it was impossible 
to take a close-up. 

We are having a hand colored print made and 
will send the finished picture on to you. This 


house in the color oul 


suggest as desirable for 


picture will show 
PAINT MAN 
the property. 
PAINT surely does preserve wood 
It is very probable you would like to have 
your house painted. We are writing Mr. 
the man you rent from regarding the painting 
of the property and any help you ean give will 
be appreciated. Yours very truly, 


The PAINT MAN. 


your 
would 


Money Spent for Paint Is Money Saved 


ls» this campaign the “tas is” picture and the hand 

colored copy are your “go-getters.” With these 
two pictures and the right kind of terms how can 
you fall down on a paint sale?) You can’t fall down. 
With the two pictures the sale is made; all that re 
mains is to start painting. 

Look over this bunch of “for sale advertisements.” 
Get this: “DANDY newly painted house’—‘‘House 
interior newly kalsomined’”’——“‘Old ivory and mahog 
any finish’-——‘“Newly painted’’——“A paint 
will put this in the $4,000 class.” 

This shows you what the real estate man thinks 
of paint as a selling factor. 

The real knows the value of paint. 
He knows that a coat of paint means a quick sale 
and an value far cost of the 
paint. 

Your card-index your percentage 
of hits and misses for the Mach year make 
your rounds with the camera gun and gather in 
your share of the birds. In a few years will 
have a large percentage of the houses in your town 
listed in your files. When Mrs. Smith drops in and 
wishes to talk to you about having her house painted 
you can close the deal with her because you have a 
photograph of the house and “remarks,” and can 
give her an approximate price as well as deciding on 
color combinations. 


coat of 


estate man 


increased above the 


system show 


season. 


you 


As a wind up in your photo campaign you might 
send your three hundred and eighty names and 
addresses to your paint manufacturer, asking him 
to send special letters showing the economy of keep- 
ing houses properly painted and referring to you as 
the local agent. 

In your jaunts about town keep your eye on the 
garages. Many garages are dark and dingy inside. 
Find a garage nice and white inside, and you have 
a garage doing a good business. People 
like to keep their cars in a clean place. ._The gar- 
ages, as well as shops and factories, are an excellent 
field for the sale of inside white. 


storage 








This house is for sale. 
A photograph of it 
sent to the owner with 
a letter telling about 
paint as a sale produc 
er might sell a “house 
job” of paints and var- 
nishes. Even the “For 
Sale” sign needs paint 
that it is 


hardly legible 
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Optimism at Minnesota Convention 





Confidence and 
Caution Both 
Noted in Spirit of 
Great Gathering of 
Hardware Retailers 
in St. Paul—Every 





body Happy and 
“Glad they Went” 








Sec. H. O 


Roberts 


HE twenty-third annual convention of the Minne- 

sota Retail Hardware Association, held in the St. 

’aul Auditorium, sent hundreds of hardware men 

home with the feeling that they had spent their time 

wisely. The attendance was exceptionally large, due 

perhaps to the added attraction of the automobile, 

tractor, accessory and industrial exposition in progress 

in Minneapolis at the same time. Hardware men took 

occasion to visit this exhibition, also, many being inter- 
ested in the accessory part of the show. 

The three keynotes of the sessions were confidence, 
caution and optimism. These echoed from the addresses 
of every speaker during the convention in one form or 
another. 

A very unusual and unique feature was the opening 
of the sessions on Wednesday and the following days 
by an experienced song leader. He was all the word 
implies. After a series of songs, sung under his un- 
limited pep and enthusiasm, none could fail to take a 
keener interest in the features of the meeting. 

The opening session was begun with the singing of 
“America,” and invocation by Rev. H. J. Burgstahler 
of St. Paul. President Hanson’s address was far more 
brief and able than many which have been given from 
the same platform. After the appointing of the various 
executive committees a short recess was taken for the 
appointing of the nominating committee. This was 
closely followed by the annual meeting of the Minne- 
sota Retail Hardware Mutual Fire Insurance Company. 
President Charles F. Ladner incorporated in his mes 


age a review of the uniform fire insurance bill for- 
mulated by the associated insurance commissioners 
of the United States. This is, at their request, being 


introduced in all state legislatures and he stated that 
Minnesota hardware dealers should be especially inter- 
ested in the passage of the bill, as it would enable the 
Wisconsin Mutual Liability Company to operate in 
Minnesota. The annual message of President Ladner 
was followed by the report of Secretary M. S. Mathews 
and Treasurer Henry Hauser. 


The Annual Reports 


{ tygow morning session, Wednesday, was taken up by 
various reports, given very ably by the Hardware 
Association treasurer, H. C. Hertz, Secretary H. O. 
toberts, Assistant Secretary D. M. Andrews and Na- 
tional Delegate Albert Wynne. The benefits derived 
from the association were clearly brought out in these 
reports and President Hanson’s address of the previous 
day. After a short intermission the topic of “Jobbers 
Retailing” was brought forward. A very interesting 
discussion was developing when the meeting was ad- 
journed until afternoon. The afternoon meeting was 
begun by a clear, concise address by H. M. Gardner, 
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formerly manager of the Gardner Hardware Company 
of Minneapolis, now chairman of the Minneapolis Civic 
and Commerce Association. His subject was “Commer 
cial War Conditions,” and he set forth very clearly 
the difficulties under which business had been operating 
and advised earnestly a course of procedure for the 
reconstruction period. Mr. Gardner cited Roger Bal 
son as portraying the pessimistic view of the present 
situation, and the National City Bank of New York 
the optimistic view. A careful study of both views 
combined with individual circumstances should enable 
a business man to shape his course. Cautious buying, 
close collections, with the fewest possible future com 
mitments in the form of notes or otherwise, and a 
consistent steady confidence in the general result was 
advised. 

A close, careful study of both local and national con 
ditions affecting business and deliberate conclusions as 
to the best course to pursue in the conduct of each indi- 
vidual enterprise, sums up briefly his advice to his 
audience. Well-directed questions on different phases 
of his address indicated the live interest of those 
present. 

I’. J. Thielman sddressed the meeting on the subject 
of “what the war has taught us.” 

New Officers Elected 
a. Y forenoon session was given over to the 
legislation and election of officers for the present 


year. IF. J. Thielman of St. Cloud was elected presi- 
dent; E. P. Babcock of Anoka, vice-president. Mem. 
bers of the executive board elected were C. F. Ladner 


of St. Cloud, Amos Markel of Perham, and Henry 
Hauser of Minneapolis, all elected to succeed them- 
selves. National Convention delegates are M. W. Wil- 
liams of Lanesboro, Albert Norlin, St. Paul, and G. G. 
Grunert of Perham, with L. R. Decker, Austin; G. 
I'redericks of Jasper and G. S. Wheaton, Minneapolis, 
as alternates. Messrs. Ladner, Evans, Hauser and 
Markel were elected to succeed themselves on the fire 
insurance board, 

H. P. Sheets, secretary of the National Retail Hard- 
ware Association, spoke briefly and pointedly regarding 
present trade conditions and necessary readjustments. 
The afternoon session was featured by the address of 
Hl. A. Squibbs of the American Steel & Wire Co. 

An interesting special session was held in the evening, 
conducted by Assistant Secretary D. M. Andrews, ex- 
plaining the bookkeeping system as devised by the. 
National Hardware Association office. It was found 
that many already had installed the system and had 
used all or part of it for some time. 

The Closing Day 

eons morning session of the last day was given over 

to unfinished business. A report of the resolutions 
committee was given. introducing a_ resolution that 
definite steps be taken to repress dangerous propaganda 
of all descriptions, for the furtherance of good business 
and the country’s welfare. A resolution approving the 
reduction of the number of varieties in articles of hard 
ware, and requesting a continuance of the practice by 
all manufacturers indefinitely was introduced, and one 
favoring the return of the railroads to their former 
management under Government supervision. 

An innovation in the form of a genuine auction, con 
ducted by a licensed auctioneer, was conducted, the 
goods sold being the overstocks on many varied items 
owned by the dealers. Very satisfactory results were 
reported, some thousands of dollars’ worth of goods 
being thus transferred from dealer to dealer. 


The final afternoon session was purely executive 
business. Secretary H. O. Roberts, Assistant Secretary 
D. M. Andrews and Treasurer H. C. Hertz were re 


elected for this year. 

Those attending expressed themselves as well repaid 
for their expenditure of time and money. The exposi 
tion was vastly improved over any one held before, the 
exhibits being more varied and more carefully installed, 
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Why Push Paint and Varnish This Year 


Profit Pointers Contributed by Manufacturers 
Some Sales Suggestions 


By W. P. Werheim, Advertising Mam 
Pratt & Lambert, Inc 


AINT and varnish should be pushed in 1919 
Po vecause we think there will be a big market 

for it. We are firm in the belief that con- 
ditions will be such as to enable the live paint 
and varnish dealer to sell more paint and var- 
nish than he has for years. The papers are full 
of optimistic interviews, speeches and state- 
ments made by the big business men of this 
country. On the other hand, there are some 
pessimists who look for trouble in the business 
world. Be this as it may, we believe, regard- 
less of general conditions, this year, as a whole, 
will offer unusual paint and varnish selling 
opportunities. 

There is no need to dwell on increased build- 
ing activities, which are coming, or on the new 
selling outlets for paint and varnish. Then, too, 
the over-the-counter trade on such specialties 
as Floor Varnish and Auto Finishes will be 
greatly stimulated by conditions as they are at 
the present time. There is at present a certain 
streak of economy in most every individual to 
whom the idea of finishing his own furniture, 
floors and automobiles will greatly appeal. The 
predicted shortage of automobiles will greatly 
stimulate the re-finishing of old cars, and a 
splendid increase in these lines will result for 
the live dealer who keeps his windows trimmed 
and does everything possible to get this busi- 
ness. 


By Frank EE. Cornell, Sec. and Treas., 
Montauk Paint Mfg. Co 


HEN you ask me ‘‘Why push Paint in 
Wie: | will answer by saying, because 

there never was a time when the paint 
business should respond more readily to push 
than in 1919. To use an over-worked phrase, it 
is ‘“‘the psychological moment” for paint push- 
ing. 

The paintable property of the American people 
is hungry for paint. Even though not a single 
structure were erected during 1919 there will be 
a big demand for paints and varnishes to fix up 
everything from a baby’s chair to a group of 
farm buildings. 

Little of this work has been done during the 
past two or three years, not because of prices 
but for lack of time, of man power, of woman 
power, and of the inclination to do it. 

There were other more important things to 
attend to but now the boys who have done fu- 
rious fighting will come home to peaceful paint- 
ing. The women will not be so busy with their 
Red Cross duties and other war service work. 
They will wield the brush instead of the needle. 

The home appeal is stronger than ever in the 
minds and hearts of American men and women 
and they will be anxious to put their houses 
and household effects in good condition to offset 
the results of the neglect that was necessary 
during the strenuous war period. 

“Why push paint in 19197'' The answer is: 
Because PUSHING PAINT PRODUCES PROF 
ITS. 


By John H. Rennard, 
The Marietta Paint & Color Co 


RICES won't go down in a hurry. Condi 

tions both in the raw material and the 

labor market point to a gradual rather 
than a sudden return to normal. During peace, 
construction has been at the rate of 600,000 
homes per year. War restrictions stopped this. 
Now the country is about a million homes be- 
hind normal. Add the fact that painting gener- 
ally was more or less limited to purely govern- 
mental activities during the war and you have 
a situation highly conducive to heavy paint sales 
during the coming year. 

The hardware dealer who delays buying in the 
hope of getting in later on a cheap market will 
find himself unable to deliver the goods at a 
time when the demand will be the greatest in 
years. The real profits are going to the real 
prophets, who not only see what's coming but 
prepare for it. 


By Peaslee-Gaulbert Co 


OW that the war is over and building re 
Strictions have been lifted, 1919 promises 
to be the beginning of the greatest era of 
construction in the history of our country. The 
erection of public and private buildings which 
were contemplated prior to the war will no 
longer be deferred, and the long-delayed repair 
and repaint work will now be done. Every com 
munity, small or large, will do its full share of 
building. All this means big Paint business for 
the progressive hardware dealer who will take 
advantage of this unprecedented activity. 
The business is here for you—Are YOU ready 


i | a Tlamilto Pre lent 


llabastine Company 


ECAUSE physical conditions in this coun 
B: never were so favorable for results as 

now. Property owners have postponed out 
side painting beyond the period of economy, and 
an unusual amount must be done this year or 
the buildings will suffer from lack of painting 
For interior painting the soft coal menace and 
the “flu’’ epidemic have made it imperative to 
renovate interiors so as to make builaings clean, 
sanitary and livable. 

Manufacturers are especially optimistic, doing 
magnificent advertising and are on their toes to 
co-operate with dealers. A pull altogether will 
make 1919 a memorable one for dealers in paints 
and kindred lines. 


By B. W. Burleigh, Secretary 


The Warren Paint Company 


HY push paint in 1919? Because the 
WA counen for National Defense has seen fit 

to withdraw the building ban which has 
held up new building operations throughout the 
country during the past eighteen months. 

Because people who have postponed painting 
and repair work to their homes during the past 
two or three years because of war conditions 
and because of the Government request that no 
unnecessary work be done, intend making these 
repairs during the spring and summer of 1919 

Because “Our Boys” are returning from Over 
There victorious. Every true American believes 
that a rousing welcome is not enough. We must 
find work for them and the painting which 
patriotic Americans will do this year will fur 
nish the work, 

Because the ‘‘Use More Paint’’ Gampaign is 
to be inaugurated by the Paint Manufacturers’ 
Association of the United States. This genera! 
publicity on the advantages of using paint will 
galvanize many procrastinators into painting 


By J. W. Donsor 
The Irvin, Jewell & Vinson Co 


MAN can go just so long without buying 
] + arena clothes may become thread 

bare, frayed at the bottoms, out of shape 
at the knees and may not look presentable—but 
the time is coming when he must buy a new 
suit in order to make a presentable appearance 
among pepole with whom he comes in contact 

The painting of a house, or any other build 
ing is the same. A house can go just so long 
before it becomes shabby looking,, weather 
beaten and desolate. There is only one thing 
in the world that will make this house regain 
its place with other houses and that is a coat 
of paint. 

On the other hand, a man must buy clothes 
for protection, possibly more so than for looks 
For this same reason a man must paint his 
house When paint protection ceases, property 
value decreases 

Paint is necessary in order to keep a house up 
to its full value. Nineteen-nineteen is the year 
to sell paint. Many people have neglected their 
houses in the past three or four years, due to 
various causes—lack of labor being one of the 
greatest. 

The time is here now when houses MUST 
painted. 

















Cash In On “Clean Up and Paint Up” 


Winners of Big 
National Window 
Display Contest for 
1918 Announced 

Central Bureau 
Ready to Co-oper- 
ate With Dealers 
Everywhere You 
Can Lead in Civic 

Movement 





Do Not Attempt to 
Start a Campaign in 
Your Town Without 
First Writing to the 
National ‘‘Clean Up 
Up” 
Campaign Bureau, 
Security Bldg., St. 
Louis, for Plan 


and Paint 


Winner of fifth prize 


Up” Campaign Bureau, St. Louis, are again 

speeding up with the approach of spring. This 
bureau, which is supported by contributions from 
paint and varnish manufacturers, is a central dis- 
tributing place for ideas and publicity material for 
making local “Clean Up and Paint Up” movements 
thoroughgoing town improvers and business mov- 
ers. It is a frank alliance of altruism and business, 
providing a place in which every merchant can take 
a leading part in improving his own community, 
and incidentally sell more paint and varnish. The 


Tu wheels of the National ‘“‘Cean Up and Paint 











Winner of second prize 


bureau will, at no cost to dealers, he!p them start 
local “Clean Up and Paint Up” campaigns. 

The winners in the window disp!ay contest for 
1918 have just been announced, and the prizes 
awarded to five keen and inventive contestants 
among many who did well. The winners are: First 
prize, $200, J. W. Donson, Irvin, Jewell & Vinson 
Co., Dayton, Ohio. Second prize, $50, Simon New- 
ton, Gould & Cutler Corporation, Boston, Mass. 
Third prize, $25, G. P. Darrow & Co., Germantown, 
Philadelphia, Pa. Fourth prize, $15, John Sell, Sell- 
Atkins Mercantile Co., Pittsburgh, Kan. Fifth 
prize, $10, Lyman T. Coppins, F. T. Coppins Co., 
Inc., Buffalo, N. Y. 

No single event connected with the “Clean Up and 
aint Up” campaign has aroused more enthusiasm 
and interest than this window display contest. 
Wherever a contestant appeared, interest in the 
campaign was intensified at once. Every contestant 


was really worth a good many do!lars to the dealers 
of his town in boosting paint sales. 


Winning Window Display 


R. DONSON’S first-prize-winning display re- 

flects at a glance the fact that he has been for 
years an ardent booster of the “Clean Up and Paint 
Up” campaign in this neighborhood and city. Along 
with his description of his display he mailed the 
fol’owing concise and humorously confident analysis 
of his object in entering the lists: 

First—To sell more paint, varnishes, enamels, 
stains and other paint and varnish products. 

Second—To co-operate with the National Clean 
Up and Paint Up Bureau in its constant efforts to 
further the sale and use of paint and varnish prod- 
ucts by suggestion and education in their use as a 
means of preservation, sanitation and economy. 

Third—To win first prize in the National Clean 
Up and Paint Up Window Advertising Contest. 

The wording of this statement. shows the first 
prize winner an experienced C!ean Up and Paint Up 
alumnus. In fact, he has made many good clean-up 
and paint-up displays every year. The following 
account of his very unusual, ingenious, and, at the 
same time, highly practical display is largely in his 


own words, as he submitted the required ‘“Descrip- 


tion of Exhibit” to the judges. 

His window was designed mainly to show the 
many uses of paint and varnish products, and that 
their purpose is not confined to a floor or two but 
occupies every surface of any kind of building, in- 
doors and out. The display, in fact, was half ‘‘in- 
side’ and half “outside,” so far as the idea was 
concerned. 

A large can of 


paint about thirty inches high 


Winner of third prize 


ATS G.PDARROWECO.GLAss 
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Winner of first prize 


cardboard was placed on top of the 
background. On the left side of this can of paint 
is a card reading, “Clean Up and Paint Up, Keep 
It UP.” A smaller cardboard disk next to this had 
pasted exteriors of houses in color placed on it. A 
still smaller disk was used with the word “out- 
doors.” On the left side of the can of paint was a 
cardboard disk with the wording, “For Wealth, 
Health and Economy,” the smaller disk next to this 
had pictures of interiors in and the next 
smaler disk had the word “indoors.” 

On the left of the background is Miss Clean Up, 


made from 


colors 





Winner of fourth prize 


high, point 
Up is on the 
also pointing 


cut out of cardboard about three feet 
ing to the center sign. Mr. Paint 
right hand of the background and is 
to the center sign. The background was 
beaverboard about fifteen feet long and was 
in poster effect with blue sky and white clouds, so 


made of 
painted 


as to make an effective background for the build 
ings. 

The choice by Mr. Donson as symbols of his idea 
of the “Up Twins,” Miss Clean Up and Master 


Paint Up, was especially happy, and, indeed, will 
be helpful to coming campaigns wherever his dis 
play is shown or reproduced. These modernized 
versions of the ancient English Punch and Judy 
appear in much of the advertising matter, supplies, 
electros, etce., sent out thus far by the National 


Clean Up and Paint Up Bureau. The use of them 
is, therefore, through the wide-spread publication 
of his winning arrangement here and in many other 
journals, a very clever and effective tie-up with 
the Clean Up and Paint Up campaign the country 


over. And this co-operation necessarily was an 
important item adjudging the prize winners. 
Many Buildings in Paint Window 

NEVERAL buildings are shown in the Donson dis- 
7 play. There are miniature houses. There are 
factories, resplendent in paint, putting to shame 
many millions of times as large. 

The Red Cross house, on the left, is painted in 


an appropriately and quietly effective monotone. 

A man on a ladder was painting the front of this 
house and another man was staining the roof. 

On the right of the window was a garaye stained 
and painted as is cu Right in front of 
the garage was a small toy and the man 


tomary. 
automobile 


was making this new and attractive with the use 
of paint. 

In the center of the window is a show window. 
This window has oak floor and mahogany back 
ground. A man was painting it an attractive green 
on the outside. 

An office building was also used to the left of the 
show window. This building was about eight or 
nine stories high and a man was working on a 
swing painting the sash. On the right of the show 
window was the factory building already alluded 
to, showing that paint is just as good for faetory 


as it is for home, as a matter of preservation and 
economy. 

On the floor of the 
were shown painting stove pipe, 
porch 
were only half painted, 

t between the old worn and 
painted liquid. There were about 
all doing a different 
floor of the window wa 
the cards used in the 


window where the various 


painters flower box, 
window screen, 


of the articles 


wing and porch floor, a good 


many howing 


a contra paint newly 
twelve of these 
job of painting 


covered with 


out 
The entire 


cut 


imitation gra Kach of 
display had the wording, “Paint Up” at the top 
\ can of paint that was used for that particular 
purpose was next the small sign. There were two 
other cards shown in photograph. 

Thi rs was very impressive as it about 
sixteen feet long and about five feet deep. It told 
a real Paint-Up story. It showed the many things 


| 


that paint will do and it sold paint, which was its 


real object. 





“Fourteen Points’ 


(1) How do you post salesmen in 
your store on paint facts so that 
they know Paint? 

We advise them to study all paint literature 
furnished by the manufacturers, also to learn from 
painters whom we find are always glad to explain 
their work. In addition to this, the representatives 
of the manufacturers give them a great deal of 
assistance in making tests and explaining their 
products. 


(2) Have you a “paint specialist” 
in charge of the Paint Department? 
Why? 

We do not have a paint specialist in charge of our 
paint department, however, the young man who is 
in charge has obtained a very good education in this 
line through acquaintances among painters and 
decorators and is thoroughly capable of advising 
our paint customers. 

(3) Have you given the paint de- 
partment prominence in the store 
with good results? 


Our paint department is very well located in our 
store, facing the elevators in full view of customers 
waiting for or coming out of the elevators. 


(4) How do you display Paint in 
store and window? 
The accompanying photograph shows how we dis- 
play our paint. We try to have all the quicker sell- 





Service to Painters 





“Many customers ask us 
to supply reliable paint- 
ers to do their work. By 
referring these customers 
to our painter friends we 
obtain their good will and 
business. Wekeep it by 
Siving Sood service.’ 


Schoedinger Marr Co. 











’ on Paint Selling 


A Bunch of Queries on Paint Department Methods Asked and 
Answered by a Hardware House that Is 
Proud of Its Paint Profits 


By SCHOEDINGER-MARR Co., 
Columbus, Ohio 


ing items within reach from the floor. The slower 
items higher up. We have all paint and varnish 
classified in one section, such as all kinds of enamel 
in one section, automobile paints and top dressings 
in another section, ete. 


(5) Do you concentrate on one 
manufacturer’s line of paint and 
varnish? Why? 


We try as far as possible to carry one manufac 
turer’s line of paint and varnish. We also try to 
get the exclusive sale of this line in our city. We 
do this for the reason that we are able to carry a 
smaller stock, make our business more attractive 
to this manufacturer, who will co-operate with us 
to a greater extent if he knows he is getting all our 
business. Regarding the exclusive line we know 
that if after we have sold a customer some paint or 
varnish and he must have some more to finish his 
work, he will naturally come back to'us and not to 
the nearest store. 


(6) Do you use manufacturers’ 
sales helps in store and window? 
How do you use color cards, pad- 
dles, etc.? 


We are only too glad to use the manufacturers’ 
sales helps. We enclose a general paint color card in 
each package which leaves our store. Our paint 
paddles are displayed on green felt covered sample 
boards which makes a very attractive display. 


(7) Do you ever sell mixed paint 
to lead and oil customers? 


We endeavor always to sell Ready-Mixed paints in 
preference to lead and oil. We show our customers 
how they can cover more surface and get more years 
of service from the Ready-Mixed paint than they 
can with lead and oil. We have some master paint- 
ers who always use our paint on their best work, 
although the biggest part of our paint business is 
with the home owner. 


(8) How do you get paint business 
from master painters? 


We have a great many of our customers who ask 
us to furnish them with reliable painters to do their 
work. By referring these customers to our painter 
friends we obtain their good will and business and 
keep it by giving them the best service possible. 


(9) How do you follow up archi- 
tects and builders so as to sell 
paints and varnishes for new 
buildings? 


Our city salesmen keep in touch with architects 
and builders. We also furnish them with attractive 
samples of our goods. 
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Here is an object lesson in attractive and efficient Paint Department 


arrangem ent. 


It shows this prominent department in the big Colum- 


Lus, Ohio, hardware store of the Schoedinger-Maryr Co., situated in the 


retail shopping district. 
but especially note the circles. 


Note the display “‘doors,” a whole row of them, 
The circle at the left encloses a mighty 


good system of brush display, with prices and store number shown by 


each brush. 


All of these display sections swing on hinges. 


One of them 


partly open is shown in the circle at the right, where cans of paint 


specialties are stocked in shelving behind the swinging sections. 


Also 


in this circle note the complete array of painted paddles showing colors 


of the various finishes. 
ground of dark green plush. 


(10) Have you achieved outstand- 
ing success in selling flat wall fin- 
ishes ? 

We have a good trade on flat wall varnish, how- 
ever, our sales of outside house paint and var- 
nish stains exceed it. We have furnished several 
of the larger buildings with flat wall finish. 

you make a 


(11) Do \ drive on 
household paint specialties? If so, 
how? 

Several times a year we give demonstrations of 
household specialties in our windows. We find this 
is very beneficial not only to our paint department 
but to other departments as well as it brings a great 
many new customers into our store. We also ad- 
vertise special sales on certain items in this line in 
the local newspapers. 


(12) De you use a mailing list in 
boosting paint sales? 

Each morning we receive a morning paper which 
gives us a complete list of the building permits for 
the preceding day. We write to the owner and the 
contractor of each permit, inclosing a general circu- 
lar on paint and varnish. When the value of the per- 
mits run fairly high we turn over this name to one 
of our salesmen, who makes a personal call. 


These paddles are 


mounted on a rich back- 


(13) Has newspaper advertising 
increased your paint sales? 


We are positive that newspaper advertising has 
increased our sales, however, in advertising our 
paint we generally include something at a 


price to draw customer 


special 


into our store. 


(14) Do you guarantee paint re- 
sults? Why? 


We do not guarantee paint results. We simply 
tell our customers the condition that the surface to 
be painted must be in order to secure good results 
and explain to them thoroughly that unless the 
directions are followed they will not get a satisfa 
tory job 











How would YOU answer these 
fourteen questions? From 
your experience selling paint 
and varnish would you five 
these answers? 























Congress Adjourns in Blazing Filibuster 


No Extra Session Before June — Seven Big Appropriation Bills Fail — 
Daylight Saving Law Stands 


By W. L. 


WASHINGTON, March 10, 1919. 


HE Sixty-fifth Congress expired at noon of March 
1 in a fiery filibuster, the sparks of which are 
still glowing in the political sky. Hundreds of 
important bills, including four of the big annual appro 
priation measures, were left without action, President 
Wilson rushed off to Paris after denouncing the Con 
yressional leaders for failure to complete the business 
of the session, and Vice-President Marshall, the cham- 
pion jokesmith of Capitol Hill, adjourned the Senate 
not sine die, “without day,” but “sine Deo,” which 
being interpreted means “without God.” 


President Postpones Extra Session of Congress 


gers most impartial historians will squabble for ages 
over the merits of the big filibuster. The President 
was anxious to get back to Paris, for which city he 
has conceived a great affection, and was determined 
not to call an extra session of Congress 
return to Washington, which is scheduled for some 
time next June, while the Republican leaders insisted 
that it was an outraye upon the taxpayers of the coun 
try to jam through fifteen or twenty billion dollars’ 
worth of appropriation bills within a few hours without 
the slightest consideration of their merits. 

It has been apparent for weeks that at the pace at 
which Congress has been proceeding—-and which the 


before his 


Republicans declare the Democrats are responsible for 
in view of their control of both houses——it would be 
impossible to complete the legislative program for the 
current year without an extra session. IT indicated in 
this correspondence last week the practical certainty 
that many important measures, including some of the 
big budget bills, would die without action. These con- 
ditions all pointed to an extra session which under ordi 
nary circumstances would unquestionably have been 
called 

But the President took the view that his presence at 
Paris was the paramount consideration, so the little 
old United States 
‘an until the peace treaty 
dent can find time to call Congress together again. 


will have to worry along as best it 
concluded and the Presi 


Some of the Bills That Failed 


yee KE of the big bills that failed of enactment are the 
WW following: 

The army bill, carrying $1,238,282,967. This bill 
provides not only for the army but for many bureaus 
and divisions of the War Department that will have 
to suspend operations on July 1 unless Congress is re 
assembled before that date. 

The naval bill, carrying $824,708,521 The vreater 
part of this appropriation is for an addition to the 
navy that may not be built in the event that the nation 
of the earth decide upon universal disarmament as a 
result of the Paris Peace Conference. 

The sundry civil appropriation bill, carrying $850, 
766,849. Embraced in this bill is the colossal appro 
priation to continue the building program of the United 
States Shipping Board. This money will be needed 
soon after July to pay current construction costs. 

The third deficiency bill, carrying $766,000,000. The 
bulk of this money is needed for the revolving fund for 
the railroads and a large part of it was to have been 
made immediately available. The failure of this meas 
ure, therefore, puts the whole railroad program up in 
the air, and may result in the return of the roads to 
their owners at a date much earlier than has been ex- 
pected. 


CROUNSE 


Farmers Lose Government Aid 


6 i agricultural appropriation bill, carrying $37,- 

355,352. This money was to have been disbursed 
chiefly for agricultural projects in aid of the farmers 
of the country. 

The Indian appropriation bill, carrying $15,430,000. 
This money was set aside for the support of the red 
men who are still Uncle Sam’s wards. 

The District of Columbia appropriation bill, carrying 
$15,000,000. The failure of this measure has caused 
weeping and wailing and gnashing of teeth under the 
very eaves of the Capitol and White House, as it 
threatens to slow down, if not entirely stop, the machin 
ery of the District Government which just now is vital 
to the welfare of a hundred thousand war workers, not 
to mention the 850,000 regular residents of the most 
beautiful city on earth. 

In addition to the seven big appropriation bills carry 
ing nearly $4,000,000,000 not less than fifty other meas 
ures of much importance were still on the docket when 
the gavels of Vice-President Marshall and Speaker 
Clark descended for the last time at noon on March 4. 
Each failure will represent disappointment and disgust 
in some direction, while some of them will cause wrath 
and indignation all over this broad country of ours. 


Luxury Tax Repeal Resolution Beaten 


Blew joint resolution providing for the repeal of the 

luxury taxes embraced in the war revenue bill fell 
into exactly the ditch I predicted last week. It had 
only a ghost of a chance, anyhow, and its death, though 
mourned, was far from unexpected. 

This measure was prepared by the Ways and Means 
Committee to cure a questionable provision of the war 
revenue bill imposing taxes on wearing apparel and 
many other so-called luxuries which, however, the aver- 
age man and woman would be apt to regard as neces 
aries. Framed while the war was on, it would have 
been thrown out of the bill before its passage but for 
the opposition of a few Senators who sought to make 
a little cheap political capital by insisting that a tax 
should be imposed on everything of a luxurious char 
acter. 

The only chance of passage this joint resolution had 
was to put it through without changing the dotting of 
an i or the crossing of a t. If any amendment were 
permitted it would be impossible to prevent it from 
being loaded down with a thousand and one modifica 
tions of the war revenue bill which members and Sen 
ators were prepared to offer. As reported by the Way 
and Means Committee, therefore, it consisted of a bare 
two lines as follows: 


A Simple Proposition 


“—* it enacted, ete., that Section 904 of the revenue 
act of 1918 is hereby repealed.” 

When Mr. Kitchin presented this resolution he called 
the attention of the House to the necessity of putting 
it through without change. Accepting this admonition 
it was passed without the formality of a roll call and 
sent to the Senate, where it was referred to the Finance 
Committee. 

At this stage Old Nick himself took charge, with the 
result that might have been anticipated. The candy 
manufacturers rushed to Washington with a demand 
that the tax be taken off their products. The fur men 
arrived by the next train demanding a reduction from 


(Continved on page 118) 
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Acevedo Represents Mexico 


USTO ACEVEDO has recently been appointed “the 
J Commercial Representative of the Department of 
Commerce and Industry for the Government of the Re 
public of Mexico” to the 
U. S. A. by President Car 
ranza. He will make his 
headquarters at 71-783 Mur 
ray Street, New York, where 
he will have ample space 
for the exhibition of samples 
of Mexican products. It will 
be a part of his mission to 
confer with manufacturers, 
exporters and _ importers, 
commercial bodies and 
others interested in pro 
moting intercourse 
between business men of 
both countries. He will al 
ways be ready to assist in 
any proper wav possible the 
development of more inti 
mate trade relations to in 
quirers, through the medium 
of reliable information and 
advice, verbal or by corre 








closer 























spondence. If of such 

character as cannot be given 

Justo Acevedo off hand, he will endeavor 
« to get it. 


He and his government will be more than pleased to 
mooth the way for visits across the border, both ways, 
among the people of each country. This will enable 
tradesmen and others to investigate conditions, make 
business acquaintances and promote better commercial 
relations in numerous ways. 

Mexico is exceedingly rich in natural resources, with 
a population of about 16,000,000 people, but American 
capital and organizing methods are needed to develop 
property and enhance the volume of trade each way. 
President Carranza is fully conscious of the help in 
many ways possible because of the stable government 
now in power, but there are still many in Mexico who 
have been led by foreigners and others to distrust us, 
which will require time and patience to effect a better 
understanding. Mr, Acevedo says the president of 
Mexico is anxious to have our co-operation. Much of 
this misunderstanding can be eradicated by a wider and 
closer intermingling of both nationalities. 

Mr. Acevedo, although born in Mexico, has spent, off 
and on, a generation of his life in the U. S. A., in busi 
ness here and a part of the time in Yucatan, Southern 
Mexico, but always in close touch with our business 
people. He was educated at the Williston Seminary, 
Kasthampton, Mass., and talks our language as fluently 
as we do, which will simplify his undertaking, as he 
has always recognized the integrity of the United States 
as a nation and is thoroughly familiar with its ways. 

His wife was born here and also his son, who is asso- 
ciated with him in his New York office, and was, during 
the war, a lieutenant in the United States Navy for 
about two years. 

Mr. Acevedo is a director of the National Railroads 
of Mexico and has long been identified with the Mexi- 
can Government, first as Consul at Boston, Mass., and 
later as Vice-Consul General in New York. 


Wants Goods for France 


*MMANUEL PIRONNEAU, a well known French 
4 engineer, has opened a New York office at 1779 
sroadway. He is representing a number of large 
French manufacturing concerns for whom he will pur- 
chase machine tools and supplies. He is interested in 
connecting with concerns in this country manufactur- 
ing agricultural machinery, small tools, general hard- 
ware and specialties, which products will be distributed 
through his Paris office. 
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On to Detroit 


AUTOMOBILE ACCESSORIES BRANCH 






Vittles 


f li Vile 


2 —~G1 
- 





Jobbers, Attention!! 


PHRHE following letter from T. Jame Fernley, secre 
tary-treasurer, Automobile Accessories Branch of 
tne National Hardware Association, has been sent to 


members of the association It should have the careful 
attention of every jobber interested in accessories 

To the Member Your attention j called to the 
importance of having the executive or manager in 


charge of your Automobile Accessory Department 
present at the meeting to be held at the Hotel Statler, 
Detroit, March 20 and 21 

It is not the purpose to discuss questions of a general 
character, but only those pe 


of acce orie 


taining to the distribution 


attendance ol 


kor this reason we do not sugyvest the 


the executives who attend the regular ant il) conven 
tions, unless such executives are 
your Automobile Accessories Department 

In other words, it is the desire of ¢ 
to have this meeting attended by 
pose being to develop in a practical, stable, 


aire 


Nik hol 


the buver the pu 


COM Mon 

sense manner the wholesale distribution of aces ore 
An exhibition of accessories will be held 

tion with our meeting, the manufacture) 


1 connec 


being fur 


nished space gratuitously by the association 

The purpose of the exhibition is to give our membet 
an opportunity to carefully examine the produ of the 
various manufacturers and also to view new wood 

It is firmly our belief that a buyer will be able to 
more favorably influence the manufacture elling 
policy and secure more information in two day t out 


meeting than he could at his desk in two weel 

Please give the question of attendance at thi 

your erious consideration, 

postal the names of those who will represent you 
Respectfully yours, 

T. JAMES FERNLEY 


Secretary-Treasure! 


meeting 


enclosed 


advising on the 


ociate membet have re erved pace 
at the exhibition of Automobile Aceessories at the Hotel 
Statler, Detroit, Thursday and Friday, Mareh 20 and 
21, in connection with the jobbers’ meeting 


The following a 


Ad Auto Accesso 
Spe Co., New York Cit \ ( | 
«it The | man Co ( 1 © | | 
& 7 ( Rutherford J Clover M Co I 
Contr rm Clucker H mm Ney «tit ( 
Rubber Worl beri Ba Dafoe-KMustace Co | \l 
Durkee-Atwood Co., Minneapo Mins I \. Lal 
Ine Brooklyn, N.Y The Fulton Comprar M 
W It. Mdelman & Ce, Cl io. | Tl I iH ( 
Chicago, Il General Tire & Rubber ¢ \ ) ( 
Heath Co Chicago, Wl (ira Hlaw Mi Co Detroit 
Mict iH smith Metal Good Co ho ) M H 
Turner Gla Co., Philadelphia, Va Hudson Moto 
ties Co.. Philadelphia, Pa Jefferson Elects M ( ‘ 
cago, | Jenkin Vulean Spring Co Riehmond, Ind | 
BR. Mfe. Co., Vittsfleld, Ma Judd & Leland Mfg. Co, ¢ 
Springs, N. Y The K. D. Lamp Co. Cineinnat Oh \l 
Specialti« Mfg Co., Chicago, Ill Klaxon Compat J 
N. J The Mansfield Tire & Rubber Co Mansfield. © 
General Asbestos & Rubber Co., Charleston, a Milw 
Auto Engine & Supply Co., Milwaukee, Wi Milw kee I 
Worl Milwaukee, Wi Neville Steerir Whe ‘ \Nt 
Co., Detroit. Mich The Reflex Ignition Co., Cleve dao 
EF. G. Ruddiman Co Ionia, Mich The spencer Metal Pres 
uct Co, Spencer, Ohio; Splitdorf Kleetrien cs New 
. I Standard Woven Fabrice Co., Walpe \l 
Star Rubber Co Akron, Ohio: The Sterling Mf ( ( 
land, Ohio: Sunderland Mfe. Co., Chicago. Tl Tide W 


Oi Co New Yor! City Thermoid Rubber €« I 
N. J Van Cleef Bros., Chicago, Il Wiscor nm Ante 


Co., Racine, Wis W. CC. Wood Co., Minneapol Mir 
Mazura Mfg. Co.. St. Louls. Mo.: The Outlook Co.. ¢ - 
Ohio: Pvrene Mfg. Co... New York City Po n Rubbe ( 
Cleveland, Ohio Michigan Motor Specialtic ce Detr 
Mich Luthy Hydrometer Co Detroit Mich Rer Broth 
ers, Detroit Mich Buffalo Specialty Co Ruffale N y 
Clayton & Lamber Mfg. Co.. Detroit, Mich Curt Pneu 
matic Mehy. Co St. Louis, Mo Derf Mfe. Co, New Yort 


City Gemeo Mfg. Co., Milwaukee, Wis The Globe 
& Stamping Co., Cleveland, Ohio: TLoektite Patch Co., De 
troit. Mich Prescott Auto Parts Co., Webster Ma Tem 
pleton, Kenly & Co., Ltd., Chicago, Tl Walker Mfg. Co 
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Racine, Wis “X"'* Laboratories, Boston, Mass.; The Zinke 
“o, Chicago, Ill; Hugh Wallace Co., Detroit, Mich.; Wm 
Rn. Johnston Mtg. Co., Chicago, Ill; T. A. Willson & Co., 
[ric Reading, Penna.; Inland Pump Mfg. Co., Chicago, IIL. ; 


(, A. Shaler Co., Waupun, Wis.; The Sharp Spark Piug Co., 
Cleveland, Ohio; Greenfield Tap & Die Corp, Greenfield, 


Mass A. Nelson Mfg. Co., Chicago, Iil.: Tyler Mfg. Co., 
Boston, Mass Merchant & Evans Co Philadelphia, Pa 
American Electric Co., Chicago, Ill Challoner Companys 


Oshkosh, Wis The Moto Meter Co., New York City; Hd 
munds & Jones Corp., Detroit, Mich 


Asbury Off for Europe 


preg oe W. ASBURY sailed Saturday, March 1, 
on the White Star steamer Olympic, for a two 
months’ trip, or longer if necessary, in Great Britain 
and on the Continent, to study business economic ques- 
tions, chiefly pertaining to labor. He goes as chair- 
man of a committee of five, appointed by the National 
Industrial Conference Board. He is accompanied by 
qualified secretaries and interpreters, with a competent 
staff to enable the delegates to tabulate all obtainable 
facts and figures relating to the labor problem, as 
viewed by the several governments, the labor element 
and the producing manufacturers located in England, 
3elyium, France and Italy. 

The specific purpose is to be fortified against possible 
misinformation that may be circulated in the United 
States in the future shaping of legislation or the influ- 
encing of public opinion relative to coming labor prob- 
lems. 

The committee has the approval of the United States 
Government, through the Department of Commerce, and 
thereby acquires a degree of government sanction in this 
respect. The committee will have adequate funds to 
make a creditable investigation. 

Mr. Asbury is president of the Enterprise Mfg. Com- 
pany of Philadelphia; is president of the American 
Hardware Manufacturers’ Association, and, what is 
particularly important to industry generally, is chair- 
man of the 390 odd chairmen, who represent the 390 in- 
dustries, in connection with the Chamber of Commerce 
of the United States. In this capacity he is the official 
spokesman for industry before the Congressional Com- 
mission, appointed to undertake consideration of indus- 
trial problems. 


Cincinnati Meeting 


“T3HE Cincinnati Sheet Metal Contractors held _ its 
| annual banquet at the Cincinnati Business Men’s 
Club on the evening of Feb. 27. George Dietz, recently 
elected president, presided. W. E. Lamneck, president 
of the Lamneck Co., Columbus, and A. E. Munkel, a 
Columbus sheet metal contractor, were out-of-town 
guests. 3oth made a plea for closer co-operation 
among sheet metal contractors in solving after the 
war problems that now exist. Other speeches were 
made by John Weigel, Charles Kobmann, E. J. Becker 
and others, all of whom expressed the belief that the 
present time was a period when business men should 
keep their heads and not be stampeded. J. M. Manley, 
secretary Cincinnati Branch, National Metal Trades 
Association, made a stirring address, calling particular 
attention to the dangers of Bolshevism that now really 
exist, and declared thet if the business men in the 
country would get together this menace could be elimi- 
nated before it becomes dangerous. 


Hardware men at Cincinnati Sheet Metal Contractors’ annual banquet 
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Obituary 


OBERT RUSSELL, head of the firm of J. Russell & 

Company, Holyoke, Mass., widely known through 
out New England as a veteran leader in the hardware 
business, died February 
26, at the age of 86. Mr 
Russell was born in An 
dover, Nov. 26, 1833. He 
attended Phillips Exeter 
Academy at Exeter, N 
H., and later was trans 
ferred to Willison Semi 
nary at Easthampton, 
when his parents came to 
Holyoke to live, about 
1850. 

After graduating from 
Williston Mr. Russell 
started in the business of 
manufacturing loom har- 
nesses. The firm name 
was, Emmons & Russell. 
Several years later he 
went to Northampton, 
where he engaged in the ” 
making of cabinet locks 
and from there he went to 
Florence, entering the em- 











Robert Russell ploy of the Florence Sew- 
ing Machine Co., as a 
machinist. 


In the early ’70s Mr. Russell moved to Chicopee 
Falls, where he was employed as machinist by the Lamb 
Knitting Co., of which he was later destined to become 
president. Remaining with the Lamb Co. for about four 
years, he again came back to Holyoke and entered the 
hardware business with his father. 


Coming Conventions 


AMERICAN HARDWARE MANUFACTURERS’ ASSOCIATION 
CONVENTION, New Orleans, La., April 8, 9, 10, 11, 1919. 
Headquarters, St. Charles Hotel. F. D. Mitchell, secre- 
tary, Woolworth Building, New York City. 

SOUTHERN HARDWARE JOBBERS’ ASSOCIATION CONVEN- 
TION, New Orleans, La., April 8, 9, 10, 11, 1919. Head- 
quarters, St. Charles Hotel. John Donnan, secretary, 
Richmond, Va. 

AUTOMOBILE ACCESSORY BRANCH OF NATIONAL HARD- 
WARE ASSOCIATION CONVENTION AND EXHIBITION, De- 
troit, Mich., March 20, 21, 1919. Headquarters, Hotel 
Statler. T. James Ferniey, secretary, 505 Arch Street, 
Philadelphia, Pa. 

ARKANSAS RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Little Rock, May 6, 7, 8, 1919. 
Headquarters, Marion Hotel. J. B. Webster, secretary, y 
Southern Trust Building, Little Rock. 

SOUTHEASTERN RETAIL HARDWARE ASSOCIATION, com- 
posed of Alabama, Florida, Georgia and Tennessee 
Retail Hardware Associations. Joint convention, Jack- 
sonville Fla., May 20, 21, 22, 23, 1919. Walter Harlan, 
secretary, 1426 Candler Building, Atlanta, Ga. 
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NEW YORK 


HARDWARE AGE, 
March 10, 1919. 


Otlice of 
New York, 
ARCH usually is a heavy buying month for re- 
tailers, and wherever they have received their 
merchandise early have evidently planned well, owing 
to the relatively few declines. With the coming of 
milder weather, as is likely before long, there will 
doubtless develop a good demand for classes of early 
seasonal goods, such as garden tools and implements, 
poultry netting and fencing, pruners, seeds, to be fol- 
lowed a little later by rubber hose, unless the season is 
very wet; dahlia poles, watering pots, screen wire, hard- 
ware wire cloth for protecting cellar windows and kin 
dred articles. 

The “help” situation is improving somewhat, but 
there are curious experiences constantly occurring. <A 
New England manufacturer tells of a man who applied 
for a position, whose average earning capacity would 
be about $18 per week, but his proposal was that as he 
had been getting $50 weekly in a munition plant, he 
would be willing to start in again at the same rate. 
There are men returning from abroad and from training 
camps in the U. S. A. for whom places will be made. 
One house in this vicinity having eighteen in the service 
has six back now, with four or five so far unaccounted 
for, uncertain whether they are casualties or not. 

Collections show up well. Retailers will probably be 
able to make as much profit this year as they have been 
getting, because the relative small declines will not 
greatly affect consumers’ prices to much extent. Where 
prices for consumption are not materially reduced there 
may be even an increased total profit for a while. 

The income tax now due will serve to effect a reform 
in at least one respect, as there are some retailers not 
addicted to much bookkeeping, who do not really have 
any basis for computing dues to the Government. This 
condition may lead to insistence by Government offi- 
cials on compulsory keeping of books by all merchants, 
which has already been done in some lines having to 
do with internal revenue taxes. 

There are indications of a little more building going 
on in the suburbs and it is likely to increase. Apart- 
ments are constantly more difficult to obtain and fre- 
quently out of the question. This situation will prob- 
ably drive many tenants back to houses because of the 
scarcity of apartments, and also put more life into resi- 
dence building. Rental increases in cities will doubt- 
less lead to more people living in suburban territory, 
but landlords out of town may not be slow in taking 
advantage of a greater demand. In the long run relief 
will come from more habitations, which means a wider 
use of building materials. 

Copper.—Copper sheets are quoted at 25'4c. base per 
lb. out of stock and a little lower for mill shipments. 
Brazed copper tubing is 36%c. and seamless copper 


tubing 32c. base per Ib. from stock. Business has im- 
proved quite some over previous conditions for a long 
while and domestic demand is better than for a con- 


siderable period during the war. 


Linseed Oil.—There is some improvement in buying 
and selling, but not to be credited to much increase in 
current consumption. It is rather because of a more 
accurate understanding among merchants of controlling 
conditions. There is considerable firmness and stability 
to the situation, which had not previously been fully 
comprehended. Distributors are buying with more con- 
fidence, in the belief that price reductions are not likely 
to occur. The supply of flaxseed coming from Buenos 
Aires, Argentina, is still tied up by the long drawn out 
strike of harbor workers, although it is believed that 
some seed will start north soon regardless of labor con- 
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ditions. There is but little flaxseed coming from the 
northwestern states and Canada. 
Linseed oil is up 5c. per gal. to $1 in lots of or more 
bbl. and $1.55 per gal. for less than 5 bbl Carload lots are 
$1.50 per gal State ind western oil i quoted on the time 


general basi 


Wire Nails.—Distributors are beginning to want more 
nails than formerly in this locality. There are plans 
mentioned of approximately 200 moderately priced 
bungalows, for erection at Brighton-by-the-Sea, near 
Long Beach on the south side of Long Island, although 
all may not be put up this year. There were about 50 
of these habitations erected last season. There are also 
signs of activity in this line on both the north and south 
shores of Long Island in other directions. Likewise 
rather more activity in real estate along the upper west 
side of Manhattan, where a number of old houses are 


to be replaced by modern residential structures. 

Wire nail in store, are still $4.75 and carted by the jobber 
$4.85 per keg 

Cut Nails.—Cut nails are still scarce, the secant sup 


ply constantly shrinking because of the long drawn out 
strike at one of the two leading mills. There are more 
inquiries and quite a fair amount of nails specified, but 
in small lots. Larger orders could be taken if deliveries 
were possible, which cannot be accepted under existing 
circumstances. 

Cut tore or de 
livered 


nails are quoted at $6 per keg, either in 

Naval Stores.—There is a steadier foundation on tur 
pentine business owing to sales made recently in leading 
primary southern markets, especially Savannah and 
Jacksonville. There have been no developments, how 
ever, to excite particular interest in this locality, yet 
buyers have shown a greater disposition to consider 
new business. Trade for overseas is becoming more 
hopeful with the release of more deep water tonnage 
for transportation abroad. 


Turpentine, in yard, is fairly teady at 69¢. to 69'4c. per 


gal 

In rosin, conditions confine activity in this local mar- 
ket to moderate quantities, with figures nominally un- 
changed. 

Rosin 
280 Ib. per bbl 
per bbl. 

Malleable Ranges.—The Malleable Steel Range Mfg. 
Company, South Bend, Ind., quotes two leading ranges 
as follows: South Bend Malleable Range, Na. 818, 4 or 6 
hole, high closet, pouch feed, square range, polished 
top, cabinet or leg base style, each $72.50, and the same 
ranges with water front fitted, each $76.00. No. 818, 4 
or 6 hole, high closet, right flush reservoir, pouch feed, 
polished top, cabinet or leg base style, each $81.00. 
These ranges in leg base style are regularly fitted with 
a black finished base, but can be furnished with full 
nickel base at the same price. 2 


basi of 


common to good strained, in yard, on th 
7 7TO@SLZ.80 


is $12.65@$12.75 and ID grade, $12 


Terms are discount, 2 
per cent off in 30 days, with freight allowances. 

Rope.—A New York manager says that never were 
rope manufacturers quite “so much at sea” on what is 
going to happen to the price of raw Manila fibre as 
now. The uncertainties growing out of recent de 
velopments in the Philippines as to the new plan for 
marketing Manila hemp has caused considerable doubt. 
In the meantime the output of rope in this vicinity is 
not as good yet as expected. Rope business in other 
sections of the U. S. A., however, are referred to as 
rather good and quite fair in the West. Much better 
business is anticipated later and especially after peace 
terms are concluded. Rope prices are unchanged as 
follows: 
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diam. and larger, .~« grade, 
and hardware grade, 2&c. base per 


Manila hemp rope, % in 
is 3le.; second grade, 30c. 





Ib. Sisal rope, ™% in. diam. and larger, highest grade, is 25c., 
and second grade, 22c. base per lb. Sisal, hay, hide and bale 
rope, medium and coarse, first quality is 25%4c. and second 
uality, 22%4c. base per Ib. Sisal tarred, medium and lath 
yarn, first quality is 25c. and second quality 22c. per Ib 
Cotton rope, best, 5/16 in. and larger is 48c.; medium 6/16 
in. and larger 46c. and common 5/16 in. and larger is 46-4 2c. 
base per Ib. Jute rope No. 1, 4 in. and up is 21c.; No. 2, 19e. 


Window Glass.—Trade in this commodity drags, as 
it long has, and little short of a brisk building program 
will improve it materially. As there has been a pro- 
longed halt in the erection of residences the chances 
are growing better in that line, as the population does 


CHIC 


HARDWARE AGE, 
March 5, 1919. 


Otlice of 


Chicago, 


i ke RE is unquestionably a good retail outlet for 
goods and stocks are being turned over very rapidly, 
but buying is limited to a hand to mouth replacement, 
which is evidei.ce that the trade is waiting for a down- 
ward revision of prices. Prices, however, show very 
little change since last reported and manufacturers in 
general state that lower prices are not to be expected 
until the price of labor goes down. 

Jobbers are making a special drive on seasonable 
goods such as lawn rollers, lawn mowers, garden seed, 
hose, etc. The market for implement and agricultural 
supplies was never better. This is to be expected, how- 
ever, as the farmer is amply supplied with money from 
the big crops which he has been able to sell at high 
prices. , 

A boom in building activites in Chicago and the com- 
ing down of high prices of material, was predicted 
to-day by the building commissioners. For the first 
time since this country entered the war, the commis- 
sioners have taken an optimistic view of the building 
situation. It seems that the material men have agreed 
to an adjustment of price which will be low enough to 
permit millions of dollars in building to go ahead at 
an early date. An investigation of the situation finds 
that the number of building permits issued in the last 


two or three weeks has increased sixty per cent. It is 
imperative that a large amount of work goes ahead 


immediately in order to relieve the labor situation, as 
it is estimated that there are forty thousand men out 
of jobs at the present time. Collections continue very 
satisfactory. 

Alarm Clocks.—Stecks on alarm clocks are generally 
below normal. Skilled labor is still very hard to obtain 


and the cost of manufacturing remains high, which 
makes it impossible to hope for lower prices. Sales 
continue very heavy 

We quote from jobbers’ stocks, f.o.b. Chicago: The Amer- 
ican Alarm Clock, in less than dozen lots, $11.04 per doz. ; 
dozen lots, $10.64 per doz.; case lots of 4 doz., $10.37 er 
doz Lookout Alarm Clocks, less than dozen lots, $13.8 
doz.; dozen lots, $13.46 per doz.; case lots of 2 doz., $1 3.07 
per doz Tattoo Alarm Clocks, dozen lots, $25.50 per doz.; 
case lots of 50, $24.85 per doz Slumber Stopper, radium 
dial, dozen lots, $32 per doz. Big Ben and Baby Ben, $2 
each, 


Ash Sifters.—Very satisfactory sales on ash sifters 
were reported during the last week. Jobbers have fair 
stocks on hand and are filling all orders promptly, with 
no change in price. 


We quote from jobbers’ stocks, f.o.b. Chicago: Square wood 
frame ash sifters with wire screens, size 12 14, black 
japanned, $1.60 doz.; galvanized, $2.20 doz.; perfection wood 
frame, galvanized screen, size 14 x 16, $2.50 per doz.; barrel 
sifters, No. 06, $4.25 per loz 


Coal Hods.—There has been 
hods and stocks in general are reported low. 


a steady demand for coal 
Jobbers 


are taking orders subject to stock on hand. 

We quote from jobbers’ stocks, f.o.b. Chicago: Japanned 
open hod, 15-in., $4.65 per doz.; 16-in., $5 per doz.; 17-in., 
$5.55 per doz.; galvanized open hod, 16-in., $7.90 per doz. ; 
17-in., $8.55 per doz.; 18-in., $9.30 per doz. ; 20-in.. $12.65 per 
doz.; galvanized funnel hod, 17-in., $10.55 per doz.; 18-in., 
$11.40 per doz.; japanned funnel hod, 17-in., $7 per doz 


Babbitt Metal.—Sales on babbitt metal are reported 
about normal for this season of the year. Stocks in 
general are light, but are ample to meet all require- 


ments. Prices remain unchanged. 
We quote from jobbers’ stocks, f.o.b. Chicago: Standard 
babbitt metal, in full boxes, 9c. per lb.; Revenoc brand, in 


full boxes, 18c. 

Clipping Machines (Horse and Sheep).—The demand 
for horse-clipping and sheep-shearing machines con- 
tinues to be excellent. Jobbers’ stocks are in good con- 


per lb 


dition, but expect that there will be a shortage later in 

the season and are advising all dealers to place orders 

for their requirements now. 
We quote from jobbers’ stocks, 


f.o.b. Chicago: No. 1 ball- 
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not stand still. Salesmen canvass the trade regularly, 
but with meager results. Distributors say they do 
not hear of much in new production and Rh A Mo 
are slack on orders. There is a little for export, but 
less than a while ago. There were certain distributors 
of. glass who found themselves overstocked last fall 
and began to make concessions in price who recently 
have stiffened the rates to about what the remainder 


of the trade are quoting. Window glass prices are as 
follows: 

Single strength A and B, all sizes, 77 per cent; double 
strength A, all sizes, 79 per cent, and double strength B, all 


sizes, 81 per cent from jobbers’ lists 


AGO 


bearing 
$14 list 
No. 9, 
above 
dating. 
Eaves Trough and Conductor Pipe.—Local jobbers’ 
stocks were never in better condition and deliveries 
from the manufacturers are very satisfactory. There 
has been a fair demand throughout the season. 
stocks, f.o.b. Chicago: 29-gage, lap 
$5.75 per 100 ft., in crate lots; 29- 
gage conductor pipe, 38-in., $6 per 100 ft. in crate lots. 
Files.—Sales on files are about normal and stocks 
continue to be rather low. Prices remain the same as 
last reported. 


horse $9.75 list each; No. 2 horse 
each; No. 8 sheep-shearing machine, 
$14 list each, and New Model, $14 


prices carry a discount 5 per cent 


clipper, 
$12 list each 
list each. The 
with April 1st 


clipper, 


of 25 


\We quote from jobbers’ 
joint eaves trough, 5-in., 


We quote from jobbers’ stocks, f.o.b. Chicago, the following 
discounts from standard lists: Nicholson files, 40-10; New 
American, 50-10; Disston, 40-10; Black Diamond, 40-7. 


Glass, Putty and Glaziers’ Points.—There has been no 
change in price reported in this market and according 
to the jobbers there will be only about fifty per cent of 
the normal production of glass this year and with the 
renewing of building operations, there is sure to be a 





shortage. Stocks in general are very low. 

We quote from jobbers’ stocks, f.o.b. Chicago: Single 
strength A, all sizes, 77 per cent off; single strength B, first 
three brackets, 77 per cent off; all sizes of double-strength 


A, 79 per cent off 

We quote from jobbers’ stocks, f.o.b. Chicago: Putty, in 
100-lb. kits, $4.25; glaziers’ points, No. 1, No. 2 and No. 3, 
1 doz, to a package, 60c. per pkg. 


Cotton Gloves and Mittens.—The recent reduction in 
price of cotton gloves and mittens has served to increase 
the demand according to the jobbers. In a retail way, 


however, the market is not very active. 

We quote from jobbers’ stocks, f.ob. Chicago: Standard 
J7-oz. knit wrist cotton gloves, $1.65 per doz.; Standard s-oz. 
knit wrist cotton gloves, $1.80 per doz. 


Guns and Ammunition.—There has been pa change in 
the situation as to guns and ammunition. Local jobbers 
are instructing salesmen to mark all future delivery 
orders, where priced, “Subject to Government tax of 
10 per cent.” Reports indicate that both jobbers and 
retailers’ stocks on guns and ammunition are below 
normal. 

We quote 
rel shotguns, 


f.o.b. Chicago: Single bar- 
barrels with plain extrac- 
Ds 8h each; 12 gage 
each; hammerless, 


jobbers’ stocks, 
12-gage, 30 or 32 in 
tor, $7.50 each; with automatic ejector, 
double-barrel guns, with hammer, $14.5 
$17.50 each 

No. 22 short semi-smokeless 
No. 32 short semi-smokeless, 
No. 22 long semi-smokele 8, $6 per thousand: No. 32 long 
semi-smokeless, rim fire, $13.50 per thousand. Discounts 20-5 
per cent. Peters’ target shells, smokeless, 38 drams powder, 
11, oz. shot, 1 to 10, $40 per thousand; Peters’ Referee semi- 


smokeless, 3 drams powder, 1 0z. shot, 1 to 10, $37 per thou 
20-2% per cent 


sand. Discount 

Galvanized Ware.—Among the trade there still re- 
mains a feeling that prices on this line have not as yet 
reached their proper level. Galvanized pails are selling 
in good volume and the aggregate sales prove very 


satisfactory. Jobbers have good stocks on hand and 
all orders are being filled promptly. 


from 


per thousand; 
per thousand ; 


cartridges, $5 
rim fire, $11.75 








We quote from jobbers’ stocks, f.o.b. Chicago: Standard 
galvanized tubs, -_ 0, a): per doz.; No. 1, $10 per doz.; 
No. 2, $11 per doz.; No. 3, $13 per doz.; medium grade, heavy 
galvanized tubs, No. 100s, $15.75 per doz.; No. 200s, $17.75 
per doz.; No. 300s, $19.75 per doz. ; common galvanized pails, 
S-qt., $3.15 per doz.; 10-qt., $3.50 per doz.; 12-qt., $3.75 per 


doz. ; 14-qt., $4.50 per doz.; 16-qt., $5.50 per doz. 

Wood Handles.—The supply of wood handles con- 
tinues to be very limited and jobbers have very few in 
stock. Shipments from the manufacturers show only 
a slight improvement and it looks as if stocks will not 
get back to normal for sometime. 

We quote from jobbers’ stocks, f.o.b. Chicago: 
ory axe handles, $3.75 per doz.; No. 2 hickory, 
extra quality hickory, $4.50 per doz.; No. 1 railroad pick 
handles, $4.50 per doz.; second growth hickory hatchet and 
hammer handles, 14-in., $1.50 per doz.; medium quality, 14- 
in., 85e. per doz 


Lanterns.—Manufacturers are said to be in a better 


No. 1 hick- 
$3 per doz.; 
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position to fill orders than for sometime past and local 
jobbers’ stocks show a vast improvement. The demand 
for lanterns continues to be pretty heavy, especially 
from the farming sections. 


Chicago: Competition 
2 tubular cold blast, 


We quote from jobbers’ stocks, f.o.b 
lanterns, No. 0 tubular, $6 per doz. ; No. 
$8.65 per doz. 

Lace Leather.—The heaviest demand for lace leather 
is from manufacturing centers, there being few sales 
reported from the farming districts. Jobbers have fair 
stocks on hand and prices remain unchanged. 


We quote from jobbers’ stocks, f.o.b. Chicago: Rawhide lace 
leather, %-in., $1.65 per 100 ft.; %-in., 92 per 100 ft 
Chrome lace le: ather, %-in., $1.20 per 100 ft.; ‘s-im., $1.50 per 


100 ft. 


Nuts and Bolts.—The demand for nuts and bolts is 
not very heavy. Jobbers and consumers are buying 
only in such quantities as will meet their current needs 
and very few orders are being placed for future ship- 
ment. Manufacturers are holding firmly to their prices. 

We quote from warehouse stocks, f.0.b. Chicago: Machine 
bolts up to % x 4 in., 40 per cent off; larger sizes, 25-5 pet 
cent off; carriage bolts up to % x 6 in., 35 per cent off 
larger sizes, 20-5 per cent off; box pressed nuts, square 
tapped, 78c. off, and hexagon tapped, 57c. off per 100 Ib 
coach or lag screws, gimlet points, square heads, 40 per cent 
off. 

Nails.—The mills continue to hold prices very firmly 
and also the jobber. The demand from the retail stocks 
are very light and dealers continue to carry small stocks. 
There has been some improvement in the shipments 
from the mills and there appears to be ample nails to 
meet all requirements. 


Oil Heaters.—There has been an improvement in the 
sale of oil heaters during the last week. This is ac- 
counted for by the recent cold spell. Both manufactur- 
ers and jobbers have ample stocks on hand to meet all 
requirements and all orders are being filled promptly. 

We quote Chicago: No. T-24 
blue polished steel body oil heaters with heavy steel fount 
capacity 3 qt., $3.80 each; No. T-21 polished sheet steel 
body, black japanned finish, with safety fount, capacity 3 at 
$4 10 each; No. T-31, capacity, 1% gal., $7.15 each. 


from jobbers’ stocks, f.o0.b. 


Roofing and Building Paper.—Sales on roofing and 
building paper are mainly for repair work and dealers 
are not looking for a large amount of business until the 
building operation resumes activity. Jobbers have fair 
stocks on hand and prices remain firm. 

f.o.b. Chicago: Certain-teod 


We quote from jobbers’ stocks, 


roofing, one-ply, $1.53 per sq.; .Certain-teed roofing, two-pl) 
$2.04 per ‘sq.; Certain-teed roofing, three-ply, $2.55 per sq 

Major roofing, one-ply, $1.28 per sq.; Major roofing, two-ply, 
$1.69 per sq.: Major roofing, three-ply, $2.10 per sq.; Sentinel 


-ply, S3ec. per sq.; Sentinel roofing, two-ply, $1.04 
three-ply, $1.25 per sq.; tarred felt 
rosin paper, $47 per ton 


rooting, one 
per sq.: Sentinel roofing, 
$2.60 per 100 Ib.; red and gray 

Razors and Blades.—The situation as to razors and 
razor-strop blades is about the same as reported last 
week. There continues to be a shortage of Gillette 
blades. Shipments on Gillette razors area little bet 
ter. Auto-strop razors and blades are now arriving 
in good volume. Neither retailers nor jobbers, how- 
ever, have any surplus stocks. Prices are firm. 


We quote from jobbers’ stocks, f.o.b. Chieago: lull hollow 
ground, open blade razors, square point, flat rubber handles 
$17.25 per doz.; three-quarters hollow ground, square point, 
oval rubber handles, $14.75 per doz. 

SAFETY RAZORS We quote from jobbers’ stock f.o b. Chi 
cago, as follows: Gillette, $45 per doz Auto-Strop, $45 ype. 





doz.; Gem, in one doz. lots, $8.40 per doz 3 doz 
per doz.; Mver-Ready, in one doz. lots, $8.40 per doz , «do 
lots, $8 per doz. 

3LADES.—-We quote from jobbers’ stock f.o.b. Chicago 
Gem, in 1 doz. sets, 7 blades to a set, $4.20 per doz et 
Ever-Ready, 1 card containing 1 gross blades, 14 doz. to a 
package, 24 packages to the card, $6.72: Gillette, in 1 doz 


package, $4.50 Gillette, 1 doz 
Auto-Strop, No. 6101% 


packages, 6 blades to the 
packages, 12 blades to a package, $9 
in doz. packages, 6 blades to a package, $4.50 Auto-Strop 
No. 610, in doz. packages, 12 blades to a package, $9 
Rope.—There has been no change in the price of rope 
reported during the last week. Local jobbers state that 
a fair volume of sales have been made at the new prices. 
The recent advance in Manila and sisal rope is ac- 


counted for by the shortage of the hemp crop. Fiber 
also is hard to obtain. 

We quote from jobbers’ stocks, f 0.b. Chicago: No. 1 Manila 
rope, 31'4c. per Ib., base: No Manila, 30%c. per Ib., base 


No. 3 Manila, 28'%c. per lb., base; No. 1 sisal, 25%4c. per Ib 
No. 2 sisal, 22%c. per Ib. 

Skates (Ice).—Sales on Ice Skates during the past 
week have been very fair. However, jobbers’ stocks are 
badly broken and they are accepting orders only subject 
to stock on hand. 


We quote from jobbers’ 
ferry lever clamp No. 30, 


stocks, f.o.b. Chicago: Barney & 
bright finish, men’s skates, 66c 
per pair; nickel. 90c. per pair; key clamp, No. 112. niekel 
plate on cast steel, $1.10 per pair; No. 122, nickel plate on 
hardened steel, $1.50 per pair; key clamp hockey, No. 612-B, 
cast steel blade. $1.25 per pair: No. 662-B, special temnerod 
steel blade, $2 per pair; women’s clamp pattern, ‘ 
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nickel plated welded tool steel blade, $1.50 per pair; women’s 


hockey No. 772%C, $1.20 per pair women's half key clamp 
rocker, No. 310-B, cast steel blade, bright “ren $1.25 per 
pair; No. 3 Welded tool steel blade, $2.10 yp pair 





Spark Plugs.—Manufacturers of spark or than report 
that business was never better and that they are not 
only called upon to supply the demand for domestic use, 
but that they are doing a very large export business. 
Jobbers have fair stocks on hand and retailers are re- 
ordering very freely. 


We quote from jobbers’ 


tocks, fob. Chicago Hercule 
Giant, any quantity, 60c. each; Hercules Junior, lots of 1 to 
100, 40c¢. each; Hercule Junior, lot of 100 to 150, 37 toe 
each; Hercule Junior, lots of 150 upward, 35« enc) 


Sand Paper.—Retail sales on sand paper continue to 
be comparatively light, however, the demand from the 
manufacturing centers is improving. Stocks are nor- 
mal and prices remain unchanged. 


We quote from jobbers’ stocl] f.o.b. Chicago, a follow 
No. 1 ind paper, best grade, $5.40 per ream; cheaper grade, 
$4.85 per ream 

Solder.—The demand for solder continues to be fair. 
The present prices seem more firm than for sometime 


past and no immediate decline is looked for. Stocks 
are normal, 

We quote from jobbers’ stoc] f.o.b. Chicage Warranted 
50-50 solder, in box lot fle. per Ib matter lot bie per 
Ib No. 1 plumbers’, in box lot soe. per Ib t , ller lots 


38ec. per Ib 

Skates (Rolle urging the dealers to 
place their orders now for roller skates so as to insure 
having stocks on hand to meet all demands for spring 
which is expected to be unusually heavy. Jobbers have 
advanced their prices 5c. per pair. There is nothing as 


ybers are 





yet to indicate a shortage, but jobbers are advising 
dealers to be in readiness to take advantage of the 
demand. 

We quote from jobber stocks, f.o.b. Chicago either Con 
ron or Barney & Berry roller skates, ball bearing, boys’, $1.75 
per pair, girls’, $1.90 per pair 


Steel Sheets.—Price on steel sheets are quoted fairly 
steady, but there is still a feeling in the trade that a 
lower market on sheets may come before long.  Re- 
tail sales on sheets in general is very quiet, the demand 
coming largely from the automobile industry and agri- 
cultural districts. 

From warehouse stock fob. Chicago No. 10) blue in 
nealed sheets, $5.17 per 100 Ib.: No black, $6 per 100 
Ib No. 2S galv., $7.57 per 100 Ib 

Sash Weights.—There are very few sales being made 
on Sash Weights, as the bulk of the business in this line 
depends upon the building industry. Manufacturers of 
sash weights, however, are very optimistic and are 
anticipating large volumes of sales during the summer 
and fall. 


We quote from jobbers ock f.o.b Chicago Sush 
weight in ton lots, Sho per ton n less th t 17 
per ton 

Stove Pipe and Stove Board.—Sales on stove pipe 
and stove board continue very good, especially for fu 


ture delivery. While it is not thought that the manu- 
facturers will put back on their lists all of the sizes and 
patterns discontinued during the war, yet it is expected 


that the list will be enlarged te some extent. Prices are 
the same as last reported. 

We quote from jobbet tocl f.o b. Chiea Square ery 
tal stove board, wood lined, tx 24, $11.05 per doz 6h x 26 
$13 per doz.; 28 x 28, $15.25 per doz 10 ( $17.15 per 
doz 33 x 33, $20.65 per doz; 36 x ( $4.1 per doz Square 
erystal stove board paper lined, IS x 1] $ 1 per doz 
24 x 24, $7.15 per doz 16 xX 26, $7.85 per doz x S, $8.75 
per doz Oo x 30, $10.40 per doz , \ ;. $12.30 per doz 
I> x 35, $15.35 per doz b’rice ubject to 1 per cent di 
count in case lot 


Tacks.—Sales 


on tacks continue to be very slow but 


the demand is increasing as the season advances. There 
has been no change in price since last reported 

We quote from jobbers tocks, f.o.b. Chis oO I pholster 
ers’ tacl 6 oz., 25-Ib. boxe 0c. per Ibo; bill |] te trek 
6 oz., 25-lb. boxes, 19e. per Ib 

Wheelbarrows.—F rom all indications, wheelbarrow 
business in the spring will be very good, as there is 


road and construction work going ahead. Prices re 
main firm and are the same as last reported. 

From jobbers’ stocks, f.o.b. Chicago: No. 4 
rows, all steel, $7.25 each: common tray or 
row $2.25 each; angle lag, garden barrow $4 

Wire Products.—There has been no change in the 
price as to wire products since last reported. Ship 
ments from the mills on barb wire continue to be very 
slow and there is no surplus stocks in this territory. 


The makers are holding prices firmly and there is no 
indication of a decline. 

We quote from jobbers’ stocks, f.o.b. Chicago: l’oultry net- 
ting, galvanized before weaving, 50 per cent count gal- 
vanized after weaving, 45 per cent discount 

Wire CLOTH We quote from jobbers’ sto fio.b. Chi 
cago: 12-mesh black, from $2.15 to $2.25 per 100 sq. ft., base 
This price is for sizes from 24 in. to 48 in re8 below 24 in 
are 10c. per hundred higher, size ibove 48 in ire 40 per 


hundred higher 
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Hardware Age 


BOSTON 


Otlice of HARDWARE AGB, 
Boston, March 8, 1919. 


OSTON shelf hardware jobbers say March business 

has started well, and that if it continues at its 
present volume it will compare very favorably with 
that for the corresponding months in 1918 and 1917. 
They also report a number of price changes during the 
past week, all but a very few of which are unimportant. 
As a matter of fact, it appears that less and less atten- 
tion is being paid to downward value revisions, the 
general attitude of the jobber being that all dread of 
price cutting has passed. They talk and act as though 
the worst, for the time being at least, was discounted. 
More and more of them seem to feel that between now 
and spring price advances each week will offset any 
declines that may come. In other words, the feeling is 
growing that everybody is going to do a much larger 
spring business than anticipated some weeks ago, and 
that if everybody is busy prices will take care of them- 
selves. Collections are remarkably good for this time 
of the year, which would seem to indicate the average 
New England retail dealer is in a better financial posi- 
tion than he has been before in years. 

The better feeling noted among the jobbers is re- 
flected in retail circles. To be sure, there are times 
in each day when business is quiet, but these periods 
are growing shorter each week. We note that some 
of the retailers are taking advantage of quiet periods 
to clean up goods out of season. Stocks in show cases 
are being replaced with fresh goods and rearranged in 
such a manner to attract fresh attention and customers 
later in the season. Then, too, it appears as though 
some of the trade were giving more thought and at- 
tention to window dressing. There is less crowding of 
windows, and more playing up of certain lines of hard- 
ware. In some instances long-needed repairs are being 
made, and the trade as a whole is putting its house in 
order and making it more attractive to customers. An- 
other feature is that many retailers, whenever possible, 
are marking prices on goods, feeling that this policy 
helps to sell and calls for less handling of merchandise. 
More and more retail firms appear to be converted to 
this method of doing business. The average retailer 
is still buying cautiously, but often, and mostly of 
popular goods. In some instances orders for fall deliv- 
ery goods are being placed, but generally only in cases 
where the retailer is protected against a falling price. 

There is no discounting the fact that building 
throughout New England is on the increase, a fact 
that unquestionably has had much to do with creating 
more confidence among those concerns handling shelf 
hardware. At Springfield February building figures 
totaled $107,050, as compared with $12.775 for the 
corresponding month last year. In other New England 
cities the showing last month was eaually as good. So 
far this month the volume of building has increased 
much more rapidly. There is a crying need for single 
houses, apartment houses, office buildings and, in fact, 
everything in this line. People contemplating building 
evidently have made up their minds that labor and 
building material will not be materially lower for a 
long time. at least. The recent statement of Horace F. 
Taylor, president of the National Wholesale Lumber 
Dealers’ Association, that material reductions in lumber 
prices will develop very slowly, if at all, appears to 
have stimulated construction work. 

The heavy hardware jobbers are doing fairly well, 
everything considered, and most of them anticipate a 
gradual increase in sales from now on. They have some 
tanrible ground for this belief, inasmuch as New Eng- 
land industries in general are doing more and more 
business each day. Then, too, one hears frequent 
rumors of impending structural work, which should, 
if thev materialize. involve manv hundreds of thousands 
of dollars. Although the local trade kent a close watch 
on the steel conference this week it displayed remark- 
ably little anxiety concerning the outcome. 

Air Rifles.—Local jobbers are far behind in deliveries 
of air rifles because the manufacturers are doing poorly 
in the matter of shipments. 

Ammunition. —There has been a general marking up 
in jobbing prices on ammunition of all kinds, the demand 
for which is not especially good. Metallic ammunition 
is now quoted 15 and 1% per cent discount, f.o.b. 
Boston, and loaded shells the same. Factory shipments 


are quoted at 18 per cent, f.o.b., when ordered in full 
cases. 
Barbed Wire.—The demand for barbed wire is better, 


but by no means brisk. Stocks throughout New Eng- 
land are unusually small, most people being caught 
short when purchases by our own foreign governments 
made it necessary for the mills to devote their entire 
attention to overseas business. For that reason the 
boston jobbing trade expect a good, broad buying move 
ment a little later in the season. 

We quote from jobbers’ stocks: Catch weight reels, $5.80 
per 100 lb. ; 80-rod reels, four point barbed, $5 per reel; plain 
two-ply twisted, 80-rod reels, $4.80 per reel; staples, $5.80 
per 100 Ib. 

We quote, f.o.b. factory: 80-rod reels galvanized barbed 
wire, in less than carload lots, $4.06 per 100 lb.; in carloads, 
$4.01. Two-ply twisted in less than carload lots, $3.76 per 
reel; in carloads, $3.71 


Bolts and Nuts.—Bolts and nuts are moving out of 

stock in larger volume, most of the jobbers claiming 
that business is practically normal, There has been a 
disposition among some of the jobbers to refrain from 
reordering because of the possibility of lower mill prices. 
Local stocks, therefore, are not in quite as good shape 
as they were a month ago. They are, however, ample 
for all immediate requirements. 
_ Machine bolts, C. T. & D. nuts, 4 x % and smaller, 25 and 
» per cent discount; 44 x % and larger, 20 and 2% per 
cent discount; with H. P. nuts, 4 x % and smaller, 40 per 
cent discount; 44% x % and larger, 25 and 5 per cent dis- 
count; common carriage bolts, 6 x 8% and smaller, 35 per cent 
discount; 64% x % and larger, 20 and 5 per cent discount ; 
tap bolts, list plus 25 per cent; Magle carriage bolts, 60 per 
cent discount; stove bolts, large quantities, 60 and 10 per 
cent discount; small quantities, 50 and 10 per cent discount: 
bolt ends, 20 per cent discount; tire bolts, 40 and 5 per cent 
discount; semi-finished nuts, 9/16 and smaller, 60 per cent 
discount; % and larger, 50 and 10 per cent discount; fin 
ished case hardened nuts, 50 per cent discount; H. P. square 
blank in full keg, list plus Ic. per 100 + : tapped, plus le. ; 
hexagon blank, plus le. ; tapped, plus le.; C. P. C. & T. square 
blank, plus le.; tapped, plus le.; Laman aA, plus le.; 
tapped, plus Le 

Chain.—The local chain market during the past week 
has shown more life than it has before in the past six 
months or longer. Jobbers have been getting some 
fairly large shipments from the mills and these have 
been cleaning up in fairly good shape. The jobbers 
still maintain that there is little or no money in handling 
this product, but the volume of business they are doing 
to-day should net some profit, surely. 

We quote proof coil, self-colored chain, in cask lots from 
jobbers’ stocks: 3, 16 in., $17.10; % in.. 55; 6/16 in., 
$13.55; % in., $13; 7/16 in., $13; 1% in, $13; % in.. $13 per 
100 Ib. Quot: itions on B B., twist link and long link chains 
furnished on application 





Clocks.—The local jobbers are not getting enough 
of the leading makes of clocks to fill their orders, and 
according to their statements it might be well for the 
retail dealer who wants a good supply of clocks for 
next fall to place his order now. During the war for- 
eign makes of clocks, especially the cheaper ones, 
stopped coming into this country. The jobbing trade, 
therefore, had to depend entirely on domestic manufac- 
turers. These manufacturers since the signing of the 


‘armistice have, in several instances, booked a consid- 


erable tonnage of export business. and it is because of 
this fact that the jobber is not getting or will not get 
all the clocks he ordered or wishes to order. 


Cutlery.—One hears very little talk in hardware 
circles about lower cutlery prices these days. Experi- 
ence during the past month or so has indicated that 
some lines of cutlery will be hard to obtain in desired 
quantities. All makes of scissors, low-priced, medium 
priced and high-priced, are scarce, and pocket-knife 
manufacturers are still far behind on deliveries. Old- 
fashioned, high-grade razors are coming into the market 
much slower than the jobber would like to see, and the 
manufacturers hold out little or no encouragement. 

Safety razors and blades appear in fairly liberal 
supply. Nobody is overstocked, but there are plenty 
on hand to supply all needs. But the manufacturers 
of practically all other kinds of cutlery are backward in 
deliveries and for that reason the belief is becoming 
more general that prices are much more likely to ad- 
vance than decline. Retail cutlery stocks are still low 
and for that reason the demand is steadily increasing 
each day. Many of the cutlery salesmen we have talked 
to recently appear to have been operating in Connecti- 
cut, and they all have booked some excellent orders. 

SNIPS Trimmer, No. 12, 97c. each: No. 10, $1.58; No. 9 
$1.72; No. . $1.9 5 No. 7, $2.45 Dental snips, No. 0, $9.80 
dozen; No. 310.7 

Scissors Heiniec h and Wiss goods, standard embrodiery 
(two sharp points), 3-in., $8.85 list per dozen; 3%-in., $9 20 
{ in., $9.50. Standard ladies’ (one round and one sharp 
point), 4-in., $9.50 list per dozen: 5-in., $10.10; 6-in., $11.40 
Vocket (two round points), 4-in., $8.85 list per dozen; 41%,-in 


$9.20; 5-in, $9.50. Buttonhole, 4%-in., $11.40 list per dozen 
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Manicure, 3%-in., $12.65 list per dozen. $12.65 
list per dozen. 

SHEARS. — High-grade japanned, 6-in., $8.60 per dozen; 
64%4-in., $9.20; 7-in., $9.70; 744-in., $10.25; S-in., $10.80; Sty- 
in., $11.35; 9-in., $13.45; 10-in., $16.70; ll-in., $18.85; 1L2-in., 
$20.45; 13-in., $22.60. Popular-priced goods (warranted), all 
sizes, $4 per dozen. Low-priced goods, all sizes, $2 per dozen 

KNIvEs. — Butcher knives, standard 6-in.,, $4 per 
dozen; 7-in., $4.80; 8-in., $6; 9-in., $7; $8.50; 12-in., 
$11; 14-in., $14 

POCKET KNIVEs. 

Hain CuTtTers.—Popular kinds, plain cases, 75« 
each. Fancy cases cost more. 

SAFETY Razors.—Gillette regular sets, $5; traveling 
$16 to $27, less 25 per cent discount. Auto-Strop regular sets, 
$5, less 25 per cent discount Gem, $1 $8.40 in dozen 
and $9 in less than dozen lots liver sets, $8.40 in 
dozen and $9 in less than dozen lots 


Nail, 34, -in., 


make, 
10-in., 


Standard make, $7.50 to $9 per dozen 


and $1.50 
sets, 


Sets, 


Ready 


Coal Hods.—Coal hods continue to sell fairly well, 
and the market for them appears on a very firm basis. 
It is understood that the retail and jobbing carry-over 
of this class of merchandise this season will be excep- 
tionally small. 

We quote from jobbers’ 
handle), japanned, No. 15, $5 
17, $6.23. Galvanized, No, 15, 
No. 17, $10.13; No. 18, $11.05. 

Cooking Ware (Glass).—The glass cooking ware sup- 
ply situation has not improved since last reports. The 
manufacturers of this line of goods unquestionably 
will do a larger business this year than ever before in 
the history of the industry. Local jobbers are well 
supplied with orders, but almost no goods. Repeated 
inquiries from them to the manufacturer as to when 
fresh goods may be expected in Boston bring little or no 
encouragement. 

We quote from jobbers’ 


stocks Medium grade (wood 
.o8 per doz.; No. 16, $5.95; No 
$8.48 per doz.; No. 16, $9.38; 





stocks: Casseroles, round, 1-qt., 
$18 per dozen; 1%-qt., $21 per dozen; 2-qt., $24 per dozen 
Baking dishes, uncovered, 1-qt., $10.20 per dozen; 1'4-qt., $12 
per dozen; 2-qt., $14.40 per dozen. Pieplates, $9 to $12 per 
dozen. Cake dishes, $9 per dozen Bread pans, $10.80 to $21 
per dozen, Small baking dishes, $1.80 to $3.60 per dozen. 
Jobbers’ terms are 30 per cent off list 

Drills.—The recent readjustment in prices on drills 
has brought about a noticeable increase in orders. The 
buying trade evidently had been holding off in antici- 
pation of a price reduction, and being surprised at the 
smallness of the decline, have not hesitated to come 
into the market. 

We quote from jobbers’ stocks: Carbon drills, sizes up to 
1% in. straight shank, 45 per cent discount Bit stock drills, 


50 per cent discount; blacksmiths’ drills, 45 per cent discount ; 
ratchet, 15 per cent discount; wood-boring brace drills, 50 
per cent discount; drills and countersinks combined, list 
High speed drills, prices on application 

Freezers.—More interest in ice cream freezers has 
been shown by retail houses of late. As a matter of 
fact, business is developing remarkably well, according 
to the jobbers. It is very evident that the consumption 
of ice cream is growing by leaps and bounds every year, 
and prohibition unquestionably will help to increase the 
popularity of ices of all kinds. But the cost of manu- 
facturing ice cream has increased steadily, and more 
and more people are finding it a great deal cheaper to 
make their own creams. It would seem, therefore, that 
freezers as a retail business proposition, are a fairly 
safe gamble. 

We quote from jobbers’ White 


stock Mountain freezer 
t cc On 


l-qt., $2.43; 2-qt., $3.03: 3-qt., $3.60; 4-qt., $4.23: 6-qt.. $5.37 
8-qt., $6.93; 10-qt.. $8.85; 12-qt., $11.25; 15-qt., $13 20-qt., 
$17.3 25-qt., $22.20 each 


Iron.—The local jron market appears to be on a much 
steadier basis than those in many other sections of the 
country. Local stocks are not burdensome, and the 
consumptive demand seems to be gradually increasing. 
Jobbers are not reordering from the mills unless ac 
tually obliged to, and when they do they get normal 
deliveries. Under these working conditions trade is 
running along very nicely, and prices, with the excep 
tion of best iron half rounds, are as previously quoted. 
The half rounds are $1 cheaper. 


Hoop iron, $6 per 100 Ib. bas band iron, $5.55 base hest 
iron flats. rounds and squares, $650; H. & VT oval half 
oval ind bevels, best jron, $7 H. & FP. half round best iron 
$6 refined iron $4.95 common iron, 9/16 to 1% it round 
and square, $4 20 %x4tolx 4 in $4.20 Norway iron, 
$20: with National bar iron extras; broken bundle vd We 
per Ib Quantity differentials charged on all iron under 2000 
to 1000 Ib 20e, per 100 Tb under 1000 Th 7 re 190 Ib 


Nails.—Cut nails are selling a little better and the 
market appears to have fully recovered from the un 
certainty caused by the revision in prices. There are 


still rumors that wire nails in outside markets are 
inclined toward weakness, but there is nothing that 
would indicate lower prices in Boston. 

We quote from jobbers’ stoel Wire nails, $4.50 to $4.75 
base from the factors in enrload lots $3.55 base f.o.b 
Pittsburgh in less than earload lots, $3.75 bas Cut nail 
from fobbers' stocks. Tremont, $5.80 hase in earload lot 
$5.35 base, f.o.b warehouse: in less than carload lot $5.45 
Horseshoe nails No. 5 $5.75 to $6.75 No. 6 J mm” ¢ te 


No. 7, $5 to $5.75: No. 8 $4.75 to $5.50; Nos. 9 10 and 11 
$4.65 to $5.35. For les sthan 25 Ib. of a size add le. per Ib 
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Rivets.—A reduction of 5 per cent in prices on Nor 


Way Iron rivets is noted in local jobbing price lists 
dated March 1, and just issued. Quotations on other 
kinds of rivets are as previously reported. 

We quote from jobber stock Braided cotton ish cord 
cent discount tructural rivet full kegs, $6 10 bDiase pret 
100 Ib 

Rope.—The rope market continues active and very 
firm. The buying in large individual amounts, which 
was noticeable during the price-cutt.ng period, seems 


to have disappeared. The demand now is confined 
mostly to comparatively small lots, but there are so 
many such orders that there is a very heavy weekly 
turnover. ; : ; 

W 


é 
sisal, 27 


quote from jobbers’ stock Manila, 33e. per pound ba 


tarred lath arn 4K 

Rules.—The popular numbers of Lufkin and Stanley 
rules are scarce, and the manufacturers are understood 
to have so many orders on their books that the supply 
situation is not likely to improve noticeably for many 
weeks. The retail trade is reported as taking hold of 
rules much more freely now that they realize their 
chances of getting all the stock they want are rather 
slim. So far as is known both the Lufkin and Stanley 
firms have not changed their price lists. 

Sash Cord.—Indications are that there will be a freer 
movement of sash cord within the near future. Jobbers 
report numerous inquiries for stock and soundings of 
the market since the recent readjustment of manufac 
turers’ and jobbers’ lists. Some doubt is expressed as 
to the future course of cotton prices as a result of the 
new cotton futures law, which as a rider to the wheat 
guarantee bill, was signed by President Wilson this 
week, and which was the means of closing the cotton 
exchanges of this country last Wednesday. In some 
quarters it is believed that cheap cotton is a thing of 
the past. Granting this belief true, it would appear 
that the sash cord market is as low as it will be this 
year, at least. 

We quote from 
Samson, 90c, per 


jobbers’ stocks Braided cotton ish cord, 
pound base; Silver Lake, SS« Phoenix, 64 

Screws.—The long-expected further reduction in 
prices on screws has come. The reduction amounts to 
about 5 per cent. While it is not safe to make predic- 
tions, and they are not in the habit of doing so, the 
manufacturers are inclined to look for no further read- 
justment in values for some time. They feel that the 
present reduction, which is the second to have been 
made within a comparatively short time, brings the 
market down to a level where they can not afford to 
make further concessions and to a level where the 
consumptive demand should increase. At the moment 
the retail trade is not buying screws in large quan 
tities, but in this respect they are doing better than they 
were a month ago. 

We quote toc} Wood crew flat head 


from jobber 


bright, 75 and 20 per cent discount; flat head blued, 75 and 
0 per cent discount plu > per cent round head blued, 72? 
and 20 per cent discount flat head bra ind bronzed. 47! 
ind 0) per cent discount round head bra ind bronzed 
1 and 20 per cent discount {lat nd round head niekel, ¢ 
ind 20 per cent discount galvanized, 624, and 0 per cent 
discount 

Cap and set ar V Tre full pose v4) et crew t udine 
headle 65 per cent a ount quare ind hexagon head 
ip screw per cent discount fillister head cap serew 
> per cent discount flat head eap per cent discount 
round and button head cap ‘) per cent discount In broker 
package et, including hendle , 40 per cent discount quar 
ind hexagon head cap, 35 per cent diseount fillister henad 
cap, 20 per cent discount flat head cap, 10 per cent discount 
round and button head enp, 10 per cent discount 

Shoe Findings.—The shoe findings situation has not 


changed noticeably since last report The demand for 





cut leather and strips is very good, and prices appear 
just as firm as ever In fact, there is some talk of 
hirher leather prices before the spring buy Ing move 
ment has spent itself, but most of it seems to be 
founded on rumor. There is no discounting the faet, 
however that fundamental leather conditions are ey 
ceptionally strong. 
W aust fron - } 
rroediun lieht £1.65 } 
Women light. 7 ner med } 
ir for { r ' t} 
Homlock (Celenan) WH and 6he. 7 ! 
k heavy. medium d light. Ghe. per pouns 
Steel—In view of the many discouraging port 


finding their way into Boston from producine cent: 


the local steel market appears to be remarkably steady 

‘re has been a slight readjustment recently in cold 
steel rounds up to 1 15/16 in. and squares and 
hexagons, but otherwise values, as based on the law 
of supply and demand, avpear to warrant no change 
at some future date there is a general revision in 
local steel quotations it will be, according to the jobbers, 
on account of similar action being taken at other large 


rolled 
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distributing centers, and not because of local jobbing 
trade conditions. 

We quote soft steel bars from jobbers’ stocks: Flat bars, 
stock lengths, not wider than 6 in. or thicker than 1 in., per 
100 Ib., $4 base; rounds and squares, 1% in. and under, $4 
base per 100 Ib 

Angies and channels, tees, under 3 in., stock lengths, $4 
base per 100 Ib 

Cold-rolled steel, rounds up to 1 15/16 in. and squares and 
hexagons, list plus 9 per cent; flats, list plus 15 per cent 
Tire steel, 14% x % in. and larger, $4.50; thinner and nas 
rower, $5 

American calking steel, full bundles, $4.50 per 100 Ib. Toe 
calk steel, 6c. per Ib. base; broken bundles, 64%c. base, 

Hoop steel, $6 per 100 Ib. base; band steel, $4.60. 

Spring steel, open hearth, 9c. per Ib. base; better grades, 
13c 

Tacks.—A slightly better movement in tacks is noted 
by most jobbers. Some of them feel that business is 
nearer normal than it has been before in many months, 
but others do not talk quite as encouragingly. There is 
no doubt, however, but that the market is on the mend. 

We quote from jobbers’ stocks: Tacks, $11.12 base per 100 
Ib Add to base extras as per differentials list reported 

Copper tacks, sixes ™% to 1% in. base, 55c. extra charge is 
made for small sizes 

Tools.—There is a good demand for tools of all kinds, 
and some of the manufacturers are a little backward 
on deliveries. Their action, in some jobbing circles, is 
taken as an indication of higher prices. As a matter 
of fact, there is considerable talk in local circles that 
prices will advance next month, possibly on the first. 
So far as can be learned, however, the manufacturers 
have not intimated any such movement, but all of them 
admit that their overhead costs are high enough to war 
rant very firm prices. One jobber says that rumors 
of higher prices may have originated from salesmen 
on the road. 

Washers.—One hears less talk these days regarding 
a possible reduction in prices on washers. The general 
reason assigned for this fact is that business is moving 
along in a very satisfactory manner and naturally the 
jobber trade is highly pleased. 






TWIN 
Minneapolis and St. aul, March 6, 1919 


“THE quiet period that usually comes to us here in 
| January or February has moved forward with the 
weather, evidently, for with the snowy, colder days 
we are having trade has shown a tendency to grow 
lighter. There may be a tendency also to buy less 
under the first sting of the new war revenue tax 
application. Many people are unpleasantly surprised 
when they go to buy sporting goods, auto accessories, 
or even the humble alarm clock or inexpensive watch, 
to find the “kaiser’s hand” still on us. There has been 
no uniform way to apply the tax on many items adopted 
among the stores here. Some of them add the tax 
before marking the goods, others show the price of the 
article and add the tax as a separate item at the foot 
of the bill. 

Jobbers are finding the month a comparatively slow 
one, at least so far as it has progressed. Dealers are 
buying sparingly, with the thought ever before them 
evidently, of losing as little as possible if the market 
declines. There is indication that present prices on the 
articles taking the most labor to produce will not show 
a decline for a long time, but the more basic products 
will, it is believed, show a weakening in the price at 
the end of the first quarter. It is indeed unfortunate 
that we have to pass through a period of desultory busi- 
ness before we all wake up to the fact that if everyone 
would only buckle down to the work of the immediate 
present dull times would be eliminated. Good business 
is created through trust in your business associates, or 
poor business through suspicion and fear of them. 
Just now the whole country needs a heroic course of 
treatment to get away from the triple deadlock of 
capital, labor and the inflated price situation. 

Trade is holding up fairly well. It has been said this 
section of, the country is in the best condition generally 
speaking to withstand the stress of the reconstruction 
period. Our factories are nearly all busy and many 
of them are woking full or overtime. There is very 
little uncompleted war work to be done, the bulk of 
their work being on absolutely new goods. Tractor 
work is one of the heavy lines, and this is rapidlv 
assuming proportions gratifying to all interested. It 
is very possible this year will develop a large amount 
of home building also, as there are plans already in- 
augurated for a campaign to induce people to own their 
homes. 


Hardware Age 


We quote from jobbers’ stocks: Cut washers, in 200-Ib 
kegs, list plus 2c. per Ib. Smaller lots as follows: 100 to 199 
Ib., 3c. per Ib.; 50 to 99 Ib., 4c.; 
6e.; 1 to 9 Ib., Te. per Ib.; malleable washers, 12c. per Ib 
cast washers, 5% in. and smaller, 6c. per Ib., and larger, 5c 


Wire Cloth.—The manufacturers of bronze wire cloth 
have issued new price lists and naturally Boston job 
bers have revised their quotations. The demand for 
black wire cloth is steadily improving and the market 
has every indication of being in full swing before long. 
Both the jobber and manufacturer are in a position to 
make prompt deliveries, but any sudden spurt in buying 
unquestionably would soon change the complexion of 
things. 


We quote from jobbers’ stocks: Black wire cloth, 12 mesh 
$2.40 per sq. ft., fob. Boston. Black wire cloth, 12> mesh 
$2.30 per sq. ft f.o.b. factory Silver wire cloth, 12> mesh 


$3.10, f.o.b foston and $3.05 per sq. ft, f.o.b. Pittsburgh 
sgronze wire cloth, 9c per sq. ft., f.o.b. Boston store, and Stoc 
per sq. ft., f.o.b. factory 


Wire Screening.—Sales of wire screening are larger 
in volume than they have been before in some time. 
There is no buying in large quantities, to be sure, but 
the aggregate of small orders foots up well each day 
now. Prices here are reported as very steady. 

We quote from jobbers’ stocks: 12 to 18 in. screening, $§ 
per 100 sq. ft.; 18 to 24 In., $5.25; 24 to 48 in., $5.50. 


Wrenches.—The market for wrenches continues quiet. 
Many retail firms say they do not intend to buy fresh 
goods until they have disposed of their war-finished 
stock. Others say they will place reorders as soon as 
conditions warrant. But the average New England 
retailer has not taken to war-finish goods as kindly 
as the manufacturer would wish and for that reason 
the manufacturer, if he has a large stock of such goods, 
possibly may have some difficulty in disposing of same. 

We quote from jobbers’ stocks: Pipe wrenches, Stillson and 
Trimo, 50 and 10 and 5 per cent discount; parts, 50 and 10 
and 5 per cent discount; Coes and parts plus 5 per cent dis 
count: drop forged, 25 per cent discount; Westcott’s, 10 per 
cent discount 
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CITIES 


Prices show very little change. On many items the 
same price has prevailed for many months, while a few 
show a slight decrease. The general attitude toward 
prices is that there will be some readjustment, although 
it is believed there will be very little change until the 
middle of the year. There is far too much of the atti 
tude of waiting—waiting to see what Congress will do, 
what the President will do, what the Peace Congress 
in Europe will do, what will be the outcome of prohibi 
tion, what the I. W. W. and the Bolshevik element 
will do. 

Axes.—While the: sale of axes has decreased some- 
what on account of the near approach of the end of 
winter and the cessation of labor operations there is 
still a good volume of business. Prices show no change. 

We quote from local jobbing stocks: Sager single bit, base 
weights, at $14.50 per dozen, double bit at $19 per dozen ; 
Vlumb single bit, base weights, at $12.50 per dozen; double 
bit at $16.50 per dozen; Sager handled single bit at $18.50 
per dozen; double bit at $23 per dozen; Quaker City Boys at 
$12 per dozen 

Ash Sifters.—Sales show a slowness here which indi 
cates the attitude of the buying public to go without 
what is not absolutely necessary. Stocks, while low, 
are sufficient to meet any present demand. 

We quote from local jobbers’ stocks: Wood barrel ash 
sifters, $5.75 per dozen: round metallic ash sifters, $3.75 per 
dozen; square wood ash sifters, $1.75 per dozen; Triumph 
rotary ash sifters, $3.90 each 

Brads.—While mills are slowly gaining on their ac 
cumulation of orders taken during war work times, 
they on the average are still far behind, some of them 
as much as six months, on brad orders. Others are 
in better condition, allowing them to accept orders on 
a different basis. Some jobbers are quoting a lower 
price than others, which makes a slightly uneven mar 
ket. The former quotation, however, represents the 
market fairly well. 

We quote from local Jobbing stock: Brads in 25-Ib. boxes 
at 70 per cent from standard list 

Bolts.—Prices seem to hold firm on bolts, while the 
demand is lighter than in the fall. Mills are cleaning 
up on orders and both jobber and dealer are reluctant 
to order heavily at present: A smaller stock and 
quicker turnover seems the rule. 

We quote from local jobbers’ stocks: Small carriage bolts 
at 30 per cent; large carriage at 20 per cent; small machine 
at 30-10 per cent; large machine at 25 per cent; lag or coach 
screws at 30-10 per cent; stove bolts at 60 per cent, and tire 
bolts at 40-10 per cent 


Ww 


25 to 49 Ilb., 5c.; 10 to 24 Ib., 
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Building Paper.—Retail sales are naturally light. 
Due to the lack of any building operations prices seem 
to be holding very steady with no signs of any decline. 

We quote from local jobbing stocks: Barretts No. 2 tarred 
felt at $3 per cwt.; Barretts stringed felt, 500-ft. roll, 36 in, 
at $2.54 per roll; 25 lb. red rosin paper, 55c. per rol.; 30 Ib 
red rosin paper, $1.02 per roll; 25 ib. red rosin paper, $1.19 
per roll; 40 Ib. red rosin paper, $1.36 per roll 


Coal Hods.—The demand for coal hods is decreasing, 
with plenty of stock both in jobbers’ and dealers’ hands 
to complete the season. Those who can manage to get 
through the season without buying are naturally at 
tempting to do so. 

We quote from local jobbing stocks: Japanned open 17 in 
coal hods, $6.50 per doz.; japanned open 18 in, coal hod 
$7.25 per doz.; japanned funnel 17 in. coal hods, $8.20 per 
doz.; japanned funnel, 18 in. coal hods, $9 per doz; gal 
vanized open, 17 in. coal hods, $10 per doz.; galvanized open 
18 in. coal hods, $10.90 per doz.; galvanized funnel, 17 in 
coal hods, $11.45 per doz.; galvanized funnel, LS in 
hods, $12.35 per doz. 


coal 


Door Mats.—The sale of door mats is perhaps a little 
lighter at the present time, due to the cold weather and 
lack of slush and sloppy condition of sidewalks. Prices 
are still holding steady at old quotations. 

We quote from local jobbing stock: No. 1 cocoa door mats 
$10.25 per doz.; No. 2 cocoa door mats, $14.25 per doz No. 3 
cocoa door mats, $18 per doz.; No. 4 cocoa door mats, $22.50 
per doz.; Keystone flexible mats, 40 per cent discount; Ideal 
mats, 35 per cent discount 

Eaves Trough Conductor Pipe and Elbows.—Call is 
still very light on this line of goods, as there is scarcely 
any building or repair work being done while the 
weather is so cold. Prices show no change, although 
later when the season really opens there is a possibility 
of some decline. 

We quote from local jobbing stock Conductor pipes, crate 
lots, not nested, at 55 per cent discount; single head eave 
trough, 65 and 5 per cent in crate lots ;-elbows at 65 per cent 
discount 

Files.—Mills are continuing to clean up old back 
orders, and dealers are ordering as sparingly as possible 
until the season really opens up. Prices are holding 
steady at last quotations. 


We quote from local jobbers’ stocks 
per cent, Riverside at 50-5 per cent 
and Arcade at 50-5 per cent 


Nicholson file at 45 
Royal at 60 per cent, 


Galvanized Ware.—There is little change in the gal 
vanized ware market, either in the amount of demand 
at the present time or the prices. Net prices quoted 
below are perhaps a shade better than previous quota 
tions. 

We quote from local jobbing stocks: No 0 galvanized tubs 
$8.20 per doz.; No $10.10 per doz; No. 2, $11.35 per doz. ; 
No. 3, $13.25 per doz. Extra heavy, $16.25 per doz; No. 2 
extra heavy, $17.15 per doz.; No. 3, extra heavy, $19.30 per 
doz.; common &-qt. galvanized pails, $3.15 per doz 10-qt 
$3.55 per doz.; 12-qt., $3.90 per doz 14-qt., $4.40 per doz 
16-qt., $5.30 per doz. ; 16-qt. stock pails, $9.50 per doz IN-qt, 
$11.10 per doz.; 20-qt., $13.50 per doz 

Handles.—The greatest part of interest in handles is 
the scarcity which still continues on small sizes. It is 
very evident that the mills have not yet recovered from 
the stress of Government work. Dealers are unable to 
round out their stocks and their trade suffers in conse- 
quence. 

We quote from local jobbers’ stock Single bit axe han 
dies, Gold Seal, $5.50 per dozen; Red Seal, $3.75 per dozen 
White Seal, $2.60 per dozen; broad axe handles, Blue Seal, 





$5.50 per dozen; wood choppers’ pail handles, $3.25 per 
dozen; carpenters’ adze handles, extra, $3.75 per dozen; No 
1, $2.75 per dozen; railroad adze handles, extra, $3.75 per 
dozen; No. 1 at $3.25 per dozen; sledge handles, Daniel 
Roone, 30-in., $3.75 per dozen; 36-in., $4 per dozen; extra 
30-in., $2.75 per dozen; 36-in., $3.50 per dozen; No. 1, 30-in., 


$2.25 per dozen; 36-in., $2.75 per dozen; railroad 
mattock, extra, $4.50 per dozen; No. 1, $4 per 
$2.75 per dozen; Red Seal, $3.75 per dozen; 





pick or 
dozen; No, 2 
adze eye ham 





mer, Daniel Boone, $1.75; Beauty, $1.25 per dozen; black 
smith hammer, Daniel Boone, 16-in., $1.75; 18-in., $2 per 
dozen; Beauty, 16-in., $1.25 per dozen; 18-in., 30° per 
dozen; machinists’ hammer, Daniel Boone, 14-in., $1.75 per 
dozen; 16-in., $2 per dozen; 18-in., $2 per dozen; Beauty 
14-in. and 16-in., $125 per dozen; 18-in., $1.30 per dozen; 
D-handle shovel handles, spade handle scoop handles, rake, 


fork and hoe handles, 30 per cent from standard list 


Lanterns.—Calls for lanterns are beginning to dimin 
ish, although there have been requests for quotations 
from municipal sources for the cheaper lanterns with 
red globes which are ordinarily used in sewer and 
water construction. 


We quote from local jobbing stocks: Tubular long globe 
lanterns at $11.50 per doz tubular short globe lanterns 
$11.50 per doz tubular dash globe lanterns, $15 per doz 


Dietz Delight short globe. $12 per doz.; Dietz Wizard short 
globe, $11.15 per doz.; Dietz Victor short globe, $7.50 per 
doz.: Dietz No. 2 Blizzard globe, $11.35 per doz.; Dietz No. 2 
Blizzard dash globe, $17 per doz.; Dietz Buckeye dash globe, 
$10.15 per doz. 

Mops.—Sale of mops continues to be in small quan- 
tities, very few buyers wishing to buy in bale quan- 
tities. Prices seem to be holding steady at last quota- 
tions. 
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We quote from local jobbing stock Royal American mops, 
0c. per ab ©. G. mops, 65e. per ib Priscilla mop ibe. per 
Ib.; Iureka mops, 44e. per Ib 

Nails.—Mills are evidently catching up on their back 
orders. This clearing procedure is being assisted by 
the small orders which the dealers and jobbers are 


placing for immediate shipment, and there are practi 
cally no future orders being placed. 
We quote from local 
at $4.54 per ky 
per keg bass 


Nuts.—The call for nuts continues to be very good, 
especially in the heavier sizes used for heavy machine 
and tractor work. Stocks seem to be in good condition, 
with no change in price. 


jobbing stoch 


tandard wire nails 
bitse Coated wire f 


nails at $4.44 to 1.54 


We quote from local jobbing tock Sq in. machine crew 
nut it 25 per cent hexagon irom mutcchine crew nut 25 
per cent brass machine crew nut lo per cent hot pre ed 
q. blank nuts at $1 hot pre ed sq. tap nut ir hexagon 
blank nuts, S0«¢ hexagon tap nut H0c. from standard list 
hexagon semi-finished nuts, small size, at 60 per cent . and 
larger » per cent 

Oil Heaters.—Sale of oil heaters is much lighter than 
it was several months ago, as furnaces and rerular 


heating equipment are being operated under full capae 
ity during the cold weather. Undoubtedly when milde: 
weather comes and less heat is needed sale of this class 
of goods will increase rapidly. 


We quote from local jobbing stock Japanned polished 
body oil heaters, $4.25 each; nickel polished body oil heaters, 
$4.75 each; large japanned nickel plated trimmings, $7 each 
perfection oil heaters in lot of le than 10 at a time, 30 
per cent perfection oil heater in lots of 10 or over at a 
time, 30-5 per cent 


Poultry Netting.—Very little call is being experienced 
in poultry netting, and the price shows no change. 


We quote from local 
per cent discount 


jobbing stocks 
from new list 


Voultry netting at 45 


Registers.—The call is light as yet, with no building 
In progress 


We quote from local jobbing stocks: Black japanned regis 
ters at 40 per cent discount black japanned register face 
up to 14 x 14, 40 per cent larger registers, 60 per cent 

Rope.—The rope market continues strong and sales 
are at rather a low point. 

We quote from local jobbers’ stocks: First ‘grade, Manila 
rope at 32c. per pound, base first grade sisal rope, 26ce. per 
pound, base; cotton rope, 50ce. per pound, ba Swedish wire 
rope at net list; crucible steel rope at list less 171% per cent 
Monitor hoisting at list le 15 per cent; tram and pillar rope 
net list plow steel cable at list le 10 per cent 

Sandpaper.—The price on sandpaper seems to have 


reached a settled condition, and will probably go through 
the season at present quotations, while eall is light. 


We quote from local jobbing stor Flint paper at new list 
les » per cent. Garnet paper at new list Ie ‘) per cent 
Iemery cloth at new list le 10 per cent 


Sash Cord.—There is very little change on sash cord, 
either in the amount of purchases or in price 


We quote from local jobbinge stoecl Cfommon vl cord 
it Ove per pound, ba Silver Lake ish cord at $1 per 
pound base samp son pot at $1.02 per pound, b 

Sash Weights.—Floundries Have made no further 


change in sash weights and are well supplied and pre 
pared to take care of any business. Call for these is 
exceedingly light at present 


We quote from local jobbing towel (‘ast iron ish weights 
in regulat ine ut & i per Loo 

Solder.—Solder shows a slight decline in price, with 
ales at rather a low point. 

We quote from local jobbing stoel trietl half and half 
older at 48c. per pound; warranted half and half solder at 


i7e. per pound 

Steel Sheets.—Call for steel sheets is held down to 
a very low point, both through the buyer and the dealer 
carrying as little stock as possible, due to the fact 
that very little is being used. «There is no change in 
price. 

We quote from local 
$6.44 per cwt 2N-pra 


wire solder at 4%c. per pound 


jobrbeineg tol N-ora. blaed heet it 
galvanized at $7.79 per ewt 

Steel Game Traps.—Call at the present time is not 
very brisk on game traps. owing to the lateness of the 


season. Prices show no change. 

We quote from local jobbing stocks Victor No. 0 trapa, 
91.40 per doz.; Victor No. 1 traps, $1.65 per doz Victor No 
1% traps, $2.38 per doz Victor No. 2 traps, $3.46 per doz 
Newhouse No. 0 traps, $3.09 per doz Newhouse No. | traps 


$2.62 per doz 14 per doz Ni w- 


house, No 


; Newhouse No. 1%, traps, $5 
2 traps, $8.04 per doz 

Screws.—Market conditions are not changed either 
in price or in quantities on screws. First call seems 
to be somewhat later than it was, but as this condition 
is general in local market on many things this does not 
indicate a lack of demand on this class of goods. Prices 
are not particularly strong, due to stocks that are being 
reduced. 

We quote from local 
screws, 671%-10 per cent 


jobbing stock Flat head brass 
round head blued screws, 62% per 
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cent; flat head brass screws, 40 per cent; round head brass 
screws, 3744 per cent; regular cap screws, 40 per cent: set 
screws, 50 per cent; iron machine screws, 60 per cent; brass 
machine screws, 20 per cent from standard list. 

Tin Ware.—Tin ware shows a still further decline in 
the market over previous quotations. Call is fairly 
good, with stocks improving. 

We 
cent 

Tacks.—Tacks are still an item that is moving slowly 
from the mills to the jobbers and dealers. Prices are 
holding strong and doubtless will until the mills are 
very nearly caught up on their orders. 

We quote from local jobbing stocks: Upholsterers’ tacks at 
list plus 10 per cent; bill posters’ at list plus 15 per cent. 


OT A 


in Plate.—Call is at a low point as yet, with the 


quote from stocks: Tin at 25 


discount. 


local jobbing ware per 
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stocks slowly improving as new stock is being received 
from the mills. Price shows no change. 

We quote from local jobbing stocks: Flour City I C, 8-1} 
coating 20 x 28 tin. at $21 per box; Ideal Bright, 8-Ib. coat 
ing 20 x 28 tin, at $22 per box. 

Wire.—Headquarters for barbed wire and fence wire 
are improving right along, with an increase in call for 
he smooth wire used in construction form. Prices are 
holding steady, showing no change. 


Wire Goods.—Local market shows no change in price, 
although there is some indication of factory quotations 
as being reduced to some extent. Sales are running fair 

We quote from local jobbing stocks: Bright wire goods at 
75 per cent discount; brass wire goods at 70-10 per cent fron 
standard list. 


PITTSBURGH 


OFFICE OF HARDWARE AGE, 
Pittsburgh, March 10, 1919 
HE whole thing that seems to be needed now in 
the steel trade is to stabilize prices and put 
consumers and jobbers in a position where they are 
willing to come in the market and buy steel products 
more freely, and for further delivery ahead, than they 
have been doing for three months or more. 

The development of Secretary Redfield’s plans for 
continued price fixing, discussed by steel manufac- 
turers in New York March 6, when a committee was 
appointed to take this matter in hand, will be awaited 
by the steel trade with very great interest, and is vital. 
In the meantime jobbers and consumers are certain 
to go along as they have been going for the past three 
months and not buy a pound of steel in any form they 
‘an possibly avoid. There is certainly no incentive 
for a jobber or consumer to buy supplies ahead under 
present price conditions, as it is a foregone conclusion 
that prices will be lower, possibly by April 1. 

General conditions in the steel trade show no change 
and are not likely to until a matter of prices has been 
definitely settled. It is certain that large capital is 
not going to invest in building or other enterprises 
until prices on steel and labor are materially lower. 
It is well settled that the Government will not buy track 
supplies for the railroads until Secretary Redfield and 


Current Metal Prices 


The quotations given below are for small lots, as sold 
from stores in New York City by merchants carrying stocks 

As there are many consumers whose requirements are not 
sufficiently heavy to warrant their placing orders with manu- 
facturers for shipment in carload lots from mills, these prices 
are given for their convenience. 

On a number of articles the base price only is given, it 
being impracticable to name every size. 


fron and Soft Steel Bars Merchant Steel 








Per Ib. 
and Shapes Bessemer Machinery .......¢ 3 97¢ 
PRED 00s ccectne ceeds ccs see 
Bars: Per Ib Toe calk ...... pence ccesees 4.72¢ 
Merchant Iron, base price.4.17¢ Open-hearth spring steel... .8.00¢ 
Refined Iron, base price 4.17¢ Standard cast steel, base sent 
: 6 ¢ 
en’s H. B. & 8. bar DOE sccoveccceeseses . 16. 
eg hae price ve 6.30¢ Extra cast steel....18.00@ 20.00¢ 
Burden’s test bar iron, Special cast steel. .23.00@25.00¢ 
base price .......+.- .6.50¢ Tank Plates—Steel 
Swedish Bar base price. .20,00¢ Per th. 
\ in. and heavier . 4.27¢ 
Soft Steel: Sheets 
¥% to 1% in., round and Blue Annealed 
* square ee ee -. -d.07¢ Per Ih 
1 to 6 in. x % in. to 1 No. 8 and heavier 5.12¢ 
were. oT rrr 3.97¢ No. 10 ; .17¢ 
1 to6in. x % and 5/16 No. 12 §.22¢ 
Sere or rer oe ee 4.07¢ No 14 R F 5.276 
Rods—% and 11/16. . £.02¢ No. 16 ; 27 
Bands, 1% to 6 x 3/16 to = Row Annéated—Bitck 
No. 8 & 5 owcece x cee OR 
One pass. Wood’ 
Shapes : soft steel refinet™ 
Beams and channels—3 to a per Ib per Ib 
1B fm, wc cccecceenes ee  4.OTE Nos. 18 and 20 6.029 
Nos. 22 to 24....6.07¢ 7.82¢ 
Angles: eee 6.12¢ T.AT¢ 
8 in. x % in. and larger. .4.07¢ No 27 wt ar 
8 in. x 3/16 in. and &% No, 28 7.82 
6s be womaiesn’ 4.32¢ No. 29 
% to 2% in. x %& in 4.32¢ No. 30 . 6 
1% 4 Genuine Russia as 


1% to 2% in. x 3/16 


221%, @25¢ 


j icke cute 07 assortment ... oon A 
1 dll ts « 3/16 in 4 126 Wood's Keystone Hammered 18 
1 to 1% in. x %& in 4.17¢ 24 gage, 10¢ 7 rae 11¢ 
296 8 to 18 

% = ? eke ig ety R11 to 11%¢ net 

% “ 2 ero 5.07¢ Galvanized Per ™ = 
% x 3/32 in 5.77¢ No. 14 iidptavein tals aia oe 
No ’ ae oe 6.82¢ 
Tees : Nos. 18 and 20.. B.N7 4 
ix % in... . -.-4.47¢ Nos. 22 and 24........ ooeeinae 
14% in. x 1% in. x 3/16 '~ fare 7.270 
in. ssenegeaesd nw 4.37¢ Oe gee 7.42¢ 
1% to2% x % in..... 4.17¢ i ae. ws 6ane recs eeer ese 7.576 
1% to 3% x 3/16....... 4.17¢ NO, BO cosccssererceses ROT? 
3 in. and larger ; 4.12¢ No, 28, 36 in. wide, 194 higher 


the steel committee take action in regard to reducing 
prices. It is estimated that at present the steel mills 
of the country are operating to about 60 per cent of 
‘apacity, but this rate of operation is very likely to be 
reduced in the near future, unless the demand for steel 
gets large, which is not at all probable until the con- 
ditions noted above have been cleared up. Reliable fig- 
ures printed last week show that the output of pig iron 
in this country in February was 2,940,168 tons, showing 
a falling off as compared with January. It is said that 
stocks of pig iron at the blast furnaces are increasing 
rapidly and it is likely some furnaces will go out of 
blast in the near future, as there is no demand for their 
1ron. 

While as yet there have been no official reductions 
in prices of iron and steel products, there is more or 
less cutting in prices going on, this depending largely 
on the kind of material wanted and the size of the 
order. Nuts and bolts are weak, and rivets are gone 
off about $4a ton. There is also some cutting on prices 
of pig iron, an Eastern blast furnace having recently 
sold pig iron in this district at least $2 per ton under 
what are regarded as official prices and in addition paid 
the freight on this iron from the furnace to the point 
of delivery, and which was about $2 per ton. However, 
it is considered remarkable how well pr‘ces have been 
sustained in the face of the light demand for steel 


Corrugated Roofing, Gal- Tin 
vanized Per Ih. 
2% in, corrugations, 10¢ per DORN GEE cc ccecesucees T4@75¢ 
100 . over flat sheets. _ MCR R Tt Leere nr eee 85@90¢ 
Steel Wire Copper 
Base Price* on No. 9 gage and Lake Ingot “* 18@20¢ 


Electrolytic 
Casting ..... 


-18@20¢ 
ees 18S@20¢ 


coarser : 
sright Basic 
Annealed Soft 
Galvanized Annealed 


Spelter und Sheet Zine 









Gopperel BOG .6cccckcece 6 Western Spelter .. -.. 1lO@I11¢ 
Tinned Soft Bessemer..... 7. 50¢ Sheet Zinc, No. 9 base, casks, 
*Regular extras for lighter gages. 12¢ 
MO sceeersereulenerveee 13¢ 
Brass Tubes, Rods and 
Wire, and Copper Tubes Lead and Solder 
Manufacturers have withdrawn American pig lead......6%4@7« 
all quotations because of unsettled DP ME os cvecce wees TMHas%: 
prices of raw materials and will Solder, % & % guarantee... .46¢ 
only name prices to actual buyers. Se Rs no a8 Ae Fa cea 4l¢ 
eS Tee 


Copper Sheets 
Sheet copper, hot rolled, 16 0z., 
224, @M95wHe per Ib. 


Prices of solder indicated by 
private brand vary according to 
composition, 


Cold rolled, 14 oz. and heavier 
le per Ib. advance over hot rolled Babbitt Metal 

Polished 20 in. wide and under Best grade, per Ib...........90¢ 
l¢ per sq. ft. extra; over 20 in. Commercial grade, per Oe 
wide, 2¢ per sq. ft. extra, A 

: Antimony 
> . , ¢ sq. ft. - 3 
Planished copper. 1¢ per sq pt ar eee 10a 116 


more than polished. 
Tinning, one side, 6¢ per sq. ft 


Tin Plates 


Alaminum 
No. 1 aluminum (guaranteed 
over 99 per cent pure), in 


bright. rin ‘ ingots for remelting (car- 
Grade | Grade load lots), f.o.b. mill, per 
“AAA “A OEM aig gig lgin's wn ey ore 10¢ 
Charcoal Charcoal In 100 Ib, lots........ D40¢ 





14x20 14x20 


If $11.65 $10.40 Old Metals 
IX - 18.85 12.35 There is little change in th 
8 > errs 15.60 14.10 general situation. Prices are lower 
 ¢ paren 17.85 15.85 ind business quiet, Dealers’ buy 
IXXXX ‘ . 19.10 17.60 ing prices are nominally as fol 
« lows: 
Coke—14x20 ; 
Primes Wasters ae 
ORC ae $8.70 $8.45 n ; ; Per I 
90 Ib 8.20 8.55 ‘opper, heavy and erucible 13.50 
100 Ib. 8.90 8 6h Copper, heavy and wire 12,00 
i 9.15 8°90 Copper, light and bottoms. . .10.50 
BR scciraccwis 10.30 = 10.05 ee, wey sete te eees a8 
4 AS ° TASS, 5 4 . es os ‘ ' i 
mi gs tee AA, be tae aa ee seperti 12.50 
SS foc eo a 9= a 0 yellow rod brass turn- 
ot 6s ae 13.75 13.50 ee rene ghemnciar 7? 
Terne Mlates No 1 red brass or compo- 
8-Lb. Coating 14x20 sition turnings ......... 10.00 
PP By bc cee ee esdaveaes 8.80 en? ae er ee « 4.28 
TS o8b bot conteueeeapeces 9.00 Tend, tOR weccscrccccrccce 8.50 
cae. AO 4163 %30440K05 COR 10.00 Zine 4.50 
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products that has existed for the past three months 
or more. 

We note that general condit‘ons in the hardware 
trade show absolutely no change. Stocks of jobbers 
are reported fairly heavy, but are moving out at a 
satisfactory rate. Spring demand this year for hard- 
ware supplies of all kinds promises to be heavy, and 
also earlier than usual, due to the very open weather, 
which will allow outside work to start very early. In 
nearly all sections of the country reports are that the 
frost is entirely out of the ground, and this means 
that farming work will start soon, and this always 
brings a good demand for farmers’ tools and also for 
garden tools. However, purchasers are likely to be 
restricted to actual needs in view of the fact that 
prices on practically all lines of manufactured goods 
are going to be lower. Retail hardware dealers report 

fairly good volume of trade, and expect a large in- 
crease in business just as soon as spring trade opens 
up, which will likely be in the very near future. 


Axes.—Jobbers report the new demand for axes as 
being fair, but is not as heavy as at this time last year. 
There has been a large falling off in lumber operations, 
and the demand for axes from this industry for some 
time has been light. Manufacturers of axes have guar- 
anteed prices to the trade up to October L, 1919, so that 
jobbers and retailers need have no fear of a decline 
in prices if they place orders ahead, as ‘ony are fully 


protected. 
Jobbers quote about as follows, f.o.b. Pittsburgh First 
quality, single bitted axes, $12 to $14 -per dozen; double bit 


axes, $16 to $18 per dozen. 

Nuts and Bolts.—Makers report that the new Ra gy 
for nuts and bolts has fallen off a good deal in the 
past two or three weeks, and in some en prices 
are being shaded to some extent. This is done by 
some makers absorbing the freight, and others allow 
a straight cut of about 5 per cent. None of the makers 
of nuts and bolts is able to operate to more than about 
60 per cent capacity, owing to the light demand. It is 
likely prices on nuts and bolts will be somewhat lower 
when the new iron and steel prices are given out, but at 
present they remain as quoted last week. 

Oil Heaters.—Jobbers and retailers report a new de- 
mand for o il heaters this season just closing as much 
lighter than usual, owing to the very open winter. 
Stocks are reported fairly heavy, but will come in all 
right when the demand starts in the fall. 

Iron and Steel Bars.—Mills ‘continue to report that 
the new demand of both iron and steel bars is light, 
and is confined entirely to small lots for actual needs 
and for prompt shipment. Large consumers, like the 
implement makers and the wagon builders, are specify- 
ing at a fair rate on contracts. It is very likely that 
prices on both iron and steel bars will be reduced when 
the new and lower schedule of prices on iron and steel 
is given out. For this reason it seems certain that the 
new demand for both iron and steel bars will not be 
any better until these new prices are known. Prices 
given below are largely nominal, and on iron bars are 
being shaded. 

We quote 

We quote 


steel bars at 2.70c. at mill in large lot 
iron per 100 Ib at 


common merchant $3 pel 
scrap, at $4 ‘per 


base sizes, bar iron made from all selected 
100 Ib. for base sizes, and refined iron at $4.50 per 100 Ib 
for base sizes These prices subject to the extras for size, 
quantity, ete., as established by the American [ron and Steel 
Institute 

Sheets.—Last week a meeting of the independent 


mills, who have an organization known as the 
National Association of Sheet Manufacturers, was held 
in this city, but it is stated no important action was 
taken of interest to the trade. The new demand for 
sheets is reported as only fair, both jobbers and con 


sheet 
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sumers buying their sheets only as needed, and for 
prompt shipment. There is no trouble in getting 
gyn, deliveries from mills, as some of them say they 
‘an ship out within a week from day of order. As a 
vale, independent sheet mills are running to about 65 
per cent of capacity, 15 turns per week. In spite of 
the light demand for sheets that has existed for some 
months, it is said prices are holding very firm and none 
of the manufacturers will agree to guarantee prices 
against decline. It is very probable that prices on 
sheets will be lower in the near future, or as soon as 
Secretary Redfield and the steel price committee ap- 
pointed by Judge Gary issue the new and lower schedule 
of prices on general iron and steel products. Prices 
are quoted fairly steady, but there is still a feeling 


in the trade that a lower market on sheets may come 
before long. 

The base price for No. 10 blue annealed heet vide 
While the base price for black sheet is 4.70« ind for 
galvanized heet 6.05« f.o.b. Pittsburgh or Youngstown 
mill 


Tin Plate——The new demand for tin plate is made 
up entirely of small lots to meet actual needs and for 
prompt shipment. None of the large consumers, such 
as the can makers and others, is making contracts for 
their supply of tin plate for the first half of this year, 
as the belief is the price of tin plate will be lower 
when a new schedule is sent out. Some tin plate mills 
are operating to about 50 per cent capacity, but others 
are running at a heavier rate. The demand for tin 
plate this year for containers is expected to be fully 
as heavy as in 1918, which was a record year. The 
mills are accumulating heavy stocks of tin plate in 
order to be able to meet this heavy demand when it 
comes. Prices to the large trade are given below, the 
usual advances to small buyers being charged. 

We quote tin 
Pittsburgh 


plate in large lots at $7.35 base box, f.o.b 


New prices on terne plate, effective Jan. 1 ire a follow 
8-lb.—200-Ib., $14.50; S-Ib I. C., $14.80; 12-Ib I. « $16.50 
L5-lb I. C., $17.50; 20-1b I. C., $18.75 'o-1b .. €.. 320 
30-1b I. C., $21; 35-lb I. C., $22 10-lb I. C., $20 All 


f.o.b., Pittsburgh 


Wire Products.—As yet no word has been received 


here as to whether the Navy Department has placed 
the order for 20,000 or more kegs of wire nails for 
which it sent out an inquiry some time ago, and on 


which bids were opened in Washington, D. C., on Feb. 
19. It will be recalled that the American Steel & 
Wire Co. was a low bidder on this inquiry, the differ- 
ence between its bid and those of the other mills being 
occasioned by the various methods of figuring the 
freights. The new demand for wire nails and wire 
is quiet and only for small lots to meet current wants. 
The consumers believe prices are bound to be lower 
when a new schedule is given out by Secretary Red- 
field and the steel committee; but, on the other hand, 
manufacturers of nails and wire say that there is no 
profit in wire nails at the present $3.50 base per keg 
rate. Just what will be done in this matter is of 
course not known at this time. Prices are said to be 
quite freely held, only slight cutting being done in a 
few districts. Mill prices, which, however, are not be- 
ing strictly held in carload lots and larger lots to job- 
bers, are as follows: 


Wire nails, $3.50 base per keg: galvanized, 1 in. and longer 
including large-head barb rooting nai til L 1 advance 
over this price of $2 ind hort har 1 in £7 Sy Bright 
basie wire, $3.35 per 100 Ib tnnenled fence wire Nos. 6 to 9 

3.25; galvanized wire, $3.95. galvanized barb wir I fence 
staples, $4.35 painted barbed Wire, $3.65 polished fence 
staples $3.65: cement-coated nail 40) base these price 
being subject to the usual advances for the smaller trade, all 
f.o.b. Pittsburgh, freight added to point of del , tert 
60 day net le 2 per cent off for eash in 10 da I) 
counts on woven-wire fencing are S per cent off list for ear 
load lot 7 per cent for 1000-roed lot ind 6 per t off for 
mall lots, flob Vittsburgh 
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in the volume of business during the 
past week and looks upon this as an indication that 
conditions will continue to grow better. Cleveland re 
tailers generally report that they have no complaint 
to make regarding conditions of the trade, as they find 
business fully up to normal for this season of the year. 
As there are practically no seasonable goods moving 
at present, their sales are almost wholly confined to 
staple articles in general lines. Retailers generally 
are optimistic of the future and expect good business 
when the spring buying season begins. 


"T.HE hardware jobbing trade reports a slight im- 
J I 
provement 


With the declining market there is a general dis 
position all along the line to keep stocks down, but at 
the same time to have a complete assortment of good 
Jobbers are still reducing their stoeks and in order 
to accomplish this are offering special prices on quite 
a few items where they are overstocked. Retailer 
continue the policy of buying. from hand to mouth 
and no longer find it necessary to place orders fat 
thead, as prompt shipment can now be secured on prac 
ically all lines. Jobbers are taking some orde for 
fall goods, usually sold at this season of the year, 


and report a fair demand for these. 
Quite a number of price reductions were made dur- 
ing the week, largely on goods made of materials that 
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have declined. There has been a further reduction in 
prices of some copper products, lower prices are being 
quoted by some manutacturers on builders’ hardware, 
and reductions are noted on wood screws, tin ware, 
japanned ware, and some cotton products. About the 
only advance made during the week was on manila 
rope, which has gone up 2c. more per lb. 

The situation in the building field in Cleveland and 
vicinity is picking up. Contracts have been placed 
for quite a few residences and apartment houses, and 


several large building projects have taken definite 
shape. It seems doubtful, however, whether the actual 
work of erecting buildings for investment purposes 


will be undertaken until there is some further decline 
in prices. Makers of brick and some other building 
materials have marked prices down 15 per cent in order 
to stimulate building. 

Automobile Tires and Accessories.—With the ap- 
proach of spring the demand for tires shows some im- 
provement. Retail dealers are placing orders for 
stocks, but are not buying heavily. No early reduction 
in prices is looked for. The demand for accessories is 
still rather light, but dealers look for a good season’s 
business. Surplus stocks of tire chain are being car- 
ried over owing to the fact that weather conditions 
during the past winter did not stimulate a demand. 





Axes.—Jobbers are now taking orders for axes for 
fall delivery and report a fair demand. Prices are un- 
changed. 


The demand for barbed wire has be- 
Country merchants are placing 
Jobbers quote barbed wire in 80-rod 


Barbed Wire. 
come quite active. 
orders for stocks. 
spools as follows: 

{-point cattle wire, $4.36; 4-point hog wire, $4. 
can special 2-point hog wire, $3.34 


72; Ameri- 

Bolts and Nuts.—The demand for bolts and nuts is 
rather light. Manufacturers’ prices are irregular and 
shading to the extent of 5 per cent is reported. Rivet 
prices have been reduced $4 per ton by manufacturers, 
and are now quoted by jobbers at $5 for structural. and 
$5.10 per 100 lbs. for boiler rivets. Jobbers have 
marked down small rivets 10 per cent. Jobbers regular 
prices are as follows: 

Machine bolts, h.p. nuts, *% x 4 in.. smaller and shorter, 
rolled threads, 40-10; cut threads, 49; larger and longer, 
20-2%; carriage bolts, ™% x 6 in, smaller and shorter rolled 
threads, 40: cut’ threads, 35; larger and longer sizes, 20-5 
lag bolts, 40; stove bolts, 60-10; 7/16 x 6 in., smaller and 
shorter rivets, 50. 

Brushes.—The demand for brushes, which was very 
light during December and January, has improved ma- 
terially, and manufacturers are now getting a fair 
volume of business. There have been price declines on 
ratan, bamboo and African bass, and as prices of 
these materials have gone down, manufacturers have 
lowered brush prices. The price reductions amount to 
about 10 per cent and further declines are expected. 
Prices on bristles and horse hair have not declined, 
and prices of brushes made of these materials are un- 
changed. ' 

Builders’ Hardware.—Some of the leading manu- 
facturers of builders’ hardware have reduced prices 
from 5 to 10 per cent. Some concessions on various 
items are also being made by jobbers who have large 
stocks. The building outlook is steadily improving 
and retailers, anticipating a good season’s business, 
are placing orders. 

Candle Wicking.—Candle wicking has declined 5c. per 
lb. and is now quoted at 60c. per lb. for standard grades. 

Copper Nails.—Copper nails have declined 5c. per Ib., 
making the present base price 33c. per lb. 

Copper Wash Boilers.—Prices on copper wash boilers 
have been marked down $3 a doz. and No. 9 boilers are 
now quoted by jobbers at $54.25 per doz. 

Cotton Rope.—Cotton rope is 5c. a lb. lower and is 
now quoted by jobbers at 42c. per lb. base. 

Electrical Supplies.—A price reduction of 25 per cent 
has been made on porcelain knobs, tubes and cleats 
used in electrical construction work. 

Enamel Ware.—The enamel ware market is. steady 
with no change in prices. Shipments have improved. 

Game Traps.—Jobbers are now taking orders for 
game traps for fall delivery and report a very good 
demand. Prices are unchanged. 

Jobhers quote Oneida game traps, No 
1 Jump, $2.25 


1 Victor, $1.65; No. 


Garden Tools.—Retailers have laid in a good stock of 
garden tools and are looking for a very satisfactory 
season’s business. There will be no shortage in the 


supply this year, and jobbers have about completed 
making shipments to the trade. 
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Horseshoes.—Horseshoes are still moving slowly at 
the recent price reduction. A further decline in prices 
is not expected in the near future. Jobbers quote horse- 
shoes at $6.75 per keg. 

Lanterns.—Retail dealers are now buying lanterns 
for the fall trade. No changes have been made re- 
cently in prices. 


Nails and Wire.—The demand for nails has become 
fairly active. Retailers allowed their stocks to become 
very low during the winter, but are now stocking up 
to meet the spring demand. There is little call for 
wire. Prices are unchanged. Jobbers’ prices for less 
than carload lots are as follows: 

Wire nails, $4.18 per keg; 
lb.; No. 9 annealed wire, $3.92 
nails, $4.07 per 100 Ib. 

Roller Skates.—Orders are being taken for roller 
skates for the spring trade and the demand is quite 
heavy. Jobbers’ stocks are sufficiently large to supply 
the trade. Prices on roller skates have been marked 
down 5 per cent. 


galvanized wire, $4.62 per 100 
per 100 Ib.; cement coated 


Roofing Paper.—The demand for roofing paper is 
moderate, and prices are steady. The opinion is ex- 
pressed that present prices, which are somewhat lower 
than prevailed recently, will not be further reduced. 


Rope.—A further advance of 2c. a lb. has been made 
on manila rope but prices on sisal rope are unchanged. 
The demand is good. 

Jobbers quote first-grade Manila rope at 304%c. per Ib. for 
factory shipment, and $3le. for shipment out of stock, and 
first-grade sisal rope at 22%c. for factory shipment and 23c. 
per lb. out of stock. 

Sash Cord.—Prices on sash cord have declined 3c. a 
lb. The standard grade is now quoted by jobbers at 
62c. per lb. and a cheaper grade at 60c. 


Sash Weights.—A further decline of $4 per ton on 
sash weights has been made, and these are now quoted 
at $43 per ton. The demand has improved and is now 
fairly active. 


Sheet Brass.—Jobbers’ price on sheet brass has de- 
clined 10c. a lb. to 27c. per lb. base. 


Sheet Copper.—Jobbers’ prices on sheet copper have 
been marked down 4c. per Ib. to 28c. per Ib. base. 


Slaw and Kraut Cutters.—Jobbers are taking orders 
for slaw and kraut cutters for fall shipment at prac- 
tically the same prices that prevailed a year ago. The 
demand is fairly good. 

Sleds.—Jobbers are now taking orders for sleds for 
fall shipment, and the demand is reported fairly good. 

Spraying Material.—Spraying material continues to 
move well. No further change in prices is reported. 
Arsenate of lead paste is quoted by jobbers at 22c. 
per lb. in bbl. lots, sulphur solution, 22c. per gal. in 
bbl. lots, arsenate of lead powdered 33c. per Ib. in bbl. 
lots, and lime sulphate, 11%c. per lb. in bbl. lots. 

Sheets.—Sheets continue to move rather slowly. 
Mills are making prompt shipment and regular prices 
are generally being maintained, although $1 a ton con- 
cession has been offered by one mill on black sheets 
for prompt shipment. Some jobbers are making a $5 
a ton price concession by quoting 25c. per 100 lbs. off 
the $1.25 commission allowed under Government regu- 
lations. 

Regular jobbers’ 
6.12c. per lb.; No 

Steel Bars.—The demand for steel bars is moderate, 
and mills are holding firmly to regular prices. Hard 
steel bars are being offered at about $2 a ton below 
regular prices. 

Jobbers quote soft steel bars at 3.87e. 

Stove Pipe and Stove Boards.—The demand for stove 
pipe and stove boards for early fall shipment is fairly 
heavy. Orders are being taken at recent prices. 

Tin Ware and Japanned Ware.—Prices on tin and 
japanned ware have been marked down 10 to 15 per 
cent. The demand is good and shipments from manu- 
facturers are better than they have been. 

Twist Drills —The demand for twist drills is rather 
light, but prices appear somewhat more steady than 
they have been. Jobbers recently have been cutting 
prices considerably to reduce surplus stocks, but it is 
claimed that some of the low prices that have been pre- 
vailing have disappeared. 

Upholsterers’ Nails.—Jobbers’ prices on upholsterers’ 
nails have been reduced 10 per cent, and No. 42 nails 
are now quoted at $1 per thousand in packages of 50. 

Vises.—Manufacturers of machinists’ vises have 
adopted a new price list and discounts. The advances in 


prices are as follows: No. 28. black, 


28 galvanized, 7.47¢ 
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prices during the past year or more brought some 
prices up above list prices. Consequently a higher list 
price is now being used with discounts from that. Pres- 
ent prices show little if any change. The demand is 
rather light. 

Washing Machines.—The demand for electric wash- 
ing machines is very good, and manufacturers are still 
behind on shipments. Prices are unchanged. 

Wheel Barrows.—Following a decline in prices of 
steel wheel barrows, makers of common wood wheel 
barrows have reduced prices about 10 per cent. Retail- 
ers are buying for the spring trade, and the demand is 
quite good. Common dump wheel barrows are quoted 
by jobbers at $25 per doz. 
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Wood Screws.—Prices on wood screws have been 
somewhat irregular for some time and a regular 20 per 
cent reduction has been made. There are reports that 
some jobbers are shading new prices to work off sur- 
plus stocks. No change has as yet been made in brass 


screws, but it is stated that prices on these will be 
revised shortly. 

We quote from jobbers’ stocks as follow Flat head bright 
screws, 75, 10 and 5; round head bright and glued, 65 and 


10 and 10, 
Wrapping Twine.—Prices on cotton wrapping twine 

are %F aa ange : . 

are 2c. per lb. lower. Quotations by jobbers are now 

55¢c. and 56c. per lb.. according to quality. Seine twine 

has declined 4c. per lb. and is now quoted at 65c. 








TRADE CONDITIONS IN 
Paints, Oils and Colors 








OFFICE OF HARDWARE AGE, 
Cincinnati, March $8, 1919 

IXED PAINTS.—Salesmen who attended the recent 

hardware convention sheld at Columbus and Louis- 
ville have returned very much encouraged as to future 
prospects for business. Those having exhibits at these 
conventions booked quite a number of orders, but al- 
most invariably they were small ones. The hardware 
dealers are sticking close to shore and are not stocking 
up heavily, but buy on a hand-to-mouth basis. It has 
repeatedly been mentioned that there is an increase in 
the number of orders received, which is considered very 
encouraging. This also indicates that dealers who 
heretofore did not handle paints are going into the 


business. This is especially true in the country and 
suburban districts. 

The Foy Paint Company's quotations to dealers are as 
follows: Best grade mixed paints, $3.35 per gal.; second 





grade, $2.75; and cheaper grades $2. 

Varnishes.—The call for varnishes in the city is espe- 
cially good, as renovating work of office buildings is 
now under way and merchants are buying to take care 
of the demand from the household trade that generally 
develops early in April. Business from the country 
merchants is also very encouraging. 

Chi-Namel quotations to dealers are as 
gal.; $1.45 per qt.; 85c. per pt.; 50c. per % pt., 
per 4 pt., with a discount of 3314 per cent 

Turpentine.—In barrel lots turpentine can be pur- 
chased around 80 to 81c. per gal., although it is freely 
predicted that it will be quoted higher within the next 
few days, as the supply from the South is somewhat 
short. Turpentine Japan remains at 85c. per gal. in 
barrel lots. and there is an excellent demand for it both 
from the city and country merchants who handle paints. 

Linseed Oil.—Although linseed oil is quoted around 
$1.53 to $1.55 per gal., this price may be considered as 
nominal. Word has been passed around that there is a 
shortage in the production, which is bound to be re- 
flected some time soon in an advance in quotations. 
So far local figures have not been changed. 

White Lead.—Business is rather spotty, as some deal- 
ers are buying to take care of their probable require- 
ments to July 1, while others are simply purchasing 
only enough to take care of their immediate require- 
ments. It is understood that all prices have been 
guaranteed against decline until July 1 by some of the 
leading makers of white lead. 


follow $5 per 
and 30¢ 


The National Tead Company's quotations to dealers are 
as follows: $13 per 100 Ib. in 100-Ib. packages; $13.25 in 
25-50-Ib. packages, and $13.50 in 12%4-lb. packages A dis 


count of 10 per cent is allowed on orders for 500-Ib. lots and 


19 and 2% per cent on ton lots. 


Cleveland Paint Market 


OFFICE OF HARDWARE AGE, 
Cleveland, March 11, 1919 


HE paint situation looks much better than it has for 

a long time. Manufacturers are expecting a good 
season’s business, and report that orders now are com- 
ing out in very satisfactory volume. Business has 
picked up with jobbers who are getting a good many 
orders from the retail hardware trade. Retailers are 
getting ready for the spring demand, but are buying 
sparingly, owing probably to the fact that prices are 
high. However, with prices well up on linseed oil and 
white lead the trade does not believe that there is 


much prospect of an early decline in paint prices. 
Business with the retail trade is picking up somewhat 
and many retailers are doing a fair volume of business 
in paints for refinishing interiors. Quotations on mixed 
paints are unchanged. 

Strictly pure mixed paints are quoted at $3.35 to $3 
gal. for colors, and $3.50 to $3.65 for white 

Linseed Oil.—The linseed oil market is getting firme 
and a price advance is expected because of the scarcity 
of flax. While the quotations on oil are the same as 
the past week or two, it is claimed that the price should 
be about 5c. a gal. higher. The demand has improved. 

Jobbers quote linseed oil at $1.65 
raw oil, and $1.67 for boiled oil. 

Turpentine.—Turpentine is still moving rather slowly 
although the demand is somewhat better than it has 
been. Prices are slightly lower. 

Jobbers 


0 per 


per gal. in bbl. lot for 


quote turpentine in bbl. lots at 7% per gal 
White Lead.—The demand for white lead is gradually 
improving. Retailers are placing orders for their 
spring stocks. Prices are unchanged. 
Jobbers quote lead at l3e. per Ib. in 100 Ib. kegs 


pure white 


Chicago Paint Market 
DWARE AGE 
1919 


Office of ELat 
March 

HE paint market shows a marked improvement. 

Manufacturers of paint and varnish material state 
that February business was equal to or better than the 
corresponding weeks of last year. November, Decem- 
ber and January are the hard months in the paint busi- 
ness, but with spring nearly at hand, there is every 
indication that the business from .now on will be good. 
Rents are rising and the demand for buildings of all 
kinds is becoming greater. There is no prospect of any 
decline in wages or material. The price of turpentine 
declined 2%%c. per gallon, while the price on denatured 
alcohol declined 5c. per gallon. These are the only 
price changes noted this week. : 

A meeting was held last week in the office of the 
director of sales of the War Department to discuss the 
lead situation as affected by government surplus. 
Although the details of arrangement have not been 
worked out, it is practically agreed that some arrange- 
ment can be made between the War Department and 
the lead producers by which the surplus stock of lead 
now in the hands of the War Department can be grad- 


Chicago 


ually fed into the market without affecting market 
prices and market conditions. 
Brushes.—The demand for paint brushes shows a 


slight improvement; however, there is no change in 
price and manufacturers state that prices will be held 
firm for some time to come, as a great deal depends 
on their ability to get bristles. White bristles continue 
to be hard to obtain. but the black ones are more plenti- 
ful. 

Mixed Paints.—Prices on mixed paints remain the 
same as last reported, and it is hardly to be expected 
that there will be a change, as most of the manufac- 
turers have made their goods from high-priced material. 
Sales on mixed paints show a vast improvement and 
are about normal for this season of the year. 

We quote to retailers, f.0.b. Chicago: No. 1 house paint, $3 
per gal.; No. 2, $2.50 per gal.; No. 3, $1.80 per gal 

Linseed Oil.—The flaxseed market continues very 
firm. There is a moderate stock of Canadian flax in 
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Why Push Paint in 1919 


By A. A. Hamilton, Adv. Mgr., 


C. R. Cook Paint Company. 


ECAUSE, if you push paint in 1919, you’re 
Bin to cash in on the sales that weren't 

made in 1917 and 1918. Property which has 
gone unprotected for the past two years will be 
painted this year. 

Then again, 1919 is going to see the biggest 
building boom in years. Projected construction 
in this country is estimated at $500,000,000. Just 
think—1,750,000 houses are waiting to be built 
(they'll all need paint), factories, warehouses, 
office buildings, stores, hotels, apartment houses, 
institutions, etc. 

You hardware men get a chance at all new 
building work—here’s your chance to sell paint, 
because all new work requires paints, varnishes 
and finishes. 

A little ‘‘pep”’ 
paints and varnishes. 
now—let her in. 


this year will sell worlds of 
Opportunity’s rapping 

















.sight, but no shipments reported from the Argentines. 
The demand for oil has increased during the past week 
and prices remain unchanged. 

We quote to retailers, f.ob. Chicago: Strictly pure linseed 
oil, in barrels, raw, $1.66 per gal.; boiled, $1.68 per gal 
Terms, 30 days net, or less lc. per gal. if paid within ten 
days from date of invoice 

Turpentine.—Price on turpentine took a decline of 
2%c. per gallon. Sales, however, are very light and 
stocks are reported in good condition. 

We quote to retailers, f.0.b. Chicago: 
pentine, in barrels, S4c. per gal, 

Denatured Alcohol.—Sales on denatured alcohol are 
— very light. The price, however, has declined 

per gallon, but even the present price has not stimu- 
lated the market. 

We quote to retailers, f.o.b. Chicago: 180-deg. denatured 
alcohol, in barrels, 45c per gal.; 5 and 10 gallon cans, 20¢ 
per gal. higher; 7 gal. cans, 25c. per gal. higher, which prices 
include containers Where sold in bulk. in less than barrels, 
the price is 10c. per gullon more with extra charge for con- 
tainers 





Strictly pure tur- 


Paint material prices as quoted 


Animal, Fish and Vege- Cobalt, Oxide ..8@ 1 1.60@ 1.65 








table Olls WHIM 5 yoo c os os aime # 100 
Commercial ....... 1.25@ 
ae 1.30@1.35 

Linseed, Raw, Carload 7 silde. mai > 
tte cn 2 ee Ex. Gilders ....... 1.35@1.50 
City, five-bbl. lots : 
and over .... .$1.53a Putty, Commercial— 

Out-of-town,  five-bbl. 
lots and over ... $1.50@ Pure. tubs $3 10@— aad 

“pee aa Cin. A S errr. 

= 2¢ @ gal. advance on In 1. to 5 Mm. tins. $4.70@6. 0 
Lard, Prime Winter. .2.20@ : 
Extra No. 1.......1.05@ Spirits Turpentine— 
es ak « sees es 95@ 8 gal 
« ) re: , z 4 : 
—— a, Crud : 17%@ In Machine bbis......6914%4@ 
Yellow Summer 

Prime bbl 21%4a Gum Shellac— 

Tallow, Acidless . ..1.00@-—- YD 
Menhaden : Diamond I nominal 
Northern Crude . nominal Fine Orange . .. 58 @60 
ee f.o.b. Fac sie 4, C. Garnet..... 17 @48 

“4 MOND fli ag pp eee, eS 
Light Pressed »-1,.05@1.10 Kala Button .. nominal 

aed Bles ached a 15@ aL 2 , 417 @48 
uite achet 7; 8.0 nominal 

Winter . .1.20@ 

Cocoanut Ce ylon do- 
mestic, bbl, per b...1834%@ Colors in Oll— 

Cochin Imported, spot. nominal 
Domestic, bbl ---164%@17 

Cod Domestic Prime nominal Black Lamp 

Newfoundland ... 1.15@ Black, Coach, Japan. 

Corn Refined, bbl. 100 ™ Black in oil , 

18.06@ Drop Black 2 g 

Porpolse body . nominal Blue Chinese ° 1.30@1.60 

Olive denarured nominal Blue Prussian --1,.20@1.50 

Neatsfoot Prime, un Blue, Ultramarine 15 @6o 
——ee ee 1.40@ Brown Vandyke ......25 @35 

Palm. Lago pot per Ib French Ochre .. ‘ @16 

nominal Green, Chrome, Pure. .7 @7 

Soya Bean, bbl, 12@ Green, Paris 2 @igs 
Indian Red @ 26 

Venetian Red @18 

Miscellaneous— Gionns Susnt @2R 

Rarytes Umber, Raw @27 

a " . Umber, Burnt @27 

White, Foreign Chrome Yellow @41h 
~ ton nominal 
Domestic prime 

white floated White and Red Lead, 

bags .. -380.00@31.00 &eo— 

Of color, in bags Cents W™M 
ton . 21,.00@ 24.00 Lead, American White 

Chalk, English ton nominal ry : 9a@an% 
French PY ton nominal In Oll White, less than 


500 Ib., per 


China Clay, Imported. # ton18@25 
100 ™ 


Domestic 156042 $13.00@ 


Hardware Age 


White Lead.—Sales on white lead for this week show 
a slight improvement. Prices, however, remain very 
firm and it is expected that there will be a good demand 
for spring. 

We quote to retailers, f.o.b. Chicago: 100 Ib. kegs, per |b 
13c. in quantity ; — kegs, 3; 50-lb. kegs, per Ib., 131 ,« 
in quantity ; single kegs, $6.75; -lb. kegs, per lb., 138%c. in 
quantity ; single kegs, $3.45; 12% »-lb. kegs, per Ib., 134. in 
quantity ; single kegs, $1.80 (500-lb. lots or more, 4c. per Jb, 
less). 

Shellac.—Conditions governing the market on shellac 
is about the same as last reported. There continues 
to be a limited demand and stocks are fairly good. 

We quote to retailers, f.o.b. Chicago: Pure white shellac 
(4-lb. goods), in gallon cans, $3.25 per gal. ; pure orange she! 
lac (4-Ib. goods), in gallon cans, $3.10 per gal. 

We quote to retailers, f.o.b. Chicago: English Venetian 

Dry Colors.—There has been no change in the price 
of dry colors and the market remains quiet. Indica- 
tions are that it will continue so indefinitely. 
red, in barrels, $2.50 to $4 per bbl.; gilders’ whiting, in bar- 
rels (barrels 50c. each), $2 to $2.75 per bbl.; plaster of paris, 
New York, in barrels, $3.75 per bbl. 





Boston Paint Market 


Office of HARDWARE AGE, 
Boston, March 8, 1919 

XHE volume of mixed paints selling from day to day 
g | is incre asing. according to most people handling 
There is, however, a great big field for improve- 
ment in this respect. But as one of the largest whole- 
sale houses here says: “Business has been so almighty 
quiet for so long that its aggregate to-day looks pretty 
good to us.” From most hardware concerns comes the 
report that the demand runs very largely to small con- 
tainers, although here and there a retailer is having 
some call for large cans. Naturally the retail hardware 
dealer is buying no more paint than absolutely obliged 
to, because he, like most everybody else, feels that 
there will be a downward revision in prices around 
April 1. Some of the wholesale salesmen out on the 
road have reported to home offices that certain paint 
manufacturers are offering stock at reduced prices, 
but as far as can be learned these reports are based 
purely on rumor. The stories, however, are believed 
to indicate the probable course of prices next month. 

And yet there are some of the wholesalers who feel 
that any reduction in prices should not come until 
after the spring buying movement is over. Their stand 


them. 


in New York March 10, 1919 


Brown, Spanish, hig 


500 Ib. up to 
grades, per ton. 


2000 Ib., ry 00@ 


ed Ser $11.70 @ Brown, Spanish, low 
2000 TH. up to BIMGES cccvcccvvcvess 16.00@ 
10,000 Tl. per Carmine, No, 40, bulk. 5.50@6.00 
100 ™. .....$11,.41 @ Green, Chrome, ordinary 
10,000 Ib. up to 8 @1h 
30,000 Ib., per Green, arg Light.35 @40 
100 Ib, $11.00 @— Medium ..cccccees 40 @50 
Carload, mini- Moteiie. Paint, to 
mum, 15 tons, Brown .cccccces "32.004 36.00 
per 100 Ib...$10.88 @ BS ctcacteneces - 1.00 @ 40.00 
Litharge, American, Ochre, Medium, # tor 
powdered, Steel 30. a 40.00 
Kegs, per 100 American, Golden, # ID. 
D pevbcenasue $13.00 @ 5 '@10 
500 Tb. up to 2000 Foreign, Golden, # I., 
Mi, tase ean $11.70 @ 5 @10 
2000 th. up to Breach .....+- - nominal 
10,000 I. $11.41 @ Orange, Mineral E nglish 
10,000 Th up to nominal 
80,000 ™., per French cha ees -nominal 
100 $11.00 @ American ... 13% @14% 
Carload, minimum Red, Indian : 
15 tons .......$10.88 @ American # 100.16 @ 44 


Red, Tuscan 22 @: 
Red, Venetian Y 100. th. au @ 8 
| 


Zine, Dry— Rose Pink ....... 9 @25 
. . Sienna, Itallan, burnt 
Red Seal (french oe @12% and powdered ... 7 @15 
Green $l, (French proc.) Burnt lump ....... 4 @ 6 
12% @12% Italian, Raw, pow- 
White Sl. (French proc.) COS cide iwaneen 6% @12 
American, Raw 2%@ 3 


13 @13% 
American Burnt and 


American Process he 
Powdered ....... 24%,@ 4 


% p. c. lead sulphate, Talc. French nominal 
9% @0% American. per ton $20.00@40.00 
10 p. c. lead sulphate 8% @9 Italian eorina 
20 p. c. lead sulphate. .9@9' Terra Alte, 
85 p. c. lend sulphate. 84%@8% . : 5 
French 100M. nominal 
Fnglish ......} 100. nominal 
Dry Colors— American, #@ 100 ™. No. 1, 
wm 1.25@ 
Black, Carbon Gas...14 @2h American, # 100 M. No. 2 
Black Rone nu @M12 1.00@ 
Black, Drop .5WYy@ Umber, Turkey, Burnt 
Black, Lamp ---15 @4n and Powdered ....54%@ 7 
Black, Ivory .16 @3o Raw and powdered nominal 
Mineral Blacks, }# ton turnt, American ....3%4@ 4 
25.00@45.00 Raw lumps nominal 
Blue, Celestial ooe12 @25 NN eee 3@ 3% 
Blue, Chinese .......80 @90 Yellow, Chrome, Pure.26 @ 
Blue, Prussian, Domestic, Oxide Red, powdered, 
80 @90 cnska ... -eeeee BH%™@ 4% 
Bine. Prussian Foreign nominal Vermillion, Quick Silver 
Blue, Soluble ....... 85 @o5 English ..........1.40@1.50 
Blue, Ultramarine ...12 @50 COPUNONO se cvcves ‘ nominal 
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Why Push Paint in 1919 
By Roy C. Sheeler, Adv. Mogr., 


John Lucas & Co., Ine. 

Tine year of 1919 promises to hold out to 
the energetic paint dealer the biggest op- 
portunity that has ever been presented. 

Now that all restrictions have been lifted from all 

sorts of business enterprises, including building 

and reconstruction in general, there is going to 
be a tremendous impetus given all classes of 
trade affiliated with such interests. 

In the aggregate an enormous amount of 
paints, varnishes, stains and enamels are used 
in conjunction with new buildings. The same 
holds true to an even greater extent with re- 
gard to the repainting of structures that have 
already been erected. Property owners as a rule 
have deferred necessary painting for the last 
three or four years. The time has now arrived 
when it is a matter of absolute necessity for 
buildings to be protected from continued ravages 
of the weather due to painting having been de- 
ferred. 

Paint not only beautifies but its main service 
is to protect and preserve. Individuals in gen- 
eral have more money to spend now than ever 
before in history. They will spend it for those 
materials that add to the happiness and livable- 
ness of the home life. 

With the proper kind of consistent effort the 
hardware dealer can capitalize largely on this 
latent demand which needs but to be developed. 
Paint manufacturers as a whole are lending 
every aid in assisting the dealer in obtaining 
more than his usual share of this business. All 
that is needed to make it the best and biggest 
paint year is co-operation and team work. 

















is based on the continued high cost of materials and 
labor and overhead charges in general. Now that 
house construction has begun to increase the paint trade 
is feeling decidedly more cheerful, and competition for 
new business is keener than it has been before in many 
months. During the past week there have been a 
number of changes in prices, most of them in the oil 
department. 

Brushes.—Manufacturers report a much improved de- 
mand for all styles of paint brushes, the trade evidently 
having made up its mind that prices will not be lower 
for some time. The great bulk of the buying is in small 
amounts, they say, although there have been some 
sizable orders received from the jobbing trade and espe- 
cially hardware houses. 

Dry Colors.—Local prices on Paris green have been 
marked down 5c. a pound, but other dry color quota- 
tions remain unchanged. Local concerns say there is 
a little more doing in dry colors, but that the market 
is very far from active. Stocks in most everybody’s 
hands throughout New England are believed to be 
small, and for that reason a brisk demand for goods 
later on is anticipated. 

Barrel Lots—Plaster of paris, $4 to $4.25 per bbl. ; whiting, 
commercial (bolted), 2c. Ib.; whiting, gilders, 24,c. per Ib 
dry zine (American), 20c. Ib.; lamp black, bulk, 15e. Ib. ; 
lamp Black, in 1-lb. packages, 1%c raw and burnt umber, 
8 to 12¢c. Ib.; raw sienna, 15e. Ib.; burnt sienna, 1l3c. to 15¢ 
Princes’ metallic brown, 34c.; yellow ochre, 3'4c., Venetian 
red, 2%c. Ib. 

Pound lots—Paris green, in 1-lb. pach 
\%-lb. packages, Sle. Ib.; 4-lb. packages, 
rine blue, 24¢. Ib. 

Glue.—The market on glue is quiet and unchanged. 
bonnet, 45¢e. Ib 


s, 50c. Ib in 
Ib.; ultrama- 








Glue, ground, 16c. Ib.; plate, 35e. Ib 


Lead.—The lead market is enjoying moderate activ- 
ity. Prices are very firm, the recent comeback in the 


pig lead market having helped sentiment in paint 
circles a great deal. 

White, in oil and dry, 12%4-lb. kegs, 13%4c. Ib: 25 and 
50-Ib. kegs, 13%4¢.; 100-lb. kegs and larger 3c for 500-Ib 
lots and over deduct 5 to 10 per cent Drv red lead and 
litharge. 1214-Ib. kegs, 131%4c. Ib.; 25 and 50-lb. kegs. 13% 
100-Ib. kegs and larger, 13c.; red lead in oil, 12%4-lb. keg 
l4c. Ib.: 25 and 50-lb. kegs, 13%c. Ib 100-Ib, kees and 
larger, 123%c. Ib. Orange mineral, 1214-lb. kegs, 13% ce. Ib 


25 and 50-lb 190-Ib. kegs and larger, 13446 


Oils.—There has been a reduction of 35c. a gallon 
in local lard oil prices. The demand for this product 
is quiet, but the paint trade believes it should improve 
now that the price has been knocked down. Denatured 
alcohol continues weak, the market here having de- 
clined an additional 2c. a gallon since last reports, 
bringing the price down to below 50c. Neatsfoot oil 


kegs, 13M%c.; 
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has slumped 0c. a gallon and sperm 40c. The linseed 
oil market is more active than it has been before in 
some time, and prices are very strong. A rumor has 
been going the rounds of Boston to the effect that 
England was to come into the American market for 
large quantities of raw linseed oil, but so far as is 
known the story is without foundation. England has, 
however, been buying quantities of flaxseed in South 
America. Turpentine is selling more readily than it 
was a week or so ago. 

Castor oil quotations largely nominal; cylinder oil, 50c. gal. 
gasoline, 50 gal. or more, 25 My gal : 
more, 124%c. gal.; lard oil, $1.80 gal alcohol, denatured 
48c. gal.; wood, $1.40 gal.; linseed, raw, in barrel lot , $1.58 
gal.; in 10-gal. lots, $1.63; in 5-gal. lots, $1.65: in 1 gal. lots, 


kerosene, 50 gal. or 


$1.68 ; boiled, in barrel lots, $1.65 to $1.68 gal neatsfoot, 
$1.85 gal.; sperm, $2.30 gal.; paraffin, 35c. gal.; tloor oils, 50¢ 
gal.; turpentine, 7s5c. gal. in barrel lots; in 10-gal. lot 3, S3c 


in 5-gal. lots, 85c.; in 1-gal. lots, S8e 


Shellac.—The shellac market appears to have quieted 
down somewhat, but its undertone is barely steady, 
and in some quarters it is anticipated that there will 
be a further downward revision in local quotations for 
gums. The recent drop in prices has had a tendency 
to check rather than encourage buying. : 

Shellac gums (small quantities), D. C. (orange), tc. Ib 
Vv. S. O., 70c. Ib; T. No 60 Ib bleached white 
75e. Ib 

Sundries.—A further drop of %c. a pound in the 
best grades of putty is noted. Putty is moving in fairly 
large volume, especially to the retail hardware trade. 
Paint removers are in demand and firm in price. 


hella 


Putty (best) in 125-Ilb. drums, Te. Ib commercial putt 
(in drums), 5'c.; paraffin wax, in 225°lb. cases, 118-20 melt 
ing, nominal; 128-25 melting, 11% Ib.; 128-30 melting 
12'4¢ paro, in 100-Ib. cases, 14e. Ib Paint removers, $ ( 
list. 

Varnishes.—Varnishes are beginning to show some 


signs of life, but the market is considerably quieter 
than the mixed paint. 


Twin Cities Paint Market 


Minneapoli ind St. Paul, March 7, 1919 
‘ae is no question but what paint is going to sell 

this season. The number of inquiries for price 
and estimates on paint jobs is increasing rapidly and 
the sale of lesser quantities and amounts necessary to 
redecorate old houses is not diminishing. Interior 
finishes and auto enamels are moving very nicely, with 
the prospect of the continuance of good business along 
this line for some time to come. The campaign which 
is being staged in Minneapolis particularly, for the 
purchasing and owning of homes, has a good effect 
along building trades and painting lines. With the 
return of so many people in the paint trade lines to 
private life there will be sufficient labor to do the work, 
and this is one factor that has prevented painting to 
some extent in the last two years. With all conditions 
shaping themselves there is undoubtedly a good season 
ahead of us. 

Mixed Paint.—Of course, there is no change in the 
price of mixed paint, as there is little demand due to the 
season for any great quantity of it excepting in small 
size packages. : 
Ready mixed paint at 





We quote from local jobbing stock 
$3.35 to $3.40 per gallon for first grade Second grade at 
2.15 to $2.50 per gallon; metallic paint in red, per pound 


at 2 to 2% 

Turpentine.—There has been a decline on the market 
in turpentine and calls still remain at a low point. 
There seems to be sufficient stock on hand to meet all 


cents 


demands. 

We quote from local jobbing stocks Turpentine barre? 
lots at 79'4c¢ per gallon 

Linseed Oil.—There has been no change for many 


weeks in the price of linseed oil. Sales are at a low 
point at present, but there is prospect of good demand 
in the future. 

We quote from local jobbing 
barrel lots af $1.63 per gallon 

Denatured Alcohol.—Due perhaps to the low 
sumption of this product during the winter there has 
been a very decided drop in price. Quotations are way 


toceks Boiled linseed ¢ in 


con 


helow anything that have been given out for a long 
time. 
We quote from local tobbing stoel Denatured | rn 


barrel lot at fA per gallon 
White Lead.—There seems to be no prosnect of any 
further change in the white lead market. Sales are light 
and in smal] quantities. 
We quote from local tobb'ng stocks 
kegs at $13 per ecwt. with the usual differe 
package and quantity 


White lead in 1600-1 
ntial for size of 





Publicity for the Retailer 





Paints, Pencil Sharpeners and Peppery Selling Talk—Study Your Paint 
Sales Talk for Advertising Pointers That Will Pull 


By Burt J. PARIS 


Now Paint Comes Into Its Own 


No. 1 (2 cols. x 9 in.). 


HE painting season is upon us. The fine air 
T of spring reminds everyone of the first duty 

of the new season—to clean up. Clean-up 
weeks will be announced with periodic regularity 
from now on. 

Here is a paint ad from E. L. Durkee & Co., 
Gloversville, N. Y., which features a local Clean-up 
Week. The copy used in this ad is general in nature 
and it is written with an idea of boosting paint for 
every purpose. In this regard the ad is very well 


handled. 


1—Paint for Clean-up Week. 





| BrightenUpAmerica! 





THIS CLEAN-UP WEEK 
MEANS MUCH TO YOU 


When you see this picture, remember it is the 
symbol of a country-wide movement rather than the 
mark of a specific product. Man and Nature are join- 
ing hands to make America a brighter place in which 


to 1 
° “’“BRING US YOUR PAINTING PROBLEM 


t. DURKEE &. 


HARDWARE, 
13 North Main St. 




















The cut is snappy and the make-up of the ad very 
readable. Paint manufacturers are noted for hav- 
ing a fine line of advertising cuts for dealer use and 
we would advise every hardware man now, at the 
outset of the season, to get in touch with his manu- 
facturers and get some new and snappy cuts with 
which to start his paint campaign. 





G22 Paint Up 
To Beautify your Home Clean-Up and 
Paint-Up with 


NESOTA Pay 

P Gos B ay I's 

ta we 870. 
NESOTA LINSELD 

de Me U.S Pat 





Be sure that the paint you use this Spring is ground in pure Lin- 
seed Oil. It's the most vital ingredient in GOOD paint. It penetrates 


into the wood as no other oil can—absolutely prevents decay. 










M TA PAINTS are ready fof the brush. They are acien- 
tifieally mi 2y machinery. Spread over a greater surface. Resist 
the actior sun, rain and the variations in temperature. 


MINNESOTA FLAT INTERIOR PAINT. THE IDEAL 
FLAT FINISH FOR YOUR-WALLS AND INSIDE USE 


For Your Floors or Interior Apply 


SHERWIN WILLIAMS VARNISHES 


Mar-not Rexpar 


For floors For all exterior 


Scar-not 


For interior 


“A Special Paint For Every Paintable Surface” 


Neighborhood Improvement is Home 


Improvement Multiplied 


F. J. Rosenwald & Son 


BELLINGHAM, MINNESOTA 











2—Featuring Paint for Every Purpose. 


Paints for Every Job 
No. 2 (2 cols. x 8 in.). 


T= ad, sent us by F. J. Rosenwald & Son, 
Bellingham, Minn., is an announcement that 
gets down to details. The copy on the quality 
of the paint is well written. Note that stress is 
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laid on the linseed oil content and the fact that 
scientific mixing by machinery insures quality and 
greater spreading surface. 

This ad features outside paint as well as interior 
flats and floor varnish. We would talk up floor var- 
nish particularly strong, as this is the time when 
floors, stairways, etc., are scraped down and revar- 
nished for the spring and summer. Note that this 
ad, while not directly featuring a “Clean Up and 
Paint Up” week, nevertheless brings in the point of 
neighborhood improvement. Don’t forget this in 
all your paint ads. 


Pencil Sharpeners 


No. 3 (1 col. x 4 in.). 


i? is really remarkable the vogue that the pencil 
sharpener has attained in the home. When these 
time-saving devices were first introduced, they were 


found only in 

offices and even 

ANINON)’ then not in the 

: majority of of- 
QUALITY HARDWARECA fices. 

A geet IFT AND A hn Of a sudden a 

ARTICLE FOR THE PENCIL USER strong demand 

Chicago Pencil for the pencil 


sharpener arose 
in the home, and 
to-day the way 
these handy ar- 
ticles are selling 
to the man on 
the street is as- 
tonishing. At 
last Christmas 
time it was 
practically im- 


Sharpeners 





Saves time and sharpens pencils ° 
without making any dirt.. Attaches to possible to ob- 
desk, table or wall. Finely nickeled tai newest 
Works quickly and easily. A practical ain certain pop- 
and helpful gift. Order today, as the ar ‘ : 7 
upply is limited we makes of 
Snar Ts. 

Regular 85 Postage _— peners 

$1.00 & 5e extra The hardware 


kach one 


SHANNON 


81€ Chestnut St., Phila. 
Closing Hour 6 P. M. 


man is. taking 
notice of this 
growing de- 
mand, and we 
have been re- 
ceiving some 
good pencil- 
sharpener talk. 
Here is an ad used by Shannon, Philadelphia, and 
it contains some good copy on sharpeners. 


packed in Xmas oox 











—Boost Pencil Sharpeners. 


Seasonable Publicity 
No. 4 (2 cols. x 4 in.). 


WE ave noticed a growing tendency among mer- 
chants in the hardware field to take advan- 
tage of holidays and seasons in their publicity. 
Here is Chas. H. Turner of Albany, N. Y., with a 
Washington’s Birthday ad, which he makes a reason 
for offering a special discount of 20 per cent on all 
articles displayed in one of his windows. 

Mr. Turner’s ad is also a mighty good tie-up to 
his window. That’s a good scheme for centering 
interest in one of your windows. Try it. 


Another Tennessee Broadside 
No. 5 (3 cols. x 10 in.). 
H. J. NELSON of the Tennessee Hardware Com- 
pany, Humboldt, Tenn., sent us this peppery 
talk on “going ahead.” This is just the kind of 
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4—A Holiday 


Ad and Sales Offer. 














WASHINGTON 


“First in War, First In Peaco, First 
in the Hearts of His Countrymen.” 

The approaching anniversary of the 
Father of His Country needs no special 
celebration to perpetuate His Memory, 
but all should in their own way glorify 
the occasion as befits each individual 
or unit, hence if wo srgnalize the sea 
son commercially {t will tn a measure 
be justified. 

Therefore we propose to offer some 
one hundred per cent pr rd at 
eighty per cent prices a 
tention to our East 
displayed Artistic Nickel 2 
Goods viz: Chafing Dishes, Casser 
Percolators, Tea and Coffee 
marked with our regular prices fr | 
which will be deflucted twenty per i} 
and this special sale will ih \] | 

regular | 
| 
}} 
| 



























hold until March Ist when 
prices will be restored. 

The advisability of early attention fo } 
this is suggested, i 


CHAS. H. TURNER [R& 
Hardware ie 

















The point 
big jobs 


ginger talk a whole lot of people need. 
about letting those we have hired for the 


take care of them is mighty well taken. It is fitting 
and proper to take an interest in public affairs, but 
many folks have been so busy with the League of 
Nations, Prohibition, etc., that they haven’t had 
time to attend to their own affairs. The world is 
not going to the bow-wows, and the most durable 


peace possible is bound to be made; so, as the ad 
says, let us “turn a hand to help,” that peace-time 
conditions may once again obtain in the land. 
Talk. 


5 “Kull Steam Ahead” 














LET’S SAW WOOD 
AND SAY NOTHING 











What's the use of our spending if time spectulating a 
the advisability of increasing of the taxes to meet our War Debt 
or how Mr. Wilson will settle the final terms of peace in Ft 
or how we must rid America of the Bolst 
of our commodities are declini faster than e thir 
to buy this year Our advi deas wil i net 
problethns. Do we not haver employee k after t 
things and who spend their terms i the 1 
wherefores for us and they have been very t arth 
ing the best of opportunities as they present themse 
have been just fiddlin’ around t Yt 
pessimistic mood, fully expecting to ’ 

year and let the trust dictate f 
J d take everything we ear ’ 
words nothing but hard time ahead of u ! 
ir own accord by just waiting and talking aboutit I 
ber that Nero Fiddled while Rome bur He 1 ' 
hand to help so when he was through he was left all by himself 

Prices are still high and will continue high for some time 
from the reports we are able to secure Of course, there w t ' 
lecline but so slow we wont realize it ifwe wait to buy until price 
have reac hed the botton In the end we will have less than we 


wonderful opportunities confronting us 
and remember that Optimism lead 


» Defeat 


have now. We have 
why not take hold of each one 


to Victory and Passimism leads t 


We want you to come and see our line of Farming 
and Machinery We have most anything in the latest improved 
line for making money Quality always pays and we sel 
that. {[ you have never traded with us ask your ne 
you about how fair and square they have found us 


Respectfully 


Tennessee Hardware Co. 
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Congress Adjourns 


(Continued from page 100) 


10 to 5 per cent in the tax on their goods. By half a 
dozen trains the manufacturers of sporting goods, fire- 
arms, ammunition, etc., poured in, insisting upon amend- 
ments repealing the taxes on their specialties. 

Then Chairman Simmons threw up his hands, declar- 
ing that to make any of the desired changes would 
necessitate sending the bill back to the House for con- 
currence. 


Repealers Gave Up the Fight 


HIS was .Monday noon, with but twenty-four hours 

of the session left. Everybody knew that no inde- 
pendent measure could survive reference to a confer- 
ence committee, so the representatives of all the special 
interests who had journeyed to Washington bought 
return tickets and went home sadder but wiser men. 

The joint resolution was finally lost in the shuffle in 
the closing hours, and did not even come to a vote in 
the Senate. In the new Congress, whenever it reas- 
sembles, the work will have to be done over again, but 
there will be this important difference in the situation: 
with unlimited time ahead it will be possible to amend 
the joint resolution and put into it many things besides 
the repeal of Section 904. 

This means that there is an excellent chance for the 
striking out of the tax provisions relating to sporting 
goods, firearms, ammunition, hunting knives and other 
special imposts which were originally written into the 
bill when we were at war, but for which there is now 
no real demand on the part of the custodians of the 
Treasury. 


Saved the Daylight Saving Law 


; a business men of the country rose up in their 
might and knocked the everlasting daylights out 
of the rider on the agricultural appropriation bill pro- 
posing the repeal of the daylight-saving law. Farmer 
Corntossel, who succeeded in having this rider placed 
on the big agricultural measure because he said he 
didn’t like to get his feet wet walking around with the 
dew on the grass, got his just exactly where Mary wore 
her beads. 

Senator Calder, the framer of the daylight-saving 
law, who declared in advance that he would talk the 
agricultural appropriation bill to death before he would 
permit the rider to pass, was saved the trouble. A 
score of Senators were prepared to assist him, and 
recognizing the futility of attempting to put the rider 
through, Chairman Gore of the Senate Committee on 
Agriculture yielded the point and agreed to withdraw 
the obnoxious provision. 

The withdrawal of the rider came too late, however, 
the legislative congestion being so acute that the lead- 
ers could not pull the big bill out of the hole, and it 
died with the session. Hundreds of the special activities 
of the Department of Agriculture in the interest of the 
farming community, including the distribution of free 
seeds and plants, the investigation of animal diseases 
and the pursuit of countless pestiferous pests preying 
upon peaches, pears, plums, potatoes and peanuts will 
all be halted on July 1 unless Congress in the meantime 
is called in extra session. 

He will be a brave man who starts another raid on 
the daylight-saving law. Mr. Corntossel, please take 
notice! 


Federal Employment Service Abolished 


fie knockout of the sundry civil bill puts the Fed- 
eral Employment Service of the Department of 
Labor out of business at a critical time. All patriotic 
citizens will regret this fact, for the Service has been 
doing great work in stabilizing labor conditions and in 
providing an almost automatic distribution of workers 
in accordance with the demand. 

The mustering out of four million soldiers and the 
closing down of hundreds of munition factories have 
already produced a big surplus of labor that is causing 
no little uneasiness not only among public men, but 
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among the more thoughtful of the industrial leaders 
of the country. Putting the Employment Service out 
of commission just when it was most needed is exceed- 
ingly unfortunate and cannot but render the labor 
situation more acute than ever. 

The men in charge of this work have had no sinecure. 
The work was started without chart or compass, for 
there were no precedents for anything like so compre- 
hensive a handling of the !abor problem, but splendid 
results have been obtained and it will be a sad day 
both for the employers as well as the workers of the 
country when this big shop closes. 


Maddened by Questionnaires 


ea —- member of the staff of the Employ- 
ment Service who asserts that several of his col- 
leagues have gone crazy under the heavy pressure of 
work imposed upon them, has made public what he 
declares to be a typical questionnaire filled out by an 
applicant applying to the Service for employment. This 
gem is as follows: 


“Q. Born? A. Yes; once. 
“Q. Nativity? A. Baptist. 
“Q. Married or single? A. Have been both. 
“Q. Parents alive yet? A. Not yet. 

“Q. Hair? A. Thin. 

“Q. Voice? A. Weak. 

“Q. Healthy? A. Sometimes. 

“Q. Previous experience? A. No. 

“Q. Where? A. Different places. 

“Q. Business? A. Rotten. 

“Q. Salary expected? A. More. 

“Q. Drink? A. Not in dry states. 

“Q. Why do you want job? A. Wife won’t work any 
more.” 


This is hardly a fair sample of what the Employment 
Service has been up against. Nine hundred and ninety- 
nine out of a thousand of the applicants for employment 
have been serious-minded chaps, used to hard work, 
and asking only for a steady job and a chance to make 
good. 


Plenty of Teeth in Prohibition Regulations 


FIND a good deal of misapprehension in the minds 

of the public concerning the situation resulting from 
the failure of Congress to pass the Barkley bill provid- 
ing machinery for enforcing wartime prohibition when 
the President’s proclamation making the country bone 
dry goes into effect on July 1. A good many people 
seem to think that the failure of this legislation will 
mean that the country will stay wet, in spots, at least. 

To those who regret the coming wide area of aridity 
I can only say that the failure of the Barkley bill means 
merely that, instead of having special machinery to 
enforce the terms of the proclamation, the Internal 
Revenue Bureau will have to tackle the job in addition 
to policing the income tax and a thousand and one other 
tasks. The country will go dry just the same on July 1. 


A Prohibition Wheeze 


ye this connection Representative Carlin, of Virginia, 
chairman of the subcommittee handling the Barkley 
bill, is credited with perpetrating a wheeze that the 
vaudeville stage has been prompt to utilize. 

Addressing his committee colleague, Representative 
Volstead, of Minnesota, while hearings on the Barkley 
bill were in progress, he asked: 

“When will the first of July be the last of August?” 

Mr. Volstead, who is very fond of minstrel shows, re- 
plied according to the formula of the black-faced inter- 
locutor: 

“IT give it up. When will the first of July be the last 
of August, Mr. Bones?” 

“Over in Baltimore,” responded the propounder of 
the conundrum, “there is a man who keeps a beer 
saloon and whose name is August. The first of July 
will be the last of August.” 


And then the committee adjourned. 


(Reading Matter Continues on Page 120) 
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STANLEY. 
Screen Door Hardware 


BIG period of construction already 
has begun. Your customers will 





spend money this year for comforts 
and conveniences they have not considered 
during the war. At the first signs of spring 
they will be wanting screens in their doors 
and windows. Be ready for them. 

The STANLEY line of Screen Door Hardware 
will exactly fill the bill; complete, handsome, of 
the noted STANLEY Quality in every item and 
designed especially to make the hanging and re 
moving ot screen doors as easy as possible 
There's good money in this branch of your busi 


ness. 


Catalog mailed on request—write for it today 


The Stanley Works 


TRADE New Britain, Conn., U. S.A. RADE 


(Sw) New York: 100 Lafayette Street (sw ) 
\ y, 


Chicago: 73 East Lake Street 


Vw 
MARK MARK 























‘‘Liberty’’ Home. Safe 


A fire and burglarproof home safe 
called the “Liberty,” which sells at 
an extremely low price and which 
gives the needed protection for every 
family, is being manufactured by the 
Lazarus Mfg. Company, 792 Prospect 
Avenue, Cleveland, Ohio. The device 
is considered ideal for the safe keep- 
ing of Liberty bonds, money, jewelry, 
valuable papers, etc. 


LIBERTY SAFE 








0 FLO" 








ATTACHMENTS 
FASTENING F 


a 


AY 


The “Liberty” practical home 


safe 


The safe is beautifully japanned 
with a gold blended color design, has 
a spacious interior of 11 x 10 in., and 


when bolted to the floor or wall it is 
thief proof and is as solid as the 
foundation. It is an all metal safe 
built with double steel walls lined 


with asbestos. 


Coal and Gas Range 


The Globe Stove & Range Company 
of Kokomo, Ind., has introduced a dou- 
ble service pure gray cast iron coal 
and gas range known as the “Perfect” 
Globe. It is built in two styles, plain 
and full nickel. 

The coal the “Perfect” 
(Globe has the same hot blast coal fire 
box, the same oven flues and the same 
baking oven as are used in regular 
Globe coal ranges, The oven bottom is 
a solid plate; there are no openings, 
no dampers, no draft slides, no wells 
in or through the oven bottom. The 
gas cooking section is separate from 
the coal section. 

The burners are conveniently ar- 
ranged along the front and right end 


section of 


























The “Perfect” Globe double service coal 


and gas range 


of the top. It is not necessary to 
reach over one burner to use the other, 
a feature of safety the housewife will 
appreciate. The burners are _ not 
crowded. White enameled removable 
drip pans are placed under the burn- 
ers in the full nickel range. 

The range burns either natural or 
artificial gas. In burning natural gas 
thorough ventilation is nrovided. The 
gas-saving burners, with adjustable 
valves, secure’ against varying gas 
pressures. The range is full silver 
nickel trimmed, has a white porcelain 
warming oven, a concealed smoke pipe, 
a polished mirror top, aluminized gas 
top and burners, white porcelain drip 
pans, an oven thermometer and a 
cushion porcelain panel oven door. 


Detroit Gasoline Torch 

The Detroit Torch & Mfg. Com- 
pany of Detroit, Mich., is featuring 
its No. 2 Detroit quart gasoline torch, 
illustrated below. 





The Detroit quart gasoline torch No 
The tank is made of a high quality 

spun brass, reinforced at the top in 

such a manner that the burner, it is 


Reading matter continues on page 





claimed, will sustain a dead weight 
of over 200 lb. This tank is equipped 
with a wire handle, which is always 
cool, and a one-piece tapered burner 
of a special design embodying the pre 
heating feature which produces, it is 
advised, the hottest and most power 
ful flame possible in connection with 
a gasoline torch. The pump in the 
tank is one of a simple construction 
However, it is strong and will pro- 
duce adequate pressure with very 
little effort on the part of the oper 
ator. All parts of these torches are 
thoroughly inspected by experienced 
torch men, and the torches are actu- 
ally tested in operation before they 
leave the factory. The Benjamin §S 
Alder Company of 30 Warren Street 
New York City, acts as eastern sales 
agent for the above company. 


Acme Tractor Paint 


Acme Quality tractor paint, put out 
by the Acme White Lead & Color 
Works of Detroit, Mich., is made 
especially to meet the demands of the 
up-to-date farmer for a paint suitable 
for farm machinery. It is especially 


recommended for tractors, stationary 
motors and the various implements. 


painys ..s 
ng “ACME — 
“QUALITY ~~ 


avai 5 
aemist? 





lemme Quality tractor paimt 

It is offered in attractive colors a: 
used by the leading tractor manu 
facturers, which makes it especialls 
desirable for refinishing and “touching 
up” repairs and for painting an 
finishing accessories which may 
added to the farmer’s original equ!p 
ment from time to time. 
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RICHARDS- WILCOX 
Center | SLIDING DOOR HANGERS 








for garages, barns, warehouses, factories, 

H homes, sliding partitions in schools, 

un churches, halls, etc., and similar installa- 
tions. 


PLUMB PERFECTLY WITH THE BUILDER’S NEEDS BE- 
CAUSE THE DOORS HANG DIRECTLY IN THE CENTER 
OF GRAVITY. 
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From a mechanical standpoint the perfect 
design for a door hanger is the center-hung 
type—used in R-W No. 31 type of trolley 
track, 


The four hanger wheels run in the two 
smooth runways in the track. From the exact 
center of the two axles, which connect the four 
wheels, a pendant suspends, to which the 
aprons which hold the doors are attached, and 
the load is thus suspended from the exact cen- 
ter of the hanger. 


Write for R-W No. 16 General catalog of 
center-hung sliding door hangers and other 
products. 





———_—} 
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RichardsWilcox Manufacturing (0 





i a\CHARDs los ANGELES. AurorRA, ILuinois, USA. prmanuaruin 
‘ WILCOX palpee Richards-Wilcox Canadian Co.,.Ltd,London ,Ont. peeps 





A hanger for any door that slides 





























Gemco Bumper 


The Gemco spring-channel bumper 
with its universal hook-on brackets 
attaches to all standard cars at the 
front and a number can bé fitted in 
the rear. Splash-pan and_ fender 
aprons extending to the very end of 
the chassis frames do not interfere. 
Any car owner can attach it in a very 
few minutes. The bumper is made 
with steel spring brackets that are 
most effectively resistant in case of 
a collision, and are reversibly uni- 
versal in their attachment. For in- 
stance, to secure the brackets to the 
chassis frame, the two forged hooks 
of each may either ke both fastened 














The Gemco spring channel bumper 


on the lower flange of the chassis 
frame or may both be fastened to the 
upper flange, and again, when revers- 
ing the brackets, viz., putting the one 
for the right side to the left, and 
vice versa, also at the same time 
turning the brackets upside down, 
the one hook will attach to the upper 
flange while the other rigidly clings 
to the lower. These different methods 
of attaching insure an application to 
every kind of standard car frame. 
The forward ends of the brackets se- 
curely support the 2-in. channel bar 
by a strong yoke, which cannot 
loosen, become disconnected or rattle. 
The complete result is an attractive, 
substantial and universally attach- 
able equipment that is indestructible 
and able, the maker asserts, to with- 
stand collisions repeatedly. 


The bumper is designed by the 
Gemeco Mfg. Company, Milwaukee, 
Wis. 


‘*Gas Drops”’ 

“Gas Drops” is the name of a new 
liquid compound brought out by the 
National Gas Company of St. Paul, 
Minn., and Chicago, IIl., which, it is 


Reading matter continues on page 


stated, when put into gasoline causes 
a war on the globules, breaking them 
up into millions more, thereby giving 
a better combustion, more mileage 
and less carbon. To increase the 
motor efficiency, the concern advises 
using one “Gas Drop” to each five 
gallons of gasoline, but if troubled 
with carbon use two “Gas Drops” to 
each five gallons of gasoline until the 
carbon is removed. The liquid com- 
pound is fully guaranteed to give 
proper results. 


‘‘Parabolight’’ Lens 


The Zorger Lens Company, Cham- 
paign, Ill., is marketing a headlight 
lens known as the ‘“Parabolight,” 
which has two dominating features: 
First, it forms with the bulb in center 
focus, two half cones of light which 
fit exactly into each other giving, it 
is asserted, a great volume of ground 
light, an intensified side light, and a 
driving distance of 500 ft. Second, it 
is further advised that it produces 


with the bulb either forward or back 
of the center a spot light beam with 
1000 ft. 


a distance of besides a 










The “Paraboltight™ lens 


powerful ground light. This is easily 
obtained by simply pushing the bulb 
forward or back of the center one- 
eighth of an inch. The lens has a 
smooth exterior and a distinctive ap- 
pearance, and is constructed so as to 
prevent turning of the lens in the 
headlamp. It also complies with the 
various State laws, which say that 
the undiffused or glaring light shall 
not rise higher than 42 in. at 75 ft. 





More Powers Specialties 


The Powers Mfg. Company, Water- 
loo, Iowa, has lately added a few 
more specialties to its line of automo- 
bile textile products. Among them is 
a robe rail pocket and also a fender 
protector. The robe rail pocket fur. 
nishes a place for everything, and is 
freely accessible at all times, which 
completes the pleasure and satisfac- 
tion of owning an automobile. It is 
made of good artificial leather, neatly 





rail pocket 


The Powers robe 


bound all around with artificial 
leather binding, double stitched, and 
has good snap buttons on each pocket 
and reinforced web straps on back to 
hang to the robe rail. The size is 
18 in. by 24 in. with a 3 in. gusset. 
Powers fender protectors and covers 
are designed for use in repair shops 
and garages to protect the front fen- 


The Powers fender 


protector 


ders and running boards of cars from 
being scratched or nicked by tools 
which mechanics invariably lay upon 
them; also used as seat covers in re- 
pair shops from coming in contact 
with the upholstery or seat covers of 
acar. These covers are not made to 
fit closely at all, but are simply used 
to throw over the seats or fenders, 
and are large enough to protect any 
car. 
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SIGN OF THE \N 
EAPING DOLPHIN \ 


Build Prosperity 
on the Confidence 
of Anglers. 


OUR tackle-selling success will 

be in direct proportion to the 
confidence inspired in anglers by 
the goods you offer. Satisfy them 
and they will come back, bringing 
their friends. Disappoint them once 
and their trade goes elsewhere. 

Under the circumstances, the 
BEST tackle is the only SAFE tackle 
for you to handle—and the Abbey & 
Imbrie line has been the market's 
best for 99 years. 

It is highest in quality and work 
manship, broadest in variety, surest 
in buyer satisfaction and, therefore, 
the biggest producer of profitable 
business for you. 

The new Abbey & Imbrie catalog. 
the most complete and helpful 
book prepared for anglers and the 
trade, is now ready. Write for 
your copy. 


Abbey & ImbDbrie 


Division of Baker, Murray &[Imbrie, Inc. 


15-17 Warren;St. New York 





Notes of the Retail Hardware Trade 


LANTON, ALA.—C. F. Jones has purchased the 

stock of J. D. Martin in the Clanton Hardware 
Company, Inc., and the name of the concern has been 
changed to the Jones Hardware Company. 

BATESVILLE, ARK —The Erwin-Craig Hardware Com- 
pany has been incorporated with a capital stock of 
$15,000 to deal in automobile accessories, baseball 
roods, bathroom fixtures, belting and packing, bicycles, 
buggy whips, builders’ hardware, building paper, chil- 
iren’s vehicles, churns, crockery and glass, cutlery, dairy 
supplies, dog collars, dynamite, electrical household spe- 
cialties, fishing tackle, galvanized and tin sheets, gasoline 
engines, hammocks and tents, harness, heating stoves, 
heavy farm implements, heavy hardware, home bar- 
bers’ supplies, kitchen housefurnishings, lubricating 
oils, mechanics’ tools, paints, oils, varnishes and glass, 
plumbing department, poultry supplies, prepared roof- 
ing, pumps, ranges and cook stoves, refrigerators, sew- 
ing machines, shelf hardware, silverware, sporting 
voods, wagons, buggies and washing machines. The 
incorporators are John G. Erwin, C. P. Forecythe and 
EK. O. Craig. Catalogs requested. 

PINE Buiurr, ARK.—W. D. Ross has purchased an 
interest in the J. F. West Hardware Company, 901-903 
Main Street, which conducts both a wholesale and 
retail business. A line of automobile accessories has 
recently been added. Catalogs requested on the fol- 
lowing items: Autemobile accessories, buggy whips, 
builders’ hardware, building paper, churns, crockery 
and glass, cutlery, dairy supplies, fishing tackle, fur- 
naces, galvanized and tin sheets, harness, heating 
stoves, heavy farm implements, heavy hardware, home 
barbers’ supplies, kitchen housefurnishings, lubricat- 
ing oils, mechanics’ tools, paints, oils, varnishes and 
glass, prepared roofing, pumps, ranges and cook stoves, 
refrigerators, shelf hardware and sporting goods. 

FREDERICTON, NEW BRUNSWICK, CANADA.—James S. 
Neill & Sons, Ltd., 636-642 Queen Street, have opened 
a toy department, and request catalogs. 

SHELLEY, IpAHO.—The Graham Boyle Hardware 
Company has been incorporated to deal in automobile 
accessories, baseball goods, belting and packing, bi- 
cycles, buggy whips, builders’ hardware, building paper, 
children vehicles, churns, cream separators, crockery 
and glass, cutlery, dairy supplies, dog collars, fishing 
tackle, furnaces, furniture department, galvanized and 
tin sheets, gasoline engines, hammocks and tents, heat- 
ing stoves, heavy hardware, iron beds, kitchen cab- 
inets, kitchen housefurnishings, linoleum, lubricating 
oils; mechanics’ tools, paints, oils, varnishes and glass, 
poultry supplies, prepared roofing, pumps, ranges and 
cook stoves, refrigerators, shelf hardware, silverware, 
sporting goods and washing machines. The capital 
stock is $50,000. 

SipNgEy, Inu.—Bruhn & Kracht are purchasers of 
the stock of G. D. Boone. 
FLORA, IND.—E. M. 

business. 

MULBERRY, IND —The Rossville Hardware Company 
has recently been incorporated by Nevin Burkhalter, 
Wallace Flannigan, Elis Booher and W. A. Moon. The 
capital stock is $15,000. The company’s stock will 
consist of the following, on which catalogs are re- 
quested: Belting and packing, bicycles, buggy whips, 
builders’ hardware, building paper, children’s vehicles, 
churns, cream separators, cutlery, dairy supplies, elec- 
trical household specialties, fishing tackle, furnaces, 
gasoline engines, harness, heating stoves, heavy farm 
implements, heavy hardware lubricating oils, me- 
chanics’ tools, paints, oils, varnishes and glass, poultry 
supplies, prepared roofing, pumps, ranges and cook 
stoves, refrigerators, sewing machines, shelf hardware, 
silverware, sporting goods, wagons, buggies and wash- 
ing machines. 

Hoyt, Kan.—F. F. Waters, successor to Jacob 
Howald, requests catalogs on automobile accessories, 
buggy whips, builders’ hardware, children’s vehicles, 
churns, cream separators, crockery and glass, cutlery, 


Eikenberry has discontinued 


dairy supplies, dog collars, dynamite, electrical house- 
hold specialties, fishing tackle, furnaces, furniture de- 
partment, galvanized and tin sheets, gasoline engines, 
hammocks and tents, harness, heating stoves, heavy 
farm implements, heavy hardware, home barbers’ sup- 
plies, kitchen cabinets, kitchen housefurnishings, lino- 
leum, lubricating oils, mechanics’ tools, paints, oils, 
varnishes and glass, plumbing department, poultry 
supplies, pumps, ranges and cook stoves, refrigerators, 
sewing machines, shelf hardware, silverware, sporting 
goods, tin shop, wagons, buggies and washing machines. 

Des MoINnEs, Iowa.—C. J. Griffin, 1518 Twentieth 
Street, has discontinued business. 

Leso, KAN.—Lewis & Kirkham request catalogs on 
a general line of hardware and implements. 

MINNEAPOLIS, MINN —Edward Hildebrand has pur- 
chased the stock of the Camden Hardware & Furniture 
Company at 4166 Washington Avenue North. New 
floor cases have been installed, and catalogs are re- 
quested on automobile accessories, baseball goods, 
crockery and glass, mechanics’ tools, hammocks and 
tents, crockery and glass, washing machines, etc. 

PERLEY, MINN.—John Lee has disposed of his inter- 
est in the hardware store here to S. J. Larson. Hogan- 
son & Larson is the new firm name. 

BuTLeR, Mo.—D. O. Deacon has bought the stock of 
Miss J. D. Deacon. 

ARNOLD, Nes.—Long & Stockham have sold their 
stock to Downing & Downing, who will carry both a 
wholesale and retail stock of the following, on which 
catalogs are requested: Automobile accessories, base- 
ball goods, belting and packing, bicycles, buggy whips, 
builders’ hardware, children’s vehicles, churns, cutlery, 
dairy supplies, dog collars, electrical household special- 
ties, fishing tackle, furnaces, furniture department, 
gaivanized and tin sheets, heating stoves, heavy hard- 
ware, home barbers’ supplies, iron beds, kitchen cab- 
inets, kitchen housefurnishings, linoleum, lubricating 
oils, mechanics’ tools, oil cloth, paints, oils, varnishes 
and glass, poultry supplies, prepared roofing, ranges 
and cook stoves, refrigerators, sewing machines, shelf 
hardware, silverware, sporting goods and washing ma- 
chines. 

FULLERTON, NEB—The J. E. 
stock has been sold. 

RIVERTON, Nes.—J. E. Morris has disposed of his 
stock to R. E. Henderson & Son. Catalogs requested 
on washing machines. 

VALENTINE, NeB.—J. W. Yeast & Sons have pur- 
chased the Bivens Kelley hardware stock and con- 
solidated it with their own. 

LINDSAY, NgeB.—W. H. Deegan has moved to a new 
building which he recently purchased. 

PLAINVIEW, NeB.—Fritz Buckendahl, owner of the 
stock of H. C. Brees, requests catalogs on heavy farm 
implements. 

BROOKLYN, N. Y.—C. M. Eggerth, 620 De Kalb Ave- 
nue, has discontinued business. 

Inion, N. Y.—R. F. Watkins has disposed of his in- 
terest in the Ilion Hardware Company to Jay Brackett, 
senior member of the firm. 

NewsurcH, N. Y.—The store building occupied by 
the Lawson Hardware Company at 69 Water Street 
has been purchased by the company, and its capita! 
stock increased from $30,000 to $60,000. The concern 
does both a wholesale and retail business. 

BoyNToN, OKLA—C. W. and Carmi Allred have 
bought the hardware, implenient and furniture stock 
of J. W. Crawford and H. L. Wine. The Allred Hard 
ware Company will be the firm name. 

Maup, OkiaA.—The Warren-Smith Hardware Com- 
pany has been incorporated by Kib H. Warren, Harry 
A. P. Smith and H. L. Hendrix to deal in automobile 
accessories, baseball goods, bathroom fixtures, belting 
and packing, bicycles, buggy whips, builders’ hard- 
ware, building paper, children’s vehicles, churns, cream 
separators, crockery and glass, cutlery, dairy supplies, 





Kreidler hardware 
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Table Cutlery and Silverware, Coffee Urns, 
Tea Balls, Tea Pots, Chafing Dishes, Electric 
Grills, Vacuum Pitchers, Casseroles, Toasters, 
etc. All these are graceful in design, superior 


in material and construction. 
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For the 
Kitch ere 


Make hard work easy and get better results 
by using the UNIVERSAL Food Chopper. 
Mayonnaise Mixer, Bread Maker, Coffee Per- 
colator, Tea Ball Tea Pot, Electric Iron, Elec 
tric Waffle Iron and Kitchen Cutlery. Use this 
UNIVERSAL line of Home Needs and make 


your kitchen work a pleasure. 


Made to meet 
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Home 
Service 
Re a 


Pe has 





onsumer 
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For 


Office, School , Motor Car; Motel or Camp 


Many practical everyday uses in keeping 
feod or drinks hot or cold make the UNI- 
VERSAL Bottle a dispenser of comfort that 
nowadays we can ill afford to do without. Our 
line consists of Vacuum Bottles, Lunch Boxes, 
Motor Sets, Pocket Cutlery, Scissors, Shears 


and Tourists’ Electric Irons. 
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LANDERS: +FRARY S- CLARK 


Sacre e 
Prof it 
Requirements 
oO f the 


Dealer 








—+~ ~~. 


CONNECTICL 
For the 
oudoir 


Our useful electric line of Home Needs for 
the Boudoir consisting of Electric Heating Pads, 
Irons, Vacuum Jug, Immersion 
Heater, Milk Warmer, Radiator Heater, Hot 


Water Bottle, are constantly in demand by to 


Curling 


day's housewife. 
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When the 
Judgment Day 


Arrives for Tires 


OST motorists depend 

on their speedometers 
to gauge the merits of their 
tires. When a tire has run 
its course and the Judgment 
Day arrives, your custo- 
mers know its value—and 
you stand to win or lose on 
the relentless decision. 


If you’re selling Diamonds, well 
and good—Diamonds have the 
reputation of piling up 5,000, 6,000 
and 8,000 miles regularly. You 
can count on repeat sales. 


In fact, it’s a joy to sell Diamonds, 
because of their consistently good 
quality, moderate price, and our 
reputation for fairness with cus- 
tomers and dealers. 


Diamonds Are a Good Proposition — 


Ask Your Hardware Jobber 


THE DIAMOND RUBBER CO. 


Incorporated 


AKRON, OHIO 
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Hardware Dealers 
Like Blackstone Tires 


Since we began advertising Blackstone Tires 
in the hardware papers a gratifying number of 
dealers have taken the franchise to sell Black- 
stone Tires. 


Already we are receiving reports from these 
dealers of how well they like Blackstones and 
how general is the satisfaction given to motor- 
ists by these tires. 


The time has been too short, of course, for the 
long wearing qualities of Blackstones to prove 
themselves in the case of dealers who have just 
taken the line on, but dealers all report that car 
owners admire the appearance of the tire, its 
resistance to skidding and its strong construc- 
tion. 


We would be glad to hear from other hard- 
ware dealers who want to sell a tire they can 
tie to because it will always make good for 
them. 


Blackstone Tires are made for The Knight 
Tire and Rubber Company, Canton, Ohio 


Communicate with your jobber or write 
direct to General Manager of Sales, The 
Republic Rubber Corporation, Youngs- 
town, Ohio. 


~h. 


The Republic Rubber Corporation 


Youngstown and 
Canton, Ohio 
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“DUO” CORD TIRES follow the best practice of finest cord tire con 
struction and are not excelled by any cord tire on the market. Their 
easy riding qualities freedom from blowouts and saving of gasoline 
make them the coming —the satisfactory.—and the truly economical 
tire. The owner who once uses “Cords” never goes back to “Fabrics.” 


FORD SIZE DUO-CORDS bring Cord tires to that great majority 


who own medium sized cars and with a price no higher than fabric tires 


of same guarantee. 

BIG SIZED DUO-CORDS cost less than their actual measurement over 
size in Fabric tires of same guarantee. In brief, the tire merchant today 
WHO HASN'T a GOOD CORD LINE (no matter what fabric tires he 
is handling) is missing the best and most rapidly growing part of the 
owner's tire demand. 
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Both ““DUO” Cord and “XTRA-PLI” 
Fabric Tires Are Built With 


(A) MORE STRENGTH in the tire body insured by the use of one more ply ot 


fabric (or corresponding plies of cord) in each sized tire 


(B) MORE RUBBER in, around and between the fabric or cord this being an 


important new development which insures exceptional hold together ability 


(C) MORE WEAR in the tread because of the wonderfully tough “Vulco” cure 


and of the Rib-Grip tread, presenting 25°; more raised or wear surface 


The Result—lIs a Tire You'll Like, and Be Glad to Tie To 


INDIANA 





7500 miles—-CORDS on Ford Cars 


Under this inspection brand tires 
6000 miles—-CORDS—-other sizes 


carry the GUARANTEE. 


5000 miles FABRICS all s zes 
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TO THE TIRE TRADE 


Double Fabric Tires (both Cord and Fabric) are priced more than right 
parison—both to the owner and to the trade. 


WRITE US TODAY if you would like to connect with a lire line in which quality will nes 
be sacrificed—a line that is growing steadily and that will satisfy both you and your customers 


THE DOUBLE FABRIC TIRE CO., Cept. 9, Aubirn. Ind 


by every fair com 











Our Brazil Rubber Inner Tube is the best tube we know of (96% Pure Para and 4% Sulphur) 


only about that of ordinary tubes 








130 


REVISED, MARCH 6, 1919 


NTU W 


ee 13, fais 





Current Hardware Prices 


GENERAL GOODS-—Goods which are made by more tha 
manufacturer are printed in /tatics, The prices named rep 
those obtuinable by the fair retail Hardware trade. Very 


orders and broken packages often command higher prices, 
lower prices are usucliy given to larger buyers. 


n one 
resent 
small 
while 


retail* trade. 
able for large lots. 
STANDARD LISTS 


Contains the list prices of many leading goods. 


On some goods slightly lower prices are obtain- 


AND DIRECTORY OF MANUFACTURERS, 


It is pub- 


lished in loose-leaf form and is kept up-to-date by a monthly 




































































subscription service, 472 pages, 7 x 10 inches, Price, $7.50. 

F SPECIAL GOODS—Quotations printed in small type (Roman) ADDITIONS AND COMRBCEIONS. The trade are requested 

F relate to goods of particular manufacturers who request” the to suggest any improvements with a view to rendering these 

i publication gO or aioe named and are responsible for their gGuotutions as correct and us useful as possible to Retail Hard- 

t correctness, They usually represent the prices to the uverage ware Merchants, 

= : E 

iri | iil iii ma | 

: j Gimiet Bits— | BELLS—Cow— BORING TOOLS—Automat: 

Aoususters—sBtind— (See Gimiets and Gsmiet Bits.) Wrought Cow Beils.. .3U% | Millers Falls, No, 3, per doz., $14.28; 

ll. B. Ives Co.: | Hollow Augers— Hand— No. 4, $18.03; No. 45, $18.69. 
Blind and Cassone was: ics so Bonney Jl’at., per aus...$5.50@$6.00| Polished Brass .......++..List net | BOAES mitre 2 

Superior Spring Hinge Co. : | Machine Bits— WHEE MEE. iysscivevenlalt +S ennings Me ccesccses sau 
Casement adjusters sete 25% | Russell Jennings Mtg. Co....... 356° [Nickel Plated es . List 1 54 Millers Bails, New Laugdon, size |, 

Window Stop— | Lebanon Machine Co, ; Swiss EES : 10 6.23; Langdon Acme, size 1. 
ae a ee ee 33's Yo Combination Point ...........! 10 % ais “M athe mT nla Acai ashe ake. o 9.14; New Langdon, =e. size 

ives’ Stop Bead Screws aud Wash NEE GE ip.535 0k 05 00 0606 06 > sainies epee * | CES SSW Eee eee ais 7.20 
eed as cache itaiedaiecore. 33) Dae hacia Dapiece —_ Frond ore aaine hae »>5& Siva Snelt— 

ADZES— llall, No. 1 Adjustable, 3 in — GND SCHOO. «602022 00+ 2+: 498) 4. H. Green Co. 

Carpenters’, Kings, per doz.. .$24.20 $iv.sz [47h . Gongs, Brass and sei) | Intere oo able Locked Soraee ; 

Ghd, Labped sou san ov0eioes00% $28.42 Hall, No. 2 Adjustable, 3 in 1, eT RR List 204 | Nos. each 1, 15¢; 2, 1 3, 

L. & 1. J. White Co.: 0.52 Be ee A | SENET. 0% 20¢; 4, 26¢; 5, 40¢; 7, Ste; 

“ship, lipped, 4% to 5 in. Hall, No. 3 Adjustable, 3 in 1, BELT DRESSING— _ | a, 29¢; 23, 81¢; 24, 40¢; 25, 

cut, 4% doz, lots, per doz. . $40.35 $21.72 See Dressing Beit, BRACES. ceva ne sil ities se 
Ship, plain, 4 to 4% in. cut, Iwan Bros.; , ¥ BELTING—Leather— C Ball 3.20 

% doz, lots, per doz.....$31.05 Post Hole, 3 in, to 9 in...... 35% | From No. 1 Oak Tanned Butts. ommon Ball .....6.0+ $3.20 $5.00 
4% to S in. cut....sceveee $34.16] Post Hole, 10 in, to 16 in....35% | Belting, Ex. Hvy., 18 02.........35% P. 8. & W.: 

ANCHORS— Hercules, per doz.......... $16.50] Belting, Heavy, ih oe 40% Sweep. tase in. 8 10 12 

Parker Supply Oo.% Perfection, per doz......... 16.00 Belting, Medium, 1414 os... ieee Samson Per dozen 
Screw Anchors 75&10 % Split Hdle. Diggers, per doz. 14.00] 35, a r Seen ee ae eae Series $39.70 $40 

ANTI-RATTLERS— Ship Augers and Bits—- felting, Light, I3 02..... tates Series 7000.. 32.23 

\INTI- = peo t ; \v op | DECOnd Quality, SidOS. cc ceree Series 5000.. 31.24 

Wernald Mfg. Co. Burton Anti- Ship Augers up to 8/8ths..List, Net . 4e “ep ne 
pay ‘ : : Shoulders, Belting... 50 & 104 Series 5300.. Py i 
Rattlers, % doz. pairs, Nos. 1, NT anno he Bake pe Mais + 10 peer pe Belt 5 ey 1. Series 3900 18.5 
$1.25; 2. si. 10 ; 8, $1.00; 4,|/Ship Bits up to and including oulders, Belting, 2nd qua -OUp ~ ae 

1.75: 6, 16/loths. .List, Net, Laryer.. +10; |C™t Leather Lacing, Strictly Series 3400.. 17 40 
Pernald quik: Shifter, 7 doz. C. E. Jennings & Co. : No. 1 SEP EPR re ee rie 45 SRACKETS— 
MUN a5 oreo eeneee S2.50@83.00 |" Coktommedlen’s cso wccaec net| Leather Lacing Sides, per sq. — Mfg. Co. ; " 
Safety Quick-Sbifter, | ¢ doz WMIMIRIE Ee Fosse’ saci se 10% | ft Kaw Hide, No. 1, im sides | hte wroe’ Steel 2202/2" 134 
Agagg hp PRN ET NE AO ete 2.25 @ $2.75 Watrous, above 1 in...... List, Net| 17 sq. ft. and over.....+- 48&504] Grgn'y Folding racket 30% 
—_ Door Anti-Rattlers, as Lebanon Machine Co.: Under 17 sq. fF. ee eecereee .. 42¢ Me Kinney wro’t Steel. tia 10% 
doz, pulrs ......+--- fe: eee A 2 Err esr 60% Ruboer— Stanley’s No. 792 

A meus ee per dog. prs.$33.00 | Snell Mig. To. ; Competition (Low Grade)...... Stanley's Folding No. 794..... 

Cree Ape oa raed aa a Some Ship Augers, Blk. ‘Twist. 10% New List 50&10«|R. & E. Wrought Shell. 

seul tr Ferris & Co st ¢ ‘ | Solka Center sae teat “List, Ne Standard ........./ Vew List 40&10¢| Vaughan & Bushnell Mfg. Co. : 

: ° ¢ Co.. Star, CR ee eee 30% | t Gree’. isevie scl New List 354 o. 22 V. & B. ratchet, per dozen, 
W doz., $15.00 | oye NN ta cities aba glum pases ete 30% es $22.00. 
Imported— |AUTO TIRE PROTECTOR— | BELTS— = 

Peter Wright & Sons, ®# Ib. 80 to beg Automobile Accessories Co, : Woodworth Mfg. Corp.: BRAKE SHOES 
349 Ib. 22¢; 350 to 600 Ib,..22%¢ Insyde Tyres 50% | Ne- Stretch Fan, for 1916 Ford, amson Mfg. Co. : ; 

+ 22¢5 Z t cr 50% ’ Unlined, for Ford Car, per pair. 5¢ 
Anvil, Vise and Drill : AXE ee me Ee ES DOD S60 8.8 4.99108 6 Lined, for Ford Car, per pair. .70¢ 

Millers Falls Co., ea......... $32.47| Single Bit, base weights, unhandled: No- Streich Fan, for 1917, Ford, Goodrich-Lenhart Mfg. Co.: 

APRONS—Blacksmith’s— er dos each ... se eee enn 2B Good ich Ford Brake Shoe : 

n : B rich rd Brake Shoes, 1 & 

Livingston-Cooper Corp. : Pernt COURAY icc anaiedeaes-s $15.00 LOCKS—Tackle— . 2 p. ¢., Unlined, ea, per set. .Sv¢ 
Leather, Star Brand, Livingston] Second Ouality $14.50 Common WOOGER v:606:00Waencsnekon L ined, pe per set wRe 

‘ ¢ Y scvevcccvece - ‘ 5 2 SE Gibecanccececes 5¢ 

ae Lot aay cept | Double Bit, base weights: Patent ...... TT aac “evi L e Thermoid Lining, ea. 28 

ee asi fa. sasha P POCEE CIMRIED 6 oc ae sacsursee 2 1.50 a ver tl ee 50 \ 39 

List 10% | Sec oe Ouskits : : Athol Machine Co. : i ort Rival, ea. per => 

dium and Heavy, Mule . | Extra for handl cay es) ee Drill Blocks .. Pee net MEE ceavesecessens eee 1.25 ' 88 
List 10% | “Reten Qunhe stg BOLTS—Anchor— BROILERS— 

AUGERS AND orte— ; ; Al a lad ae a at Ankyra Mfg. Company: Wire Goods Co. 

Ordinary Double Spur........ 50% Nee ri rr Ankyra Anchor Bolts rere 100% Broilers, ecinanes cooccccees -B0% 

A a Pat., Bright... 16959 ve Bs sBrAieieseube ei aiminao/#/ SiS ilps eae <4 —s rt —_ yy | re 20% shuniene eoccccese 10% 
lack ip or Blu Ara 404 Ft SET E eee 3.75 | Parker Supply Co.: — 

Bonan ion h. sued... .. 40@ 406 0% }Marble Arms & Mfg. Co.: - Anchor Bolts or Screw An: "hors. Whiting-Adams Co. : 

Car Bits, 12-in. twist. 2 AES Safety, Hunting No. 2) Met. VE > ; T5K10% Good, Rd. Paint. ...ecce00. 20% 

Conn, Valley Mtg Co.: Hdle., per doz........ $33.00 So | Star Expansion Bolt Co.: MOGHIM, PRINCE cccevccccece 

i v capa o- | Hickory, Nos. 5 and 6, ea. per Sebco Screw Anchor.........50% (jood, Varnis apes 
Wright's Jennings .......- 25% | | : , TSN seecesccceens si 
Wright's Solid Center. . Se eens $19.80 Carriage, Machine, &c.— Medium, Varnish ....6606 .80K5% 
Conn, Valley Blue Twist. Camp, No. 9, Hickory recat | Common Carnage (cut thread): Good, Kalsomine ........ 1% 

WT. A: ives Site: Co. - ott oe. egg ree —— 20 a % x 6, and smaller. - dm se Kalsomine 
, Mephisto Se penry ne List Net mp, No. oy a Common Carriage (rolled thread) jood, Dusting ..... 

Y denotuee & Co | 16 in. or 20 in., per doz. rn ¥% x 6, and smaller.......... 4d tee gg acta | cara hemes 20% 
No. 10, ext. lip, standard list.25° . MMe é Larger or longer........20 & 5% 2000, oor ousehold,... . 20% 
: z F rf _N i = A . J 
Ro: 20, Sinadara Wet TB | Came, Ne. 28, Dole. Bit WEE } S| phitas Eagle, $400 lise dae] Medi, °" Floor ae ii 

Russell Jennings’ Standard “List. L. & 1. J. White: Bolt Ends, H. P. Nuts......2 Ss @ Sheneemas ee eceseeee ed 
achine Co. : “ve “Hand, 4 and 5 in, eut, per dos. Machine (cut thread): Warner’s Fountain, shaving 

Letanon Mashing ed % Twist a ee -. $17.40) 34 x 4, and smaller...........404 per doz, ...... Saw era ¢ $33.00 

25&10% Ships, 6 and 7 in. cut, per doz. ids Larger or longer........2 So & 54 Warner's Cream Cartridges 
No. 308 Cabinet Z% Twist... . .40% Vy doz, lots.......eeeeeee $34.79 Boor and Shutter— suman” per doz........ 2.80 
No. 0308 Liberty Finish, ..40&10% Wrought Steel U RS—Barn Door— 

Lebanon Machine Co.: | ALANCES—Spring— Barrel pn National Mfg. Co., No. 16 Barn Door 
No. 112 High Speed, Z Twist. .30% | Chatillon’s: ; sonal Ris Perv eeewes eo vee Bumpers, # dos............$1.80 
No. 118 High Speed Z% Twist, —_— a ~ Balances. .. He 7 ee ve cccecees oe-40%) BUTTS— 

26 0% Straign MIANCCEB ..++0% 4ist, « Hf 
No. 312 Cabinet Z Twist 20810% Circular Balances ........ 20% Barret Bennnt— eae Wrought ai Or -List + 7 
“- J ps on L > Di 1 SACL OPT eae: oOo” ee ce . 
Ne, +1308. Finished, Black, | 4 1. | Pes baw @ Wilcox Co. : eer ter List + 154 Light Narrow ........... ooeee AF 
~ low : oer KIO’. | NOS. 10 30 Spring Jap ..ccccccssseves 27144| Reversible and veneecanesenenet 
No. 2308 Bright, Hollow.....600; | Per gross. . . .$16.60 $27.00] Spring Neck ......00+eeee0e 0d 20 oan PIOPS -csseeeeeeess ane. é 
No. 3308 fin’s'd Shanks & Edges,| BALERS— Waste Paper-— ere a + nooc qth] LEE TOES vcccceces 1 25& 105 

Profile Brand .........60&100% | Davenport Mfg. Company: Brass: Barrel .scescevesesNet List| Chest Hinges ..... tee eeees 34 
No. 4308 Natural Twist, — Se k ° Balers, ‘”" 1, os: Spring ... ahead 254 Light, N BRONZE D 

“a sd ....... vs No. 2. $55; No. 3, $65; No, Spring Neck .scccccccececees .256| Light, Narrow, Loose Pin..List -}- 504 
3306 Profile Sets, en. . rt) ¢- 3, Open Top, $69; No, 4, Ives’ Mortise Door ) 33.14 % Light, Narrow, Leose Pin, Ball 71p, 

Pe er Solid Center... . -BO&10¢ co — No. 4, Open Top, Ives’ Wrought Door {‘******’ 3 Te per doz. pair, 

Progressive Mfg. Co.: | < . eac ~ Expansion— 1% 2 2y%, 3 31% 4m 

: yeretuce sate Rene s ene nk ete 25% gst 2, — = gage Ankyra Mfg. Company: $1.80 2.15 240 2.80 3.00 s 40 

112 : ac UTE LCC ee ET by hid] oe o PR = ° ep 4 : f % 

Pogh age 5 ces: Ga 4. ieee Ankyra Anchor Bete. eae 30% | Broad Don e. Balt {*., pl gl 

Bs Model, ‘ea., $18.00. aceon an Sig sp dill 2% 
Extra... 2... eee e eee eee eee 40 RARS—c ’ Parker Supply Co. | 27, 50 28. 50° 39.50 54sas 29 0 
Jennings — ae aee 2h ce Chain. 10 to 40 It Oe) eee 60% | 4" rd; 515 
ar — ‘ rowbars, 0 », Michine Rolt Type...... 4 5&1 0% | 
Russell Jennings Mfg. Co.......200% ; per lb. 8Y44@9'46 Meo & Star Expansion Bolts J 4 | 59.00 75.00 
Dowe! Bits— Pinch Bars, per lb......82@9'i¢9 Stove— ; Caces— Bird— ” 

Russell Jennings Mfg. Co.. 1 BASES—Porch— Nt ae re x1 “709 | 0. Tindemann & Co.: 

Lebanon Machine Co.: |S. Cheney & Son: Tire— 4 * oe 
No. 105 High Speed Z Twist | Zimmerman Patent ......List met) Common Tron ....ceceeee 2240 &5 | sopannee Canary ......Lst+45 , 
Dowel and ben ana Rime 25410 | BASKETS—Galvanized— Eagle ee P rent “Cages, aig Aviarie: ae. 10% 

Expancive Bits— Hal Mfg. Co. : \inericnn Serew Cont Sta aE: 

Conn. Vallew Mfe. Co.: Mall, 1 bu... per dos... ....6s. 17.52 z Sta‘ > » Ne <a OR O% 
Wright’s Patent ....0.s... .10% } Hall, 1% bu., per doz...... 20.04 we Aig gg od * bad ron CALIPERS AND DIVIDERS— 
Wright's Patent, Machine, : | BATTERY BOOSTER— th ia de ct x oo. 

‘ List 20% H pee ‘Se a eee $24.00] Ankyra Mfg. Company: Cite 9 Te 
ge Ps 56 60-5 be mien ee 38 %\R AMS—Scale— Ankyra Anchor Bolts......... Rot ce 

Cc. Jennings & Co., Arrow Head, — | Chatillon’s No, 1, List Sent, 25, 1918 pes Collapsing Tools. nye, | Blunt and Medium, 1 prong, per 
Pat chateshirvnsaun cee 16% %/} No. 1..200 300 400 600 1000 1b.| Parkeer Sunply Co: ke ge 2n 

New list, No. 1, $30.00; No. 2, |r a. $3.00 $3.75 $4.90 $7.10 $14.00 Toggle Bolts, No. 2.......... zo | Sharp, 1 prong, per 100 a $46.70 
$24.00 per doz, | Ko. 2 ROO t Toggle Bolts, 100 and 10b. 40% He 
Clark Pattern .......... ....40%|P. 8. & W., Star Expansion Bolt Co.: Blunt ge Medium, rs prong, per 

tussell Jennings Mfg. Co., % to List Sept. 25, 1918.. % Sebco Toggle ae. Heeeeawnee A ee Tree 7 

In., $24.00.............. 15% | Sargent & Co., RORERS—Riea— Remoz Me screw. pat. suivaied sSOe 

Pexto Clark Pattern......... 80&10% List Sept. 25, 1918. .25°¢ | Enterprise Mfg. Co............. 20% ' Removable, drive pat...cccccces 5 
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“BABY GIANTS" 


—offspring of the famous “Little Giants” 








per Set of 
4 Springs - 


THEY INSURE 


Safety and Silence of Brake Rod Joints. 

Less wear of Pins and Clevis. 

Tight Brake Rod Connection. 

Your Dealer Does or Will Be Selling Our Prod- 


ucts. If not, then write us direct. 

















LITTLE GIANTS” 


<— SPRINGS 














We 

lo - 
gh 5 ounces Inst: 

minute, Stalled jin one (1 


Insure Your Steering 


Stop All Rog Rattle 


K ©€p rods 


knuck] 
eee ' es and j; 
2 VINE’ perfect steering oe rigid, 
= rol, 
Geen For all Cars with 


F : Open-e 
ORD, MAXWELT ‘Doo rods 








er, 














« a Retail 75c. Per 


Pair 
ARROWS SHOW WHERE OUR BABIES GO. eee 


DEALERS NOTICE: 


Our Products are sold by more than 500 Leading Jobbers of the U. S. and Canada 
Over 200,000 pairs “Little Giants” sold during 1918. We are just shipping the first 
“Baby Giants” to Jobbers. We sell only to Jobbers. Order today from your Jobber 
Don’t Delay! 





panufactured 24 The American Auto Products Co. penver 





CHICAGO |i 
| 
4 
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Sharp, 1 prong, 100 Ib......... $7.20 Carpenters’ POC ETT gro., $1.25 

Detachable, Screw .......sccee. 154| Carpenters’ Whiite ...... gro., $1.10 

Detachable, Drive. .......00.. 1055% | CHECKS—Door— 

CARBOLA Russell & Erwin Mfg. Co.: 

Carbola Chemical Co.: RUSBWIN 2 ccccvosscceevces, 40% 
lrial Pkges., ea.. cobb ee bes 17¢ | Superior Spring Winge Co.; 
10 Ib, Pkges, per doz. . . - $8.00 Superior Screen Door........ 20% 
OE ee Sere erence 3.00 CHESTS—Tool— 

CARBON REMOVER— CC. E. Jennings & 


American Automobile Accessories Co. : 
Carbogor, gt. can, 
CARRIERS—Litter— 
Hunt, Helm & Ferris Co....... 25% 
CARTRIDGES—Metallic— 
F.0.B. Factory: 
Black Powder, 22 ‘Rim, 
Blank. 
32 Rim, $3.30 Blank......25% 
32 C. Fe $6.60 Blank.. 
8 C. F. $8.40 Blank...... 
B. B. Caps, Con. Ball, $2.63. .25% 
B. B. Caps, Round Ball $2.10.25% 
Rk. I’., .22 Short and 2 2 Long, | 
‘. ack and Lesmok........ 
R. F., .22 Long Sinnlglene. ce 
a ee 122 Long Kifle, Black, 
Lesmok and Smokeless... .25% 
.22 Short. 2. 


Smokeless, 2 
AM OCCCL Bt2O8o6.046.06 005-000 25% 
Cc, F. Pistol and Rifle plus. 25% 
Wilitary and Sporting plus. .25% 
eters Cartridge Co.: 
Bh. B. Caps, Semi-smokeless. 
«. B. Caps, Semi-smokeless. 
.22 Short Semi-smokeless... € 
Long, Semi-smokeless......25¢ 
° Long Rifle, Semi-smokeless..25°¢ 
C. F. Revolver & Rifle........6 25 ¢ 
‘ 


ono 





©. F. Military & Sporting...... 259 
All smokeless cartridges..... 25% 
CASEMENT STAY— 
Monarch Met: ’ Weather 
Monarch, ea, 
CASTER _ 
Bed eo 
Pilate 
Phil ladelphia 
eo a ee eee 
Danitle Caster Co. 5 
Faultless (Pivot Bearing). 
J. SR rere eee 
Glass (Insulator)........ 35@40% 
Leather Wheel 
Plate ...ccccssecvees ee 
Hiospital 
Schatz Mfg. Company : 
Acme Ball-bearing........... 30% 
M. B.S enol Co.: 


Strip Co.: 
$1 


1a as 
8 


Steel Gem, Iron Wheel, Pol... .30% 
Steel Gem, Iron Wheel, Unpol- 
SNS: <n 6:4 0! 0 =} w.0:8-% 5% 





Iron Gem, Nos, 437 & 637 45% 
Iron Gem, No. 837 and Larger, 
60% 
BOO 6.50% 50-0 bnd:b0.069eeeseens 35% 
CATCHERS—Grass— 
Specialty Mfg. Co. : 
Easy Emptying Nos. 1, 2, 164, 
sist + 5% 
Easy Emptying, Nos. 1G, 2, 9 
OMG BE oo0s.00.8-00:0:6.000%5 List Net 
Easy Emptying, : ; 
10G and 12G,.. 
Detachable, Nos. 
Nos. 20G, 21G, 





Penns yivs Anise “Lawn Mower Works: 


Golf Grass Catchers......... 25% 
Pa. Braun Grass Catchers... .25% 
CEMENT— 
L. W. Ferdinand & Co.: 
Linoleum, 20th Century, per gal 
$3.00 
CHAIN—Proof Coil— 
American Coil, Straight Lin 
Per 100 ib. 
3/16, $18.00; \4, $15.00; 5/16, $12.50 
44, $11.00; 7/16, $10.50; V2, $10.25 
%, $9.75; by, $9.50; 78, S9.25; I 
an., $9.00. 
Halter— 
Liberty Pattern: 
$/0 ta 6/0, GACl .cccvcsecsesecessae 
ee a |. Sy peenrremeretr 27 30% 
Jack— 

Coe OE a ere ey Ay 30% 
Re TE. vive cennanesaae 15% 
Pump— 

Gaivanized Pump Chain, per ft. 3¥%4¢ 
Safety— 

Safety, Brae’ ....00% peeeeoreae 25% 
Sash— 


Niagara Falls Meta! Stamping Works: 
Premax Steel Chain Plain or 
electroplated, Copper, Brass, 
Nickel or Zine....33' 3 % off list 
Parker Supply Oo..........List net 
CHAINS—Miscellaneous— 
Niagara Falls Metal Stamping Works: 
Premax Coil and Expansion Dog 


EN Ls pista, haw anise bwah oh eae Vet 
Rowe Calk & Chain Co.: 
Anti-Skid Presto-O-Grip for 
Secor TRUCKS: ss <cvcecea vied 5% 
Tire— 
Woodworth Mfg. Corp.: 
Size 
3%, Easyon, fits 3-3% in., 
PORE 226:60.0 560s eee toonw $2.67 
4%, ° Easyon, fits 4-4% in., 
OPER 5:5 cons 06 ain ce oe 5s 3.33 
5h, Easyon, “4 . 
DOP BOE cecccvccvcnvccvece 





Traces, Western Standard: 100 p» 
6\.— 8-2, Straight, with ring. .$76.00 
6'.—10-2, Straight, with ring. .$81.00 
NOTE.—Add 2¢ per pair for Hooke 
Twist Traces; add per gow for Nos. 2 
and 3, 2¢; No. 1, 3¢; No. 0, 4¢ to 
teed of Biraight Link. 
astern Standard Traces, 
Chain, etc. 
CHALK— 
Carpenters’ 


Wagon 
-20% 


ee 


-gro., $1.25 


Blue 





Machinist 
Householc 


s’, Er 
1 and 


Co.’s Carpenters’, 
upty 2 
toys’ 





Union Tool Chest Co.: 


Tool Chests, ea. 


AA; 10.40 


6.99 De 
Tool Che 


itd. 


sts, 8.12 


G Paneled. 
CHIMNEY TOPS— 


Iwan Bros.: 
Revolving 


Fqtd.; 5.46 


coccccceccce ce e40% 


CHISELS— 
Socket Framing and Firmer 


Indard 


Socket Framing 





ist 


Socket Firmer ......50 & 10 & 534 
C. EK. Jennings & Co. 
Socket Firmer Nos" 10 and 70, 
ist Net 
Socket Framing No, 15....... 15 
Pexto Socket, Firmer, Cabinet, 
Pocket, Butt .......+- 60K2% 
POMONA veccvcsectevecse List Rot 
i cage 
Tanged Firmer List Net 
c. bk. Jennings & Co., ‘Nos. “191, 181 
OW GOS. 6000 000055: 040-00 List Net 
rare pensc cures List Net 
CHURNS— 
Sturges & Burn Mfg. Company: 
Sturges Steel Churn, 
No. 1, 5 gal. each........ $5.60 
No. 2, 7 wal. GGGB sc. cies 2000 
No. 3, 10 gal. each..... T.S85 
No. 4, 15 gal. with pulley, 
ere tee ee 9.31 
No. 4%, 15 gal. with pulley, 
OE Keats coersss hens -10.45 
CLAMPS— 
\thel Machine Co, : 
Machinists’ and "Tool Makers’, 
List Net 
’. S. & W. Star: 
or Makers.....List + 30% 
Ht. Williams & Co.; 
“C” form Agrippa, Light Serv- 
ice, Tool Makers’ and Vulean, 


Machinist 
Strap, 
Here 


s’ Vulcan 
Vulcan 
Clamps, see 


10&10% 
- - LO&10% 
Cpecvecsonns 10&10% 
Llose Attachments. 


CLEANER—Automobile— 
k Co.: 


Crew, Levic 





BEISEORSOOR ccc vweesene 
Mistokleen refillers 
| errr re rere 3 
Automatic— 
Wite? Gite; 6. ;. GBs.<s908:840:000'% $22.50 
Iwan Bros. Orain— 
ROD 65-2554.45-c sac cuowa 40% 
Lawn— 
Pennsylvania Lawn Mower Works : 
Pa. Lawn Cleaner Rake... 20° 
CLEANING IMPLEMENTS— 
Marble Arms & Mfg. Co........ 80% 


CLEAVERS—Butchers— 
- & Chatillon Co. 


Foster Bros 


List 


Jan’y 1, 


1918, 20% 


CLIPPERS—Horse and Sheep— 
Chicago Flexible Shaft Co.: 


No. 2 Ct 


Stewart's 


Rearing Horse, 


Stewart's 


iicago 
Encl 


New 


Horse, each 
$14.00 
wed Gear Hall 
each. . .$9.75 
Model ‘Sheep , 





Shearing Machine, each te 
$14.00 ry 
Stewart Enclosed Gear Shear s 
ing Machine, No. 8 each 
$12.00 
Stewart Ball Bearing Enclosed 
fiear Sheep a Ma 
chine, No, 9 each $14.00 

CLIPS—Nali— 

il. ©, Cook Co.% 7 
Gem, per dog....... (ea 
Ansonia, per doz 338 

CLOTH—Emery— 


See Pape 
cOCKS— 


’. 


Brass Hardware dist: 


Plain Bib 


bs, 50 


Kerosene om Bes 


& 104; Globe, 45°54 


rl0%; Racking, 404. 


Liquor, YzG2¥44; bottling, 4 
cr2 2%. 
Compression Sy ee 50 & 5 
Lrou PeOLEUM 0006 ccscsncecvess 104 


COMPASSES, DIVIDERS, &c. i 
* 


Ordinary 
Marble 
Coat, 


Pocket, P 


Goods 
Arms & Mfg. 
nickel, per 


1 


ol. Br., per doz 
$13.20 and “$16 nu 
Pexto .....+++.- 


r doz., ) 
6.50 and $19.80 (es 


Coveoeese 83 '3 % 


CONDUCTOR Pire— 
Corrugated, Round or Square 


Galvanized 


Steel 


oa & 104 


Galvanized Charc oal iron NGiecee 304 
COPPEL cescccvcccvsecssesescvcd 254 


See also Esve 


Trougls. 


COOLERS—Water— 


“XXth 
hogany 


ALL W 
No. 16 Mahogany... 


ALL W 
No. 156a 
ALL W 
No 116a 


160 


‘entury’’ 


HITE 

Maho 
HIT 
Mahog 


IT 





No. 









guny... 


any. eve 





Mahogany ee $1 
ALL WH 





Note: These prices are without 
—. 
. & GU. Mfg. Co.: 





side 





salvani ail Lined, handles, 
i‘, 3 6 
Each $3.00 3.25 4.00 4.75 6.00 
White Knameled Lined, Side 
Handle Si 
Gal. 3 


4 8 
Each $5. 00 5. 50 7.00 9. 00 11.00 





COPPERS—Soldering— 
300 Ib. lots....e- seevceesse base 38¢ 
500 te HO 1D. .ceccccsecesecsesed 39¢ 
een thom JD i. vs dnsc0tes ness 10¢ 
CORD—Sash— 
Braided, Drab 
Braided White, 

No. 7, 6l¢; No. 8, O0¢. 
India Hemp, Braided ........ lb, 45¢ 


26@ 30¢ 
28 @ 32¢ 


India Hemp, Twisted.....1b. 
Patent India, Twisted so babs 
sraided, Nos. 8 to 12, % ID, 


Samson Cordage Works: 
Drab Cotton, 97¢; white, | 
Cotton, 88¢; Spot Cord, 88¢ o 

Massachusetts, white, = Ib 83¢ ra 

Massachusetts, drab, % Mm 91¢ 

Phoenix, White, Nos. 8 ro | 

TD o-orab av hawanes se eee eee 64¢ 

Silver Lake Co.: 

Braided Nos. 8 to 12 ine. 

Si:ver Lake A, per Ib. 

A White, 95¢; Drab, $1.00; Hemp, 
$1.15; Linen, $1.50; Eddystone 
white 78¢, 

Wire, Picture— 

Tinned, new list, 15 ft, 25 ft. 

COE: éccneathenweees P “one 

Brass, new list, 15 ft, 25 jt. 25 

6 COE soci ekmaweteas . - 6634% 

Turner & Stanton Co. Wire Picture 

E. H. Tate Mop & Cordage Co.: 


Wire Picture Cord, 


70% from Net List 
CORNERS— 
*. D. Kees Mfg. Co.: 

No. 6/0 Metal Bldg., per 1000.$14.10 
No. 4/0 Metal Bldg., per 1000, 12.50 
COTTERS—Spring— 

Spring cotters in packages.... 871% 


COUNTERSINKS— 
Cc. EB. Jennings & Co. 
Countersinks Nos. 001 & 002, % 
16 


CRANK RELEASE— 
Sandbo Ball Bearing... 

CRAYONS— 

White Round Crayons, Cases, 100 
gro., $8.00, $8.50, $9.00 and $10.00 
according to grade. 


Joseph Dixon Crucible Company: 


‘0 


25.30% 


No. 520, Red, per gro...... $10.80 
CRUSHER—I!ce— 
Alaska Freeger Co.: 

Toy Town, each.......++++.$4.00 
CUPS— 

Priming— 

Morgan Mfg. Co.: 

Priming Cups ..... oe ees 00&20% 
CULTIVATORS— 


Pull-Easy Mfg, Co.: 
P. E, C. Hand Cultivator, 
per doz., $12.00 


P. E. W. Wheel Oalivates, 


per doz., 34.00 
P. BE. J. 1 10 in. Hdle. Jr., 
per doz., 4.75 
Pp. B. J. 4 ft. Hele. Ir., 
per doz., 6.00 
CUTTERS— Glass— 
“rescent Co.: 


OCrescent No. 6..-cvcoscsocse 40% 
Fletcher, Terry Co.: 
Glass Cutters ..........80@50% 
Meat and Food— 
Enterprise : 






Noa 10 12 29 ~ 4 
Sach $2. '50 $4.25 $3. 75 $6.50 $8. 50 
25 @ 2&7 My 
Nos. 501 602 703 
Each $2.00 $2.25 $3.00 
80% 
Pr. 8. 2 W. ere: P dow 
Small, No. 
Family, No. ¢ 
Large Painily, 
Hotel, No. 47...ccrse eeccece 


Slaw— 
Binffton Slaw Cutter Co. : 
Rapid Slaw and Vegetable Cutter, 
No. 0, per doz. with metal box. 


$15.00; No. 1, per doz., $4.35 
No. 2, $2.50; No. 3, per doz.. 
$1.00. On Nos. 0, 1 and 2: 
extra 8% disc. in gross lots. 
Tobacco— 
Wrterpriag ..ccccces ipeae’ 25@30% 
DAMPERS— 
Parker Supply Co.: 
Damper quadrants........ List net 


ISPENSERS—Liquid Soap— 


Chas, Morrill Soapurn, ea, 
No. 1 wall, $4.00; No. 1 Jes 
slab, $5.00; No, 2. wall, [& 
$3.75; No. 2 slab, $4.75; S@ 


No. 3 wall, $3.50; No. 4 
wall, $2.50; No. 5, wall, 
$3.00; No. 5 slab, $4.00. 
DRESSING—Belt— 
Jobbers’ Mfg. Company: 
Blue Ribbon Stick, #@ Ib..... 80¢ 
Paste, 5 & 10 TM. cans, } ™. 30¢ 
Liquid in gal. cans, # gal. $3.00 
DRILLS AND DRILL 
STOCKS— 
Tet, De Siew sss 6:29 023% 504 
Twist, Taper and Straight Shank, 
; & 5st 








March 13, 1919 


Wire Gauge, Jobbers’, & R. S, 
Rey 3345 & 5 

Brace Drills for Wood..... 15&54 

MORChRt, PRPRSE'R coc cccess - 30% 


Brick. and Stone— 
Star Expansion Bolt Co 
Parker Supply Co........ 








DRIVERS—Screw— 
Crescent Co.: 
Se ar eee - 50% 
MLE ata cain bidaco se 0eeo oh 406 
Hyheld Mfg. Company 
lligh voltage E lectric fans... .25% 
M-B Tool Co.: : 
ee SST re 40% 
Marble Arms _ & Mrg. Co. : 
Vest Pkt, No. 246, per doz.. .$4,62 
Millers Falls, % doz., Nos. 11, 


12, $27.71; 20, $149 

21, $20.61; 41, 
Pexto Solbar 
oe ee ere eee 


DUMBWAITERS— 
Sedgwick Mach. Works: 
et Seny 1G, S086. 00 ccc. cc 20% 





$25.56; 42, 


E AVES TROUGH— 





Copper oe 
See also” Conductor 
we. 

ELBOWS AND SHOES— 

Galvanized Steel: 

Plain, Round and Corrugated, 
ge eee ere Ot 
Squares, all sizes to 6-in......504 

CORDES, GU S1BCS ic ccccicceccsecd 0% 

Ferdinand Dieckmann Co.: 
Plain Round and Round 

guted gal. steel. 

ZO Gauge .cccoses 

26 Gauge 

24 Gauge eoces 
Square Corrugated A, B 

tagon galy. steel, 

29 Gauge 

26 Gauge 

24 Gauge 


EMERY— 
“Sultan” Brand 
25-lb, and up, per lb... ] 
Ie 2D. (CONS, OOP CONS. o v0.6.0: 1.30 
SF 1D. CONS, PEF COM. oc cccces 70 
2D: COG, DOF CMe iccciuee BB 
ENGINES—Chemical— 
O. J. Childs Co.: 
Copper ‘Tank, 40 gal., 
$225. 00d $450.00 
Steel Tanks, 20 gal., ea 
$75. 00 to $100.00 
Steel Tanks, 40 gal., ea. 
$165.00@$ 400,00 


EXTINGUISHERS—Fire— 


Pipe and El. 


Corru- 











O. J. Childs Co. : 
Utica, ea. Of errr 25% 
Childs, em. $15.00......... 25% 


Nu-Ex Fire Appliance Co. : 
Nu-Ex Fire Killer, 1 doz. lots. .5% 
Nu-Ex Auto Extinguisher, 1 doz. 
Pe eee rr en eee 5% 
In lots of 50 or over 20%; 1 doz. 
lots 5%. 
EVYELETS— 


Solid head, per 1000............40¢ 


F asTENERS—Casement 
i. B. Ives Co.: 
Casement nccccccccccccocs 33) 
Cord and Weight— 
H. B. Ives Co.; 
Ives Patent tone were eee edly % 


Titan cccccccccccccccccs edd BM 
Corrugated— 
Acme Steel Goods Co.: 
Saw Edge reteee ee ee ween ns DOG 


Plain Edge ..... 
Cary Mfg. Co.: 

Saw Edge 

Piain Edge 
Stanley Works: 

Saw Edge 

Plain Edge 


FAUCETS— 
Cork Lined, Common, 404; 


erecceese es V0 





Best, 


Metallic Key, Leather Lined... an 
OM 6.66-0e ctr eeeeneece . 258 
Petroleum ........ 

John Sommer Faucet 
Diamond Lock 
Peerless Tin 

toss Tin Key 

Victor Metal Key........e-- 

Duplex Metal Key........ 

I, X. L. Cork Lined.......I. 

Reliable Cork Lined........ 10 

0. K, Cork Lined 

Chicago Cork Lined...... 4) 

Washington Red Cedar... .Li y 

Leader Butternut Key....List Net 











Enterprise Mfg. Co. : 

Enterprise, Self Measuring and 

Priming Pump, # doz., $120 ee 

5% 

FILES—Domestic— F 
Best Brands ....... TTR. 
Standard Brands .......4+. & 
Ce. EO ° -5ORT i 
BONED cbc crnseesonenee KO&T 14° 
Black Diamo ME wccccceccoccns 40% 
Deite Brand .nccccccevesese 80 
DOR TU na ccceccees List Net 
Delta Swiss Patte PR coes List 25% 
Fagle HOKkT I % 
Great Wentern ..ccccrccccest XT 1 % 
Kearney & Foot OKT 
McClellan .........cce0e + BORTH® 
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SEABREEZE FLA FEB 17 1919 


THE SILVEX COMPANY 
SOUTHBETHLEHEM PA 
MY PACKARD TWIN SIX SPECIAL SPEEDSTER BROKE ALL WORLD 
. BEACH RECORDS FROM ONE TO TWENTY MILES WITH THE SAME BETHLEHEM 
%” 8. A. BR. SPARK PLUG THAT 1! PUT IN MY MOTOR LAST MONDAY THEY NEVER MISSED ONE SHOT 
RALPH DE PALMA 


1211PM 





Another Beth- 


lehem Victory! 
Miami Beach, Fla., 
Feb. 17, 1919. 

Hoosier IV, owned by H. R. 
Duckwall, won regatta and 
broke records in half mile and 
twenty mile events. Speed 
Boat Hoosier IV is equipped 
with 150 H. P. Sterling motor, 
using Bethlehem Spark Plugs. 


THE SILVEX COMPANY 
Bethlehem Products Bethlehem, Pa. 


EK. H. Schwab, President 






































FILES—(Continued) 
McCaffrey Amer, Standard...... 50% 
McCaffrey Precision (Swiss 

Pattern) ....+-+«- .-List, net 

Nicholson ...cccccececeeccsers 0% 

Simonds Mfg. Co Eee eT 40% 

J. Barton Simith.......0-2e0e- 50 % 

Be, Bs Ths cn 6 6000000 00:00 92000090" 90% 


FIXTURES—Fire Door— 
tichards-Wilcox Mfg. Co.: | 





No. 102, Monarch A; 
Mutual ......--- cove 
Fusible Links, No. “96 
Grindstone— 
Vet Pri es : a 
Inch ae: li ly 21 
Per doz..$6.80 7.33 8.20 9.00 
FLAGS— 


Prismolite Co.% 
Whirly flags, an per % doz. oT 4 


Whirlflags, Auto. per doz. 
FOBS— 
Mealy Mfg. Co.: 

Bullet Fobs, per gro.....++.+- $18.00 

Military Khaki Sbevencns ec 00 
FRACTORS— 

Crew Levick Co....ececcseeeBO% 
FRAMES—Grindstone— 
Net Prices: 

fack .cces 15 19 

Per doz...$6.80 $7. ef $8.20 $9.00 


Athol Machine Co.: net prices 
Iron Grindstone Frames. List+20% 








FREEZERS—!Ice Cream— 
Alaska Freezer Co 
Alaska 4-qt., onch bien ees been 4 
North Star 4- -qt., each....... 2.95 
North Pole, all metal, 2 at, 
per doz, os oeene ocean 
Peerless Freezer Co 
Peerless, 4-qt., list, $5 -20..+- 30% 
Frezo, 4-qt., list, $4.70 .30% 
FUSE—Safety— 
Ensign Bickford Co.3 
ee eee 5.085 
Single ‘Tape 8. 
Double Tape : wa 
Beaver Brand $8.50 Be 
Charter Oak ....-cce0e0% $8.75 {5 
Anchor Brand ......+. $9.90 | 
Clover Brand ......+.. $9 40 | 
Keliable Gutta Percha. .$11.35 


Gates—Molasses and Olli-— 

Stebbins’ Patterm ...+..00+0++ O58 

GAUGES— 

Marking, Mortise, 

Athol Machine Co. ;: 
Depth, Screw _— List, net 
Center List, net 

ome ets AND “GIMLET 

BITS— 


Per Gro. 
Cub. oc cccscectd 40 
Nos. 1 to 10, 
Nos. ll & 12, $12.50. 
Singie Cut Gumiets Ass't fer 
Nail, Metal, No. 1, $4.00; 2, 
Spike, Metal, No. 1, $8.00; 
Nal, Wood Handled, ne i, 


4.50; 2, 
Wood voy 
1, $8.00; 2, $9.00 


CRCr ee oee 25& 10% 


Gimles its. 
Common 
German 


$10.80; 


Doi. 
Pattern, 


gro. 
$5.00 
2, $9.00 
$5.50 
Spike, 


auoses—aee—” 
Safety Wire Gas Globe Company: 
Protect-a-lite Inverted and 4 
right, per doz., $2.50 
Di) ee 
Provect a-lite Inne . Wire 
per doz., $1.20; per gross, 13°50 
GLUE— Cents per lb, 
CERNE 00.000 cenvenes . -25@40¢ 
Common RCE 15@20¢ 
Fish, liquid, bottles or cans, 
ra ith brush .. 
Fish, liquid, 50 isl 
per gallon ..... 
Foot Stock, White 
Foot Stock, Brown... 
Medium White 
Marine— 
W. Ferdinand & Co.: 
Marine, Jefferys, small cans, 
25% 
bulk, per ID. 
12¢ to 40¢ 
per gal...$4.65 


bbis. 
cee .$1.25@ $1.75 
ooeee D0@40¢ 
ooee L2@ase 
. -30@40¢ 


L. 


Marine, Jeffery's, 
Waterproof, liquid, 
GONGS—Steei— 
P. Wall Mfg. Supply Co. : 
Foet or liood, Street aaliow, 


Spring or Locomotive........ 50% 
GREASE—Axie— 
Common grade: 

1-lb. tins, per doz... 

14 Ib., pail, per doz 
Dixon's Everlasting, 10-™. pails, 

per Ib., 24¢; Ib, cans, 30¢; 

2 ib. caps, 26¢ per Ib, 
Automoblile— 

Crew Levick Co.: 
Grease in tubes 
Motor Oils 

A. W. Harris Oil Co.: 
Harris Trans, 

bbls., 15¢, and 4 
Ib., 16¢: 50 Ib. 
25 Ib. $4.70; 


- $1.60 
er $14.00 


Compound 
bbls., per 
tin, $8.75 
10 Ib. tin, 
Harris 
Transmission Grease, 
16¢ and % bbls., per 
17¢; 50 Ib. tin, $9.50; 
Ib. tin, $5.00; 10 Ib 
tin, $2.10; 5 ™. tin, $1.15 “op 
Motor Grease tone 20% 
GRILLS— 
American Electrical Heater Co. : 
Am. Beauty Table Grill, ea..— 
GRINDERS— 
American Grinder Mfg. 
List Aug. 1, 1918. 





$2.00; 5 ID tin. $1.12; 
Light 
bbis., 
Ib., 





Co.: 
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AMOTICAR 20s ciscccive occcce sb % 
List Aug. 1, 1918. 
Champion ..... coccccccecceedu 
Athol Machine * | 
Bench Grinders ....+es+++++20% 
Ss. Cheney & Son: 
eT occcccceell% 


Luther Grinder Mfg. "Cot 
Dimo-Grit: each 
No. 14 (Mechanic Special, 


) 
No. 15 (Mechanic™ Special, 


5M) 
No. 16 (Secbanie Special, 


175 Wie dieinder es 
51 (Best Made) 
63 (Farm Special, No. 


No. 
No. 
No. 





RRA— "7 
a= 
yr 





76 
No, 104 Multigear.. ++ $5.56 
No. 271 (Hummer). . $16.5 57 


No. 309 (Power Bene ry Grinder). 
$8.36 
No. 310 (Power Bench Grinder). 
10.90 


No. 86 Tool and Sickle. ..$5.34 
Star Spec, Mfg. Co., New List...40% 
Hyfield Mfg. Co.: 
Perfect Emery Wheel.........20% 
Wonder Electric .....ccccces 20% 
Wonder Bt. Power. .cccccsces 20% 
Valve— 
Frank Mossberg Company: 
For Fords, Nos. 606, 27¢; 607 
ee rr 32¢ 
M-B Tool Co.: 
M-B Valve Grinder, List per 
= | 1 a 
Guarde— 
Superior Spring Hinge Co,: 
POOR GORING. 2 oc ccccvene o000220% 


GUNS—Shot— 
Iver Johnson 
Champion Single Barrel, 


$10. 00 @ $13.00 


Hammerless Double Barrel. . $25.00 
Hacters AND TIES— 
Cow Ties, new list, per doz 
ist + 60% 
SOOO cnn scriverecseces List + 604 
Niagura Falls Metal Stamping Works; 
oy Halter, Special or Cow 
OB ccccerceccccccssesesces yet 
1D 7 Rugg & Co,;: 
one 


Web Halters oe 
Jute Rope Halters and ‘Ties; -- 25% 
Sisal Rope Halters and Ties.. 





Cotton Halters and Ties...... 25% 
Cotton Livery ‘Ties....... 0 ++20% 
Leather Halters .......... ++25% 

HAMMERS — Handled Ham- 
mers— 

Maydole new list: 
Blacksmiths’, Hand ........ + -80% 
OOOO 25% 
Farriers’, Driving List + 10% 
Machinists’ Ball Pein. 30@30&10% 
et, GE TO. cca ccvesesarens List 
Riveting ° wrrTreies +. wy. 
TUMMOLS ccccccccccescseccoes 214% 


Note.—For extreme Western states 
prices are approximately 5% higher. 
Pexto, Machinists .......List + 10% 
ty xto, Nail ... ..- List + 30&10% 

Vaughan & Bushnell Mfg. Co.: 

Vanadium Nail, per doz. .$15.00 


No, % V. & B., per dozen. 11.50 
Brick— 
Wm. Rose & Bros.: 
Crucible Steel with 
hdls 
NO, 1% ooeeees+ $15.00 
NO. BD s0eeesesss 15.70 
ee Pre 16.38 





Scutches i 13.75 
Heavy Hammers and Sledges— 
Ib 


2 to § 
Over 5 Wis onccsccccecs sc Ktle 
}§ 
a 


Magnetic— 
A. R. Robertson: 
‘Horseshoe Magnet"” tack 
0¢@$2.00 
Billposters .. re ett tt 50 
HANDLES— 


Agricultural Tool— 


ATE srvonrockerrreceveses List + 204 

ELS ee ry List + 15% 

Hoe, Rake, Spade, Fork, Shovel, 
Bes Maw LE oocscusasesacn 15% 


liso net prices of axe handles under 
aves 
Cross-Cut Saw— 
CR ccitinds cdchawede oao List, net 
Mechanics’ Tool 
luger, assorted . ..gro., $3.50@$4.00 
Brad Awl ....-+ ..gr0., $1.75 @$1.85 
Chisel Handles, Ass'd, pr. gro.: 

Tanged Firmer, Apple. . $3.00@ 

$3.25> Hickory .....+ $6.00 $6.50 

Socket’ Firmer; Apple. . .$2.25@ 

Se.50S TEEROTY a cccsvunnr 
Socket Framing, Hick kovy 
ile, assorted 
Hammer, Hatchet, &c... 
Hand Saw, Varnished, doz....$ 

Not Varnished 

me llandles: 

Jack, doz., 204; 
Grover File Co.: 

Grover File Handles 
Nicholson Spup Ferrule 

Ilandle, New List 

Pott’s Sad Iron— 
'luminized or Japan’d, per 
MOE. 250 Verses yrs a per doz., 
HANGEKS— 

Note.—RBarn Door Hangera are gen- 
erally quoted per pair, without track 
and Parlor Door Hangera per double 
set with track, &e. 

Allith-Prouty Co. : 


Fore, doz.....2 


loz..$1.30 
$1.65 
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House Door -- -20@45% 


Accordion Door ........ -20@45% 
Garage DOOPF .cccccccess 20@45% 
Grithn Mfg. Co. 
Roller Bearing, No. 11, $15.00, 
35% 


et poe Ex. Hy., No. 22, 


. 50 % 
"$24. 00. «++ 80810 % 


Bull a 
Ifuut, Llelm. Ferris & Co. 
Cannon Ball ......+.- - + 35% 
20th ComtGry ..0ceees e aos.81025 
Dn. as sestecceacase @ doz, 11.86 
F. D. Kees Mfg. Co.: 
Kees (Gossett) screen, @ doz, 90 
McKinney Mfg. Co 
Roller Bearings, Nos. 1 and 2..50% 
ABE -Prietion .cccccccsescccs 30% 


Hinged Hangers, King cise 
Pittsburgh Trolley ....... 
. E. Myers & Bro., Stayon; O. K.; 
‘oO K Adjustable; Sure Grip; Sere 
Grip Adjustable; Sure Grip Tan- 
dem, Sure Grip ‘Tandem Adjust- 
able; Tandem Adjustable; Myers 
Garage, new lists.........383%5 % 
New Way ‘Tandem and * W. 
Tandem, new lists...... -33'3 % 
Giant Tandem, new lists... 33% Yo 
Giant Tandem Adj. Tubular, new 
MOUS ceccccvcercee oececee 30'S % 
Faultless Tandem and. Faultless 
Tandem Adj. Covered...... 33'5 % 
National Mfg. Co., doz. : 
Big 4, $12.00; No. 66 
Proof, $16.00; No. 77, 
Proof, $17.00; No. 88... 


Storm 
Storm 
$19.00 


Ricbards-Wilcox Mfg. Co.: 
Hangers, Nos. 147, 247....... 30% 
Nos, é 


Roller Bearings, 37, me 41 
43 oe 





No. 44, size 1, $12.00 ; size : y 
Anti-friction, No. 42 
No, 44, sizes 2% and 





3. 
$26.00&$37.00 


Folding os 4 B. R. Swivel No. 
oe Se Re eee 40% 
Safe ty Unde rwriters F. D. No. 
SOL cccces eececcccess ee 
Trolley B. D. ‘No Pe. Ceara 
D. No, 120. eee ‘List. Net 
No. 121 ..cccoce Ceceeseces 10% 
a, EE a oi List Net 
Trolley B. D. No. 24..22..++.15% 
Garment— 
Wire Goods Co.: 
Comme, 17 in. No. 0411, per 
$0eepec~esesecterevend 4.25 


gre 
Toariats, fold’g nick'd, 
Picture— 
Moore Push-Pin Co.: 
Moore's Push-less Hangers, per 
doz. packets, 80¢; per gross.$9.00 
Screen and Storm Sash— 
National Mfg. Co.: 
Screen and Storm Sash Hangers, 


per doz.85¢ 


No. 80, Jap. Automatic, 
PY doz. 44 
No. 80, Sherardized........... 85 

HASPS— 
Wrought Hasps and Staples... .60% 
Griffin's Security Hasp........ 30% 
McKinney's Safety No. BS20.List, net 
HATCHETS— 
Regular list, first quality..List +- 54 
Second quality ......... List + 15 
errr ee reer eee 0% 


PextO ...ccccceseoee es List +2545 % 


HEATERS — Automobile and 
Carriage— 


Chicago Flexible Shaft Co.: 








Clark, Carbon, doz..... $0.75 | 
Clark, No. 5B, $2.25; No. 3D, | @ 
$2.50; No. 7C, $2.50; No. 7D. } © 
$2.75; Big Hit Assortment, @ | ® 
case, $17.00. 
Tank— 
Huot, Helm, Ferris & Co.: 
DORE occccccvcce eeeee @Ach $19.50 
Standard No. 1. . each 5.25 
Standard No, 2........each 6! 
Harvard No, i soeveves each 5.6 
Harvard No. 2. each §=$7.35 
Black Jack No. 1 F’ i’ t Grate 
each $7.00 

Black Jack No. 2 F’l't Grate 

each $8.75 


HINGES—Blind and Shutter— 
Wrought Steel Gravity Locking Blind: 








Doz. Sets with Fastenings, No. 
1, $1.65 without cereus. 
Surface, No. 3, $0.90; No. 4....$1.25 
Parker Wire Goods Co. : 
Hale & Benjamin Automatic 

! Prae List + 33'.°¢, 

Stanley's Steel Gravity Biind. 
No. 1647%, ® a. sets, with- 
out screws, $2.5 with screws, 
$3.25, 

Western: Gate— 

With Latch ....e0000++d02., $2.40 
Without Latch ........doz., $1.70 
Jamb— 

Lawson Mfg. Co.: 

Bteel .ccccccccccescec edd HHING% 
BrAS® cocccccccccccccscce dah % 
Miscellaneous— 

Griffin Mfg. Co.: 

Fleur de Lis Surface Hinges ® 

Oe, WE. ceosvecses $1.60@$1.90 

Lawson Mfg. Co.: 

Tavatory, DFASS 2 oes cccccces 334% 
Matchless Mortise Floor.. en 
Screen Door, Steel...... t 
Surface Floor Nos, 

900 2085 °% 
Jamb, BB&10% 
Jamb, ‘ as 33 ':,°% 

M: Kinney Mfz. Co.: 

Small Surface Embossed, doz. 
PUB. ccccvccccccees $1.50@$2.00 
Pivot— 
Bommer Bros st Ball Bearing 


Spring— 15&5% 
Holdback, Cast’ mand 





. «Per gro.$12.60 


—_—_— ws 


Non-Holdback, Cast Iron, 
ber gro., $14.40 


Allith-Prouty Co. : 
Se -15@2 


- 
0% 






Bloor ......... + +254 40% 
Bommer Bros. : 
Spring Butt Hinges.......... 0% 
Surface Floor, Ball Bearing, 
2OK5K2! 2 


Mortise Floor, Ball Bearing. LIK % 


Lavatory Hinges ............. List 
Engine House Spring Hinges and 
BONE is cccecesecess 10&2 1% % 
Non- Holdback Screen Door \o, 
60S0Ceee8 2542144 % 
Non - Holdback |” Se reen Du or 
Hinges, No. 2100........ 164% % 
Non - Holdback Screen Door 
Elinges, Me. O00. ..0ccccec.. 


Holdback Screen am No. 
Chicago Spring Butt Co. 
Triplex Spring Hinges. Sac 


999, 


20&10% 


Chicago Mortise Floor (500) 
20&7 KI% 
Chicago Relax Floor (vu 


25&1 pasens ly % 
Chicago Premier (4000). 214 % 
Chicago Ajax (8000)...... I 
Chicago Fire Sipten. . List ag 10% 


Lavatory Door Hinges........ 20% 

Chicago Screen Door (200) 
0&2 1, % 

Chicago Screen Door ‘3000, 
16% % 

— Holdback Screen Door, 

Cpeeneesesccreces OX 
Shelby Sprite Hinge ‘Co.: 
Buckeye All Steel Holdback 


Screen Door 


. . $13.00 
No. 777, Sheet 


® gr. 
Holdba 4 
Pe £0664 ca adenebnea.e & 13.00 
No. 888, Non- Holdback. # gr.$13.00 
Chief Ball Bearing Floor Hinge 


Steel 


BIKE 
Spring Butt Hinges............! a5 4 
djustable Sc. Door Hinges. 60% 


Superior Spring Hinge Co.: 










Superior Floor Hinge... .. 40&10% 
Superior Door Holders....... 25% 
Wrought Iron— 

Strap and T Hinges, &c.: 
Light Sicep ee are 102% 
jpordd OOP Seteccesess 255246 
ns ERR ree List Jit 
|S eae List + 45¢ 
be et OPO 
inge Husps ........ + 654 
Cor. Heavy Strap.... . . 20% 
Cor. Be. Hesey To cvcccccse. 104 
WEE 698000660 ceasassceeees sc ctl 
MOOR cascctersusosocasa «i 
Heavy Eye ..cccecceeeeel4¢ per Ib. 

HODS—Coal— 

Net or. dozen 
: Inch. 6 BH Ss 
—, funnel... $8.31 9.28 10.01 1082 
Jap., open 4.74 5.27 5.88 
Galv., open... 7.50 8.10 8.83 


Masons, Etc.— 
Cleveland Wire Spring Co.: 
Steel, Brick, No. 162.. 
Steel, Mortar, No. 158.. 


HOES—Eye— 
Scovil and Oval Pat............ 
Grub, list Feb. 23, 1399. ++ 4& 108 


HOIST AND STRETCHER— 





Hall Jumbo Hoist and Stretcher, 
DOP GOB, cccvceccs een eterns -$16.92 

HOLDERS—Door— 

Richards-Wilcox Mfg. Co.: 


Nos, 118, 119, Sure Grip......5% 
File and Tool— 
Nicholson File Ilolders and 
Handles 
Sanitary Tooth Brush— 
Safety Wire Gas Globe 
Per doz., $1.75; per 


a 
Mealy Mfg. C 
Warrior Belt Wateh, 


HOOKS—Beit— 
Ob. 2 OO We ccsccceer 


“gro., $19.50 


per doz, .$5.50 


454% 


sh— 

a $10.00; 

eee eee eee J 
Ceiling— 

|) PPP 35@4 45% G 

Shelby Spring Hinge Co 

Coat and Hat— 


Bu 
Light, doz., $8.75; 
heavy .. 


Atlas Mfg. Co....-.cceeee BOQ@45% 
NS SO eee 60% 
Varker Wire Goods Co.: 
King, No, 10, Steel....... 60K 10° 
NO. 10, BERGB. ccccccssee 
No, 11, Steel.......60&104&10° 
Ne. 22, BEaBSecccvccves 60K 10% 
Shelby Spring Hinge Co....... 60% 


Wire Goods Co,: 


Crown, 45%; Chief, 40%; 
Chieftain, 40%. 
Corn— 

North Wayne Tool Co.: > ane 
Boeke .vccccccves 66060080 nO 
oe Terre rH 50 

Grass— 

Bent shank, per doz......0+++ $5.00 

North Wayne Tool Co.; oi 108. 
Little Giant ......-. Ce ceeese 5.00 
Lawe Kiag ..rcccccccccces. 60 
Nolin’ s Concave ........... 6.00 
TDS. 000066 6.6.00668060 00668 4.75 
Little ilant, adjustable..... 5.00 
ED nv keseanewesesdeseos 1.50 
Quick Clerk ass’tm’t ....... 5.00 

Wall, etc.— 

C. T. Willlamson Wire Novelty Co.: 

Wall, Picture, Thumb, Moulding 


OF Cormic® .ncccccccccess 
Punch Bowl ....sceeseeeeee 80 
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—and Make Most Money for Dealers 


In every line of merchandise there is an accepted 
leader—a recognized best seller. 

In Seat Covers the leadership belongs to Badger 
has for many years. And this year—this year of 
tremendous sales possibilities—the Badger Line is 
more extensive than ever before—farther in the 
lead—easier to sell. 

Investigate at once. Get the cream of the cover 
business. Regardless of the size of your store 
regardless of location, the Badger line will prove an 
extremely live money-maker. 


Made for all makes of cars. Ready to put right 
on. Guaranteed glove-tight fit. A rich variety of 
weaves and colorings that insure pleasing the most 
critical eye for beauty. Prices that enable you to 
meet the figures asked for inferior goods. 


TODAY—write for proposition and samples. 
Cash in heavy on the first big onrush of Spring 
business. Get your requests in the mail—at once. 


WISCONSIN AUTO TOP CO. 
4 Main St., Racine, Wis. 
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HOOKS AND EYES— 
ORES 6 cece rb eer ens Ss bos kr eee 80% 
VMaileable Iron....80 & 10 & 10% 
HOSE ATTACHMENTS— 
sartlett Mfg. Co.: 


Hose Clamps ....scccceseces 10% 
Morgan Mfg. Co.: 
Hose Clamps ..e--eeee ect 50 @80 % 
William Yeruon: 
liose Clamps, Garden Llose, Cast 
Brass, per doz... 34 @ 38¢ 
All other sizes, Water, Steam, 
Air, ete., according to quantity, 
55@60% 
HOSE—Rubber— 
sarden Hose, Y-inch: : 
I-PLY wccvvcnceccvesvesns ft. 1va¢ 
SPY 2.0. an02deos awe sees e ft.. Iste¢ 
T-PLY cavcovececevcceeces ft. Wve 
ware Hose, %-inch 
OMPeCLUlON cccecerenevees ft. 14¢ 
3-ply Guaranteed ........ ft. 14ue 
Hf Guaranteed .....+.. ft. 16424 
( n Garden, ¥Ya-in., coupled. 
‘Good quality ecbsaaeeeeanes aoe 
Ice TOOLS— 
Gifford-Wood Co.t 
lee TOOlB ..cccecessccce --20% 
|\RONS—Sad— 
from 4 to 10....lb., List + 40% 
Mrs. Potts’.. Nos. 50 55 00 65 
Jap’d Caps ....$1.74 1.68 1.72 1.67 
Tin’d Caps. 1.80 1.74 1.78 1.73 
Note—Some Western manufactur- 


ers quote lower prices. 
American Electrical Heater Co.3 


Am, Beauty Electric, ea...... —_ 
Soldering— 
American Electrical Heater Co.3 
Am, Beauty, @@......++ee0% —_— 
Bar and Corner— 
Richards-Wilcoc Mfg. Co., Bar 
Irons, List ae: Corner Irons, 
Nos. 77 and 70.......+- List net 
JACKS— Aaenbbie— 
lite Mfg. Co.: 
Reliable Auto & Motor Truck, 
WO. 2, Bae 35, 46, 4 occ co eR 
J acks—wagon— 
Richards - Wileox Mfg. Co., Tiger 
Steel No. 180... cccccccscrvese 15% 
KETTLES— 
Wagner Mfg. Co......+.- -...List, net 
K IDDIE TOYS— 
fl. ©. White ©o,1 
Ridsie-KKare 2.00000 00cecss eee 
Kiddie-Trailers .....+. - 884% 
KNIVES—Bread— 

North Wayne Tuol Co.: # dos 
Brooks Bread Knives........ $8.00 
Butcher, Kitchen, &c. 
Foster Bros.’ Butcher, &c....List 
June 80, 1917........e00. 7220% 
Drawing— 

Stenderd OS EEE OT 54 
’. Jennings & Co., Nos. 45, 46, 

List net 


Folding Handle, 
List, net 


0. E, Jennings 


Je seine & ourifin, revised list, 
i wa: a MPP rre reer ee 20% 
Pexto No. "10, Fidg. Hdle, a list, 
Hay— pepe 
North Wayne Tool Co.: ® doz 
ER wa gene saSeeeeee . .-$12,60€ 
Edttic Glant ..cccscccccvce 11.50 


Iwan Bros. 





Sickle Edge, per doz.......$15.50 
Hunting— 
Marble Arms & Mfg. Co.: 
Ideal, 5 in., per doz....$ 
6 in., per doz... 
7 1in., per doz... bad 
8 in., per doz... .$3 4 
Expert, 5 in., per doz...$29.70 
Woodcraft, 4% in., per doz., 
ANOBS— $19. 80 
Base, 2'4-inch, Birch or Maple 
Rubber Tip ....ee++++-970., Ol. 
Cherry and Oak....0+.+++ gro., $4.40 
Noor, Mineral .....++++-.d08., $1.7 
Door, Por. Jap’d. .doz., $1.80 
Door, Por. Nickel. .......do2., $4.50 


LASS— 
Moore Push Pin Co.: 
Push Screw Knobs, % in. 
BPO. cccccccescccvcccoses 
4 ADDERS—Store, &c.— 
Bicycle Ste P Ladder hex ox © 


Ladders, each .$10.00&$15.00 
Track, per ft. .. 12% ¢&30¢ 

Myers’ Noiseless Store Ladders, 
New lists, 3314 % 


Milbradt Mfg. Co.: 
Rolling Step Ladders, 
$15.00; Tracks, per ft. 


LADLES—Melti ng— 


each $8.00 to 
25 to B5¢ 





L. & G. Mfg. Co.’s Hat, Melting 
and Plumbers’ ........ ..List net 

LANTERNS—Tubular— 

R. EF. Dietz Co.: Per doz 
Wizard Short GIODO vckecaes 12.25 
Little Wizard Short Globe.. 9.75 
Large Fount Wizard, No, 2.. 12.75 
Victor Hot Blast...... 8.00 
Monarch Hot Blast... 8.49 
BOBIOE 406s cevecorscevecs . 9.00 
Buckeye Dash Lamps...... 11.00 
Mo, DB BIMBATE.. 2. vcccrsces 12.25 
Junior Wagon Lamps........ 14.75 
Octo Driving Lamps........ 84.25 
Union Driving Lamps...... 38.75 
Eureka Driving Lamps...... 17.00 
Bestoy Hand Lamps........ 7.00 
Pioneer Street Lamps... .. ea. 5.25 
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LATCHES—Door— Platform, No, E-1, Electric. .é Rubber— 

National Mfg. Co. Swinging Wringer, No. G-41.29.50 er ualtty goods.) 
Washburn, No. 2s, per doz. .$2.50 Platform No. E 24, Electric. .69.75] Sheet, one 4 25 
All Steel, No. 29, per doz. .$2.80| Woodrow Mfg. Co. : Sheet, € 772 i ee ne 356 

K:vbards-Wilcox Mfg. Co. : No. 1, Bench Power, ea...... OD00N Raed, CoB, Suve csccesncacs. cs 30 
Bull Dog, Heavy, No. 125..... 5% No. 2, Bench’ Electric, ea... .70.00lypees, Pure eg: oo Sia 00 

LAVATORY HARDWARE— No. 5, Tilting Twin Power, ea. Sheet. Red 50¢ 

ee ae a 56,00 , PiKdhiedrenbensscnce 
ie lah 33'4&59% | No. 6, Tilting Twin, Electric, ea, |PAILS— 

LEADERS—Cattie— 84.00 Pierette— 

Small, doz., 75¢; large..seerceee $1.10 MALLETS— Cordley & Haye ’ 

LENSES— PRR caccseternsseeee List + 00% Star, ‘‘F ibrotta,’ per doz. . .$13.00 

Prismolite Co.: Lignumvitae ....eee+000 List + O% Less 25% 
Nu-Ray, Auto, per pr.$2.00@$5.00| dinners Hickory and <Apple- Galvanizea— 

Sun-Ray _Auto Lens, per pair.$1.75 WOOK occcerecetsevcce ses OOF _— “—, per re, 

LEVEL eh uarts, 14 6 

Frauk B. Hall Co.: nee tage ll cage Mfg. Co.: Light .. $4.05 4.50 5.00 5.00 6.75 
Stevens Line Level, per Pm a Waterproof, per doz-......$4,62 — i see eeees $6.75 7.45 9.00 

J, Sands & Sons: ‘i MATS—Door— Fire ails, R d 
- si 5 D : 7 “ive P e 
Carp. Aluminum, Ber, $08 6 a5 59 | Acme een oI so%e| Painted? $630 9.00 9.5 
Carp. Walnut, per doz., inti eet See ee "9 aa % Well Peils. $7.80 8.85 9.50 

$15.00 @$36.00] Wire Goods Co, j a mm Pai ai 

Masons, per d0z........04+. 51,00] _ Blastic. Steel, pew lst......20% | "Boown's pure linseed cit ial 
LIFTERS—Stove Cover— McKinney Mfg. Co Brown's pure linseed oil paint, 
heman dockerin: McKinney Stee! Volding tock ordinary shades, 1 gal. cans.$2,9¢ 

Straight. Hdle.,” with rin MAD geet eee nee. 0+. OT | | ENON S SUK Wan Zinlem, White 

; & ” Ting, Bs icaan an . pape sets and ordinary shades, 1 gual. 

} gro., $7.00 McKinney Steel sees: special cans Ps 

Loop Hidle, cess. «:s @ gro., $9.00 sizes, per sq. ft. net........50¢] ee ARCHIE eens. $2.5 

, oseph Dixon Crucible Co.: 

R & E. Mt “ania 109 MILLS—Coffee, Corn, Etc.— Silica-Graphite, in x gal. cans 
. fC. Mfg. Co... .cccerveee 0%} i:uterprise Mfg. Co.: 3.55; 1 gal. cans, $3.40; 5 gal, 

LINES—— IND Catia ck aah acavnle kegs, $3.05; 10 gal. kegs, 328. 

Wire Clothes, No _18 19 20 Bone, Shell and Corn.. 25 gal. bbis., $2.47; 50 gal. bbls. 
BP FOG. cccccccus $5.00 4.25 4.00) Charles Parker Company: 2.40. 

TEPID ncn oe 4.25 3.75 3.60 ali Bearing Store.......... 25% | Moller & Schumann Co. 

Ji : per i otton, Ya-lb. s5¢ minke teeeeees -List net Hilo Motmanite White Bneme!, 3 
alls, per bb......4. errr ; rrr ee ere 50 

on es, Linen, Y%-ib. Couron-MecNeal Co. : : Hilo Compo Coating tf lat (@ 

" Balls, per Ib...... sions oo. 0$1.50| Steel Trench Mirrors, waterproof Wall Enamel), @ gal. $4.50 
Samson Cordage Works; oo Khaki, per doz. cases $3-00) Montauk Paint Mfg. Co. : 

Solid Bri uided Chaik V — Per iv. Di-mel-ine Prepared Paint, Screen 
Nos. 2 3 Common Cotton pwekeeee 504 Enamel, Stovepipe Enamel; 
Per gro.$11. “44 $1: » $13.39 $14.56 DEVON cccccvevovecooses List + 509 We) pints, ea. per gro., $16.8 

Solid Braided, Masons’ Lines, Shade|/+tra Fine ........ List 504 Di-mel-ine Enamel Paint. White 
Cord, &e.,. per doz. ; White Cotton, MOTOR MICA PRODUCTS— and 6 colors; 4 pints, 

No. 3%, $3.58; No. 4, $3.90; No.!Motor Mica, 1 doz. 1 Ib. cans, per Per gro., $16.81 

4%, $4.68; No. 5, $13.00. ae os Gee 7.2 Di-mel-ine Gold) and Aluminuny 
Tent and Awning Lines: No. 5, Motor Mica Grease, 1 doz. 5 Ib Paints, % pints, per gro., $16.81 
White cotton, $12.00 per doz, plus CHAM, DOP LOGO ..0.0.00 0:00.00 6605 $0.00 PANS—Dripping— 

30% ; Samson Spot Clothes Line ; Motor Mica Tire Powder, per gro,, Stamaard List. .....00.0000+ 02 20& 104 
- o. 1 - 75 ft., $16.75; saneiaiiniite ti $9.80 F er aerator, Galvanized— 

=e dey. 5 eed a ea 

a et ~ —" eee oe ~ Milbradt Mfg, Co., Power, Gasoline, Per doz $4.13 4.73 5.83 9.33 
7s ft, ber See.:.:.-: RAO) legate knee dae eae ee ER—Bullding, L. ey 
100 ft., per gro....... $162.00 bye siavivs q . er Roll 
Chalk Lines, No. 0 to 3. : _ Pe ea a ar ‘<r Resin sized Sheathing; $00 sq. ft 
W bite © otton, ny ne Shade Great American B. B.....40&10% He “te rolls 

) « . Sho eee ee ¢ 
Awning, White, No. 5....Plus 5% : 5 al 19 21 in. 4. Ey. rea we 

Vurner & Stanton Co.; $11.00 $12.00 $13.00 $14.00 40 ibs. to roll, deen eit 1.2 
Solid Braided Chalk, Mason's and Pennsylvania Trimmer, Deadening Felt, 50° sq. yd. rolls 

Awning Lines ...... List + 50% ; ; $12.00 40% ) 36 in. wide, per ton......... 85.00 
meta ot p Undercut Feimenepaeee 30% | = Roofing, Kubber, see Rooting. 
rwint ress eese se sees sense o}Venn. Grand Horse 10% |e Flint ana Emer 

Clothes Lines, White Cotton, Penn. Pony ; 20 % i | Fla 2) & 

“ Pl tl, | Flint Paper and Cloth. 30 & 105 

List + 50% Penn Putting Greens : “IR ‘ 

Shade Cord, Cotton....List + 50% 12 14 16. 184n. smery Cloth...ccccccccese List neat 
LOCKS— $214.00 28.00 22.00 $6.00 25% |B] Emery Paper 0.0... List + 
Goodrich-Lenhart Mfg. Co.: Penn Golf Ball Bearing : E.| Garmet Paper .......0..0 4st + 15 

Goodrich Steering Column Lock 19 21 in. P | Garnet Cloth ...........List + 108 

in 3 sizes for all cars, ea. .$5.20 $34, 00 38.00 42.00 25% Tarred Feit— 

Perfect Rear Compartment for Naits— L-ply, per ton...... + -$61.00@ “— 
Dae an. 0, oe $1.0 . . rears 88¢ 

All other cars, each......... $9.25 | Vire Nails and Brads. Miscel- 1 ee a. err rereree 
ee Sash, a&c.— yrs eae ‘“ * + 8S a “date rem, per roll: 
ves’ Patent: Cut an ire ee ar et eport b oecceccccccoceocccccc cme 

OPP renee 833% \liungarian, Finishing, Upholster- 40-1b. TITTTTTITiTriTy 
Automatic Gravity Metal Sasb. ers’, &c. See Tacks. 

Pat. Stop Adj.............3884% ‘ 2 “Hor i a 2 tech Mfg. C 
Window Ventilating ...... 31 Speck ] ee ee 

LocKewiTen. lad 33% % — >, tae No. ose es ae, Tube Patch, ea, 

—_ ( : Srrrvvrr yt é 35, 60 and 90 

Goodrich- Lenhart Mfg. Co. : Livingston-Cooper Corp PENCILS—Carpe 

$ ) ss — enter— 

Goodrich, for Ford's, $3. 50, a2) Anchor, No. 6 and larger......18¢] Joseph Dixon C reeithe Company: 

25 @ 6% | Unton Horse Nail Co.: % No. 997, 7 in., Red with Blk. 
Machines—sorina— oS BOs csrtecasreens 4% . Bevel, (per gro... $6.38 
Millers Falls, Nos. 146 PI *t os ee coed D 538, 7 in "Dixon's 

Each gin. 5. $13.34 c 77 2 2% 3: seers. Maroon, Bevel, 
. In. pads per gro........ 6.38 

a: aan —- Bress Hd., gro. -$0.79 1.05 —_ 1.43}PICKS AND MATTOCKS— 
Chante anew Wat, <o>sosoccB0%e ated Head, gro., all sizes. re ee cee 25M 25E54 

Washing— Upholsterers’— = Contractors’ Picks’ en * "20 @ 206 108 

Daxter ismipany:: Each DES? cintsneuend neues List plus 204] PINS—Escutcheon— 

Dexter Double Tub Powe Plated ...+.+.eeecaes Li PINS TOS UBOES ovcccscccccpecsesecs skill wi 

r, 

eA $50.00] Turner o pean Co. uu - Push~ 

om Double Tub Electric, eo Nails. RMatchicather eesti = So Push-Pin Co, 

OGL SEP ccc rewivae ° reir ee eee ae Ma J > > ck- 
Dexter Hand, Model DH.. 13 BO] Plated ......-eeeseees List + 10% rg Fry ins, "per west oa. 00 
“ruiser Vacuum Hand Power. 13.50 NUTS—Blank_ or Tapped— PIPE—Vitrified Sewer— 

Dexter, Duchess, Model 3E... .$57.50 Cold Punched, C. T. & R.: nt trified Sewer— 

Dexter, Climax ........++- 53.00| Hexagon ........ ... List + $1.00|Standard Pipe and Fittings: 

Duchess, Power, 3P.......+6. 35.00| Square, C. T. & R....List + $1.00] 4.0.5. New York points, carloads: 
Duchess, Electric, 8E....... 62.50] Hot Pressed: S10 24 in. sesesesecseeeerrers ly 

Eagle Woodenware Co.: SOUS coc ccscvecesc cell > Re 27 £0 30 iM. vereccosceseessers ot 
Hydra, Water Power....ea. $12.50] Hexagon .....0+0+++-List + $1.00 33 00 SE (Me rcccccveccccccsces Af 

Grabe Automatic Washer Co.: PLANE IRONS— 

Simplex, Auto, Boiler Type, Oicers— Wood Bench List Net 

J MPT rrrr?T Ore 00T ao 

ee nr > og $15.00 | creel, Copper Plated.....s.+.+++ 60% | PLANES—-Wood— ; 

Hiand Power, e@....-.--ee-- $13.50] Chace, Brass and Copper........- 104 | Bench, first qual........ List + 20% 
ee ER ret ee 32.00 Chace, Zine Pisted. ..vsccecesd 33144 | Bench, second qual...... List + 2 
DME: ties. par weeesee ee 62.00] Ratlroad, coppered ..csceseeees 304 | Molding .......seeeeees List 2 
Multi-Motor, ea. ........... 62.00] Railroad, brass ......-+ 20654 | PLIERS— 

One Minute Mfg. Company: Wall Mfg. Supply Co . Lig’ quality, per doz. 

No. 5 One Minute Hand tench Oilers .. 60% Inch 4) 6 8 10 
| I reer err $12.00 Railroad Oilers 5O&10% $4. 67 $5. 10 $5.44 $6.98 $8.5 

No. 11% Bench Power Washer itl— B i " 

$39 Marble’s Nitro-Solvent, gun oil sa | in, $3.08; Ig", amen ellie. 

, es ’ ih doit ! Nitro-s ent, 4 3 ‘ in Ld 

No. 15 Electrie Bench Wee oe 2 oz., per ~- ee eeehaeeseee $2.10 Gas Pipe. .7 8 9 10 12% 

M. 3 oz., per doz...... Cdeonees 2 1 ) 

No. 27 Twin Tub Bench Washer, |0)LS<-Motor— - iam tite 

Me * se ° ‘ ye 0 

1 Peg Dolly, 1 Vacuum Dasher, Crew Levlek Co... Pe 20% . 5 ; 8 if + 8 9 
' io a a “a gy —Box— 13.1 14.41 17.88 20.40 30.52 

No. 37 Twin Tub Electric Bench Chas, Morrill, No. 1, Doz...$24.0 | | Solidhed Tack Co. : 

Washer, 1 peg dolly, 1 Vacuum 
Medias os See 3. Solidhed Hyelet, per doz... .$12.00 

No. 40 One Min. Single Tub, Can— Vaughan & Bushnell Mfg. Co.: 
Power, Swinging Wringer. $33.50 Fletcher, Terry Co.: = = Vv. & B., Nut Plier, per 

No. 41 One Min. Single Tub, ace Openers ....... peeneen.- MC: eke coh pawee Ge ealae a $5.65 
Electric, swinging Wringer, ee ce $8.50 pLUGS— on reir: 

1.00 eme, PP BPOKS. .cscccccess x Ch 1 Ss k P Yo. : ot » 

Tons Bros. Mfg. Company: Each Kan Kut, per @ross......... 8.00 acoy ticae vue on: & . 
NE acre wm ae £9.00 P Regular & Buick........ iat 1 
Sunshine, Hand Power..... ‘RF. 4 ACKING— . Overland & Mets.......+++ . 62¢ 
Vacuum, Hand Power...... 5| Asbestos, Packing, Wick and EPSP 
Platform, No. G-1.......+- ry on Rope. any Quantity. ....+++++60¢ Emil Grossman Mfg. Corp.: 
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| most important parts of any auto- 
mobile are the brakes. Motor car 
owners demand safety and at least 
one years guarantee of service. For 
larger PROFITS—sell Raybestos Brake 
Lining which is guaranteed to give at 
least one year’s service. 


THE RAYBESTOS COMPANY, BRIDGEPORT, CONNECTICUT 
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Red Head— Ea. 
Standard Vitristone (Ford)....44¢ 
Standard Vitristone ....+..- 53 
Standard, Mica ......-eeeeee8% 6O7¢ 
Truck and ‘Tractor .......++-+- 80¢ 
Big Boy Vitr:stone, e@......-- 6T¢ 
Big Boy, Mica.......eeeeeees R7¢ 
Priming, €8. ....cccscsrscces 87¢ 


8.86 

West of Mississippi River. $29.86 

Cabinet No. 100, wich plugs, -y ‘ 

6 

West of Missiesippi River. $61.68 
‘ungsten Mfg. Co. 

Regular Plugs, doz. lots, ea...45¢ 


Cabinet No. 50, with plugs, =. 


100 lots, CB... cesccccccecs 10¢ 
Heavy Duty, doz. lots, ea... .62 l4¢ 
100 lots, ve ea hd al pa 


farttord Machine Screw Co 
Master Calorite, Lots a $2 ea. +4 
Tate Of SO OBec cveccscscccees 
lots of OO and over. pas ‘Soe 
Ix. long styles Model F take 5¢ 
udyance over these prices, 
forgan Mfg, Co.: 
Spark Plugs ....ccesccceees 40% 
4. at. Mosler & Co 
Spit-tire, Platinum Point, % in. ; 
metric Y% im... ..ccrccees 
% in. long, % in. long, ea. ‘$1.00 
% in. and %& in. ex. long, ea. 1.25 
Vesuvius .....-ccccvccerscccces ¢ 
Motorcycle, Mica or Mica Stone 
ee See E ere reer 60¢ 
Vesuvius, Tractor, 4 in. x % 
in. long. 
% in. x %& in. long, metric, ea.85¢ 
% in. x % in. long; % in. and 


% in. ex. long, CB..ceeee. et > 
Superior, Ford Special ose 
Vesuvius Display Stand...... ‘$21. 80 

Hivex Co.: 


Bethlehem, 1 point...list ea...75¢ 
Regular, , in, standard and % 


eB. BA. Big Be vc cscvcewess T5¢ 
Ford type, % in., Ee ar i 
Bernienem, X tie mica, & & 

in. metr Raw onthe viene $7. 00 


Mica-Pore, gc Besar % in. Metric, 
ea. $1.00 
Extra Cores .....+-++- ea. B0@50¢ 
2>LUMBS AND LEVELS— 
Athol Machine Co. : 
Carpenters’ and Machinists’ Iron 
it, net 
Plumbers’, Pocket ......List, net 
20INTS —Glaziers— 


Per. Doz. 
Bulk aid 1-1b, papers....eee0+ $2.90 
Y4-1b, papers ..eee srsssceeeces BM 
bb, POPETE sveccves ervenawes 1.10 


2>0KERS— 
Morgan Spring Co.: 

Nickel Plated, Straight or Bent, 

¥% x 20 in., PW GTO. cccces $10.00 

20LISH—Auto and Furniture— 
\m. Automobile Accessorics Ce. : 

ee rrr rrr 50% 
)-So-Ezy Products Company : 
O-So-Ezy cedar oil polish... .40% 


Stove— 

Jos. Dixon Crucible Co.: er. 
Joseph DIZON ..cccccccccocee 6.66 
Fireside ....ccccccccsevess 2.50 
PN. Sisson ease ee besanenee 4.00 
ee eet $3.50 
CS OS ere errr $6.66 
Dixon's Plumbago........ wm 12¢ 


Liquid Veneer, Regular— 
Buffalo Specialty Co. : 





4 os. 12 os. ats. 

Per d08...<- $2.00 4.00 8.40 

gal. gal. 

Mech .csccoscece 1.20 2.10 
For ——e 

L-V Sprayer, per doz.. .$12.00 

1 gal. Veneer and Spra y en. $2.10 


POPPE RS—Corn— 
{ qt. Square...doz. $1.15; aro., $15.00 
114 gt. Square.doz. $1.50; gro., $19.00 
? gt. Square..doz. $1.75; gro., $24.00 
POT S—(slue-— 
MMPIEE 9 .n6e-00ss cua List + 254 
Tinned and Turned. . 20% 
American Electrical Heater Oo. : 

Am. benuty, OB... cccccccsces -- 


PRESSES— 
Athol Machine Co.3 
Domestic ...... cocccc 0 chet, O88 
Enterprise Mfg. Co., Fruit, ie 
rea %e 
Tard Presses and Sausage stutt. 
OD ceecrsseeesiscme 25M 25&T 14 % 
Lead Seal— 
Chas. Morrill: 
No. 1 ber ere eet, $36.00 
i ae 
PRIMERS— 
All Nos. 100 in box, new list... .254 
PROTECTORS— 


Mealy Mfg. Co.: 
Wrist Watch, Duo, per gro. .$18.< 
Warrior Wrist Watch, per gro 
$15.00 
Cross Wrist Watch, per gro. $12.00 
Eagle Shield, per gro..... $12.00 
Do ddrledkGin RAK ee oe $12.00 
PULLERS—Nall Etc.— 
Millers Falls No, 3, per dos. .$18.67 
No. 46, per eee : $16.67 
Chas. Morrill: 
No. 1 Nail Puller, } doz., $36.00 


40% 
Pearson Cyelone Spike Pulier 
CS OS acces S8 eskswas 20% 
PULLEYS—Singie Wheel— 
Awning or Tackle, Pap’d..... .25¢ 
Awning or Tackle, Gal.... 254 
Hay Fork, Swivel or Solid Eve 
5¢ 
OR so ease sennas kind saae 254 
io, ROE IE AI 


eneu lots, per ‘doz 
— bulis Metal stamping ete 


@ 
— 


C wccvcccvccccose +45 To 


oO. 
Double- ra ins Thresher 


= 
& 


Lift and Force Pump Standards; 


Box Heads; Cylinders (Iron) ; 
omner 





Pumps and all Cylinders, 


ulldoner ‘Power Pumps, and 


Polished Iron, Brass and 
Lined Working Barrels. 


: Brass Lined and all 
Brass Cylinders and Poeumatic 


Pump Leathers— 
, Crimped, per doz.: 


2% % 2% 
$1. 45 . "4 $1.59 $1.95 Ped 10 
4 


2% 2% 2% 3 
96¢ = $1.20 $1. : $1.20 


Saddlers’ or Drive, good full polish. 
pe 


40% 
, 1 die, each, $9.00. .40% 
ee PLATES— 


RACKS—Whip — 


io. 1, with Display Shelf, 


Track, Barn Door, &. 


RASPS—Horse— 
Livingston-C ooper © va’ + 
Ww. 


all when hand pune he od, 
t. 


REELS—Hose— 


Hose Rack and. —, 


tet gg Na 
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REGISTERS— 
tpauned, klectroplated and 
DOOREEE vocensets ceded eanein 30% 
Solid Brass or Bronze Metal 


List + 104 

REPAIR GUM— 

Adamson Mfg. Co., per Ib......$1.40 

REVOLVERS— 

Iver Johuson Safety Automatic Ham- 
mer, $12.00; Hammerless, $13.00; 
1. J. Model 1900 Double Action, 

$5.00. 

RHEOSTAT— 

France Mfg. Co.: 

D. C, Charging Rheostat, ea.$24.00 


RINGS AND RINGERS— 


Bull ningex 
2 3 inch. 


S| steel ..ecc200-0.25 080 085 dos. 


COPDET ccccoces $1.40 2.40 2.65 doz. 
Aluminum. $1.50 
Hog Rings” and Ringers— 
th... eer o ae 
Hill's Ringers, Gray Iron, *doz., 
$1.25 


Hilt’s Ringers, Malleable Iron, 
doz., 75 @85¢ 
Blair's Rings. ..per gro., $5.00@$5.50 
Blair’s Ringers....per doz., 65@70¢ 
RINGS AND HOLDERS— 
Cc. T. Williamson Wire Novelty Poe 
Key Rings and _ — 


® gro., $12,00........ °36 Ye 
RIVETS— 

Copper and Burr... .cccvecsces Lh 
Tinners’ and Miscellaneous..40&104 
Bifurcated— 

Assorted an Pasteboard ean 
Per ponies boxes, 50 counts. vo of 
100 COUME occ ccccceceveccores 
Cop’d, Chinch, Asst. 91¢, ‘Solid... Os 

pean ionres— 
Ford size, 8% in. and asinaller, 
DOP DE, cxccccderasnewese wed $2.75 
All larger sizes, ver pr......... 3.50 
Carton, 10 pr. single #= ass'd sizes, 
33 9 No 
ROLLERS—Stay— 


Myers’ syesscacceco sO lists, 40% 
National Mfg. 
Barn Door Stays, No. 18, @ doz., 


$1.40 
Richards-Wileox Mfg. Co. 
= Adj. and Reversible No. 


53 159 70 
*.. ;" "Adj. ‘and “Reversible | No, 

Cocccccrevvcerccccccees 5% 

arr Screw, Nos. 55 and 57...15% 

Underwriters’ » Nos. 59, 60....15% 

Favorite, No. 54..c0.....00- 15% 


ROOFING— 
Rubber, 108 sq. ft. rolls, 32 in. wide, 
per roll: 





3 ply—55 Ib. rolls.... 
Second uality: 

1 ply—35 Ib. rolls. .ceeeeee $1.30 

2 ply—45 Ib. rolls... oa 

3 ply—55 Ib. rolls. .ceceesess 1.90 





ROPE— 

Eastern Retail Trade, Per Ib. 

Manila, % in. diam. and larger: 
Fiighest Grade .cscccvecscvces 3] 


Second Grade 
Hardware Grade 
Sisal, % in. diam, and larger: 
Highest Grade wococccceceseces ¢ 
Second Grade .....- ee . 
Sisal, Hay, Hide and Bale Roses, 
Medium and Coarse: 
Firat quality scvcccevcses stayed 
Second quality .. 
Sisal, Tarred, Medium "Lath Yarn: 





First quality ...cccccvvcccevses 

Second Gudlety wecccsccceseed ? mS 
Cotton Rope: 

Best 5-16-in. and larger....... 50¢ 


Medium, 5-l6-in. and larger. .48¢ 


Common, 5-16-in. and larger. .46¢ 
Jute: 
No. 1, %-in. and up...eoees 18 V4 
No. 2, %4-in. and up..eeee-- 7WV¢ 
No. 3, “-in. and up.......- 1626 
Wire— , 
oT Oe? Ze ear ar List + 154 
TE DHONED occ ccccesciseens 154 
Cr err 3087 2154 
Bright T0008 ccccccevccvvecese sé VY, 
RULES— 
Lufkin Rule Co.: 
Steel Board ........ eecccece 10% 
Hickory Lumber ......++ oe+-20% 


ash Operator— 
Monarch Metal Weather Strip Co. : 
Monarch, @8, ..ecreeseeeees $1.40 


Saws- 
E. ©. Atkins & Co.: 
Circular (Scroll)........++-: 10% 
ve BMP List + 10% 
Rutcher ..... eer cccceccceces 25% 
Cross Cuts .cocscvvccves List, net 
One-Man Cross Cut...... List, net 
Narrow Cross Cut........- List, net 
Hand, Rip and Panel... .QList, net 
Miter Rox and Compass. .List. net 
Mulay, Mill and Drag........ 5% 
on  sxenkeseebeas one, 
Je ered & Co. 
* i. ones oencens Tiet net 
iy Soe OE TAst net 
Compass and Key Hole...Tist, net 
RO ree car List. net 
Wood Saw MMM 6 ic kkaveks 190% 
Combination Sets .....++-. 16%, % 


Millers Falls Company: 
Butcher Saw Blades: 


14 16 1§ 
Per gro. $14. 22 | $14. » 3 $15.43 
2 . 


$16.40 ot “36 $18.: 31 $19.12 
Simouds Mfg. Co.: 


Butcher ...... evecece oo. List, o 

SUED cccccccceceses Adee ae 
Coeccccovesess List, net 

Cross Cut. peaseeenees errr 9% 
Buck— 


Red, St’d Brace, per doz......$8.9 
Red, D’ble Brace, per dos.... .$8.50 
Plain Frame, per ‘doz. beananed S0¢ less 
Hack Saw Blades and Frames— 
Crescent Co.: 





Orient .. is eercecccesoe ion 
C. E. Jennings & Co.: 9° °°" _ 
Frames, Nos, 175, 180..... 25% 


Saws, Nos. 175, 180, complete, 


25% 
Arrow Head B “ 
Millers Falls C ee ++ List, net 


och . rs 
Per gro. $5. 25 $57 63 ser 00 s8.75 
Per gro.. 187. 50 $8.25 $0. 00 
Scroli— 
Millers Falls Co. : 
Rogers, complete, each, 
scaLes— $7. 15 and $8.23 


John Chatillon & Son: 
reka 





Favorite"... . vn 20% 
srocers’ Tri 
Jacobs Bros, : ° Lint, ” 
a a oseeee Coe Pocccecoers 40%, 
.. eS eecccccces 25% 
scissons— 
See Shears. 
SCRAPERS—Poot— 


National Mfg. Co., per doz. 
No. mle Self Creamer, $1. 10; No. 
Upright, $1.1 ; 
Richerds: Wilcox Mfg. "e... 0. + 185% 
Safety Wire Gas Globe Co.: 
Simplicity, per dos., $1. 10; Ty 
ee Sk b enon eee h os. b6. 0c $12 
SIDE WALK~— 
Conron-McNeal Co. : 
Cleaner or scraper, per d . $6.2) 
In six doz. lots, of an. hy Fo 
SCREWS—Bench and Hand— 
x ore, gt doz.: 
$6.82; » $7.57; 1%, $9.45; 1% 
ly $16.80." “45 $ 4, 1%, 
Bench, Wood.. 


POG WOON os osinc ée6e6cwccnsce 
Coach, Laq and Hand Rai'!— 
Lag, Cone Point............ 105 104 
Coach, Gimlet Point. « . .40E104 

Jack Screwa— 
Standard List Lewd Keeese ben eers 258 
Machine— 


Cut Thread, Jron, 
Flat Head or Round Head 
60a OO 104 
Fillister or Oval Head 


50@ 50104 
Brass: 
Flat Head or Round Head 
50 (a 50& 104 
Fillister or Oval Head 


40a 405 104 
= Thread Iron: 
Ss 2) ee eee 80% 
'; illister or Oval Head... .75&104 
Reied Thread Brass: 
rss OF Be Bes vene cs 60 O0E 104 
Fillister or Oval Head. 604% 


Set and Cap— 


Bat Choe) vcirencscs covers 65% 
Set (Steel) net advance over 
ee re errr: 258 
Sq. Hd. Cap Ree RURe ORK eR es 004 
Re oe ere . . 60% 
Palltsste? TG. COPiascivciies 4S 
Wood— 
Flat Head, Tron... ....6 702 7104 
Round Head, Iron,...... 65& 2067 104 
Flat Head, Brass...... 42, & 7 104 
Round Head, Brass... .. .40é 207104 
Flat Head, Bronze....: 37 4, & 2067 108 


Round Head, Bronze... .35¢% 207104 
Sheet Metal— 
Parker Supply Oo.........Lst, net 
SCRIBERS— 
F. Brats & Company: 
Improved Gem, per gro... .$26.00 
SCYTHES— 


Per doz. 

Plain. Grass, Cutting Edae P 
EEE EE $14 $00 $14.50 

Solid Steel, Cutting an dae 
Only Polished ......§ 501 $15.00 
Rush, Weed and Br a : 
$14.25 $14.7 

Grain, Cutting Edge Po! 
ES Pare 16.50 $17.0 
North Wavwne Tool Co.: » (os 


Mttle Giant Grass. .$16.00@ $16.50 
Little Giant Bush and Weed 
16.254 316.75 
Aroostock, Be Ve Be & Puritan 
Same as Little tant 
Black Diamond, Grass 
815.004 - i) 
Black Diamond Bush and W: 
$15.25 th 5.75 
Swift Cutter 
Same as Black Diamond 
SEEDERS—Cherry— 
Enterprise ...ccecseses oe  16%% 





Enterprise ....... secee + 25Q90% 
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You Cut Your Patch to Suit the Punc- 
ture—the Sensible, Economical Way 























With Perma-Loc Patching Mate- 
rial there’s no waste and every 
patch is a perfect fit. 


Perma-Loc is made of three stout 
plies of pure rubber and fabric. It 
is self-vulcanizing—once applied 
it never comes loose. It is every- 
where known as “The Original 


3-ply Patch.” 


Perma-Loc 


™ Original 3-Ply Patch 


d's « 
" ~~ 
—_ 

5 











The shortage of garage labor and the high cost 
of rubber during the war have taught motorists 
the value of a repair patch that can be easily and 

quickly applied—and that never comes off. 

You can be sure that every Perma-Loc sale has 
made a friend—and you can be certain of a big 
increase in Perma-Loc sales during 1919. Write 
to your jobber or direct to us for information 


Perma-Loc Manufacturing Co. 
Perma-Loc Building, Wilkes-Barre, Penna. 








140 


HARDWARE AGE 








SETS—Aw! and Tool— 
Millers Falis Company: 
Tool Holders, per doz 
Nos 1 4 5 6 
$12.89 $15.98 $22.87 $12.45 
Cellar trea 
McKinney Mfg- 
sapanned, per Soe sets... 
alvapigzed ....eceeeessees 
Siasie nal Mig 
No, 70 ibonstevd, ® dos. 
Naii— 


- $19.00 
$23.00 


. -$1.80 


$1.00 
$8.40 


Knurled pe eahakedeawne 
Swan's, Kuurled, # gro.. 
Rivet— 


Regular List 


Chas. Merrill, 


Per Doz. 
©. 8, 
hand 
05, hand 
jal, hand 
3 and 4, 
Timber 

Screen Door— 
Mfg. Co.: 
per gross 


No. 1 
No, 1 
No 
Sper 
Nos. 
No. 5 


hand.... 


* 
alt 


% OF 


Cross Cut. 36 


McKinney 
Japanned sets +. 
> 00 


$20. 0OMSS: 





Plated . $32.00@$36.00 
SHARPENERS—Razor Blade— 
liytield Mfg. Company: 

Hatfield Machine ..... oveene see 
SHAVERS— Beef— 

Wuterprise Mfg. Co........ 25@80% 
SHAVES—Spoke— 

Co, Cree Te eee Cae ee doz. $1.98 
Wood, doz ca , $5.25; 3 in., $6.00 


Millers Falis cc 





Nos, 1, $9.52; "9, $17.44 net per doz, 
Re row oxi lron— 
7 8 Yin. 
Best ..« $3.55 3.95 4.45 dos, 
Good ....$3.25 3.75 4.25 dos. 
Cheap ..$1.50 175 2.15 dos, 
Straight Trimmers, &¢. 
Best Gan) Jap— : 
6 10 in. 
$5.00 5.15 6. 50 10.00 
Best o—_ —* : 
6 10 in. 
$6.40 7. 25 8.50 13.00 
Vaslors’ Sh8Gr8 2.0 c008secewe 40& 10% 
Pruning— 
Bartlett Mfg. Co. 
tree Pruners, Nos. 1, 8, 4 and 
777 . P ‘ 25% 
Iree Pruners, Nos. 808 and 
XHN ‘ List net 
Clyde Cutlery ¢ 
No fe per do $26.40 No 
7 No 408 
406, per 
Z., H per doz 
G ft., $11.00; 8 ft., $11.75; 10 
ft.. $135 
Pexto No, R 70, per dos. , £34. 18; 
No, 50, “¥ oo; No. 60 $; No, 
R&D, $23 
Faanaat Snips— 
Steel Biedes sh oa pre earn Sie Soe 5 & 54 
yteel Lat Blades .. AS&54 
Lburtlett Mfg. Co. : 
Compound Lever Snips..... 5% 
Bench, Nos. 20 and oo List net 
Jennings & Gritin Mfg. Co.'s 6 
OB BO. OR. .c0cicvsces New list,16% 
Pexto 1819 Original....List + 10% 
oe ee a Peer 15% 
Smith & Hemenway Co., Ine 
ae. 4) re ... 380% 
fo ae errr er rere $18.00 
SHELLS—Brass, Empty— 
Remington Arms - Union Metallle 
Cartridge Co. : 
First Quality, all gauges...... 25% 
Club, 10 and 12 gauge - 25% 
Paper—Empty— 
Peters Cartridge Co.: 
League, 10 and 12 gauge......25% 
League, 16 and 20 gauge...... 25% 
Target and High Gun....... 25% 
Ideal and Premier......... 25% 
Imington Arma - Union Metallic 


Cartridge Oo.t 


Arrow, 10, 12, 16 and 20 gauge, 
25% 

Nitro Club, 10, 12, 16 and 20 
gauge .. 25% 
New Club, 10 and 1 gauge. 25% 


New Club, 14, 16 and 20 gauge 


25% 
Loaded— 
LEY) ae gl |) a ee eee 5% 
Smokeless Powder, medium 
54 


sjrade oe 
Smokeless 





Powder, high 
Ce! ‘ 254 
Smokeless Powder 410 
gauge. taints : 
Boys’ Scout Shot, case 31 lbs.$4.90 
Peters Cartridge Co.: 
League, Black Powder 25% 
Referee, Semi-Smokeless 25% 
Target and High Gun, Smoke 
De. adivecevasneeor we . 26% 
Ideal and Premier ........ 25% 
Remington Armsa- Union Metallle 


Cartridge Co 


New Club Black Powders 25% 
Nitro Club, Smokeless Powders 
25% 
Arrow, Smokeless Powders... .25% 
SHIELDS— 
Parker Supply Co.: 
Lag Screw Shielda............ 15% 
SHOCK ABSORBERS— 
Silvex Coe., South Bethlehem, Pa. 
tethlehem Pnen. Spgs., for Ford 
Cars, Het set : .. $25.00 
For Packards, Cadillacs, Plerce- 
Arrow, etc., list set... .$200.00 


Star Specialty Mfg. Co.: 
Star Cantilever, per set 


WHA GRIER o05 so cauline<or $5.00 
OG tag PP Horse, Mule, Etc.— 

ab, bittshburgh: 

Iron or Steel. .per keg. .$6.75 base 
SHOT— 05.1, | 
WOR. BO 46° Bie teweawens $2.1 
Dy B and wde . 35 
Chilled .. eer rr rere Ts 00 
Dust ‘ piahio 2.00 
SHOVELS, SPADES AND 

SCOOPS— 


Plain Bach 


First and second grades..List net 


Third GEEE ocvcccvecces List net 
Fourth grade 2 . List net 
Hollow Back and Back “Strap Shovels 
Oe ee are ist net 
Second grade . .List net 
Third and f yurth gra des Pe "List + 5% 


Back Strap Eastern and W. estern 
Pattern Scoops: 
First and second grades...... 244% 
Third and fourth grades. .List net 
taldwin ‘Tool Works 
Pinin Back, No, 2 Black, 
Dollar Brand, per doz....$16.00 
Pinnacle, per doz...... 14.97 
Semper Idem, per doz 13.71 
Knox All, per doz........ 2.48 


Snow Shovels— 


Long Handle, steel blade......$10.50 


SIEVES AND SIFTERS— 


Hunter's Imitation, per gro...$20.00 

Vfunter’s Genuine, per gro....$23.00 

SINKS—tIron and Steel— 

Darne Mfg. Company 
Cast Iron, painted, 20 x 36 . 

and smaller ..... -List, net 

Cast [Iron painted, 20 x 40 in 
and larger ...csecees List +5% 

Lalance & Grosjean: 
fF 3: Barrie tre coccceced% 

SKATES—ico— 

‘onron- McNeal Company: 

Extension Rocker, Hockey: 

Men's and Boys, per pair: 
el Peer rr $1.00 
Polished and plated....... e 2.50 

Girls’ and Ladies’, per pair: 
POON cccrocivss sous ews $1.10 
Polished and Plated. 1.70 

Extension Bobs or Scooters, per 
pair Pep 

’ Roller— 

Self Contained, B.B. No, 200, 
DOP GORE 2.05 00605006e> . $1.60 

Self Contained, B.B, No, 100 
per paler ..cccccces ons008e $1.70 

lain Sil decane lll 
lomestic .. List + 409 

Niagara Falls "Metal Stamping Works? 
Niagara Harness ...0..ese+e0. Net 

SNATHS— 

Grass Scythe, per do#.....++. $10.53 

Bush, per doz...... cceccceoecpeaee 

SNIPS—Tinners— 

yee Shears. 

SOAP—Automoblie— 

A. W. Harris O11 Co.: 

Harris Motor Soap, bbls., 25¢ ] 
and 4% bbls. per Ib., 26¢ | to 
“5 Ib. tins, ea, $7.25; 10 Ib, f= 
tins, $3.00; 5 Ib. tins, ea, | 
$1.60. ) 

SOLDER— 

Hall and TGF ccc bea neses 476 
Vi M Avnetreetarceeecces + 43¢ 
REGNEE 00ci8icrresvesdeddrves 36¢ 

SPITTOONS— 

Indu-Namel per (doz Ve 
MO: ED cccwceveses osoeseae.oe Ls 
BO: B cuebecscceveae® 19.20 (¢ 
NO. B cccccvccvcscsece 17.30 j 


SPOONS AND FORKS— 
Silver Plated— 





Good Quality ...ccseee conceal At 
Miscellaneous— 

NOE icawiacaaees ere 2141 
Grrin@n SHUEY gescdicscescasds 154 
Tinned tron— 

Pe per gro., $3.30 
per gvro., $6.60 
SPRINGS—Door— 
Chicago Spring Butt Co.: 
Chieago (Coll) serene 16% &2% 
Relinnee (Coil) 21% 


Lawson Mfg. Co.: 
8 


eel 





Morgan Spring Co. 
Perfection: ...ee06 weTiTTiTT 
Carriage, Wagon, Etc.— 
1™%4 in. and larger Per 100 Ib 
Rlack ME eve $10.00 
Half Bright erre rey eer $70.00 
Bright $11.50 


Wagon Seat— 
Springs 
.. per pair $1.00 
ber pair 1.15 
.. fer pair 1.68 
SPRINKLERS— Lawn— 
Mnterprise 

Stuber & Kuek 

Per doz., Nos 1s 1, $6.45; 


240% 


9 
= @ 








$4.95: 3 & 6. $3.10. 
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SQUARES— 
Nickel Plated 
Rosewood Hdl. 


Steel and Iron..Net 
Try Squares and 


TOME os cecscrticccerers 
Tron Hdi. Ivy Squares and i 

Bevale .ccvecartsveceeseeess 25% 
Athol Machine Co. ; 

Combination ....---e ees List, net 
Pexto squares ....-.-06+- 10K&2% % 
SQUEEZERS—Lemon— 

i 1 Porcelain Lined: Per doz 
CREGP cccccovceses 6eeenus $1.10 
Good GFOG@.oscccees Vekawees $1.50 

Tinned /ron 
BOW GYERO 620000 bevseneros $1.30 
Medium Quality errr $1.90 
WOON. cccercrereeerectaesnne $2.40 

Iron, Porcelain Lined...... ee 

STAINS— 

Charles Hf, Brown Paint Co.: 

Woodlife, ready mixed, 1 gal. 

caps, per gal......-6+- 90 @$1.25 

STALLS—Cattle— 

Hunt Helm-Ferrlsy Co. : 

Star, Steel ....ccccce cooe es % 
STANCHIONS—Cattle— 
tiunt, Helm, Ferris & Co.: 

StAP .occccccvccece cece aO% 
STAPLES— 

Fence, Bright, $3.80: 


Galvanized, $4.50 f.0.b. Pittsburgh 


Poultry Netting....Per 100 Ib., $6.90 
STEELS—Butch » s’— 
John Chatillon & Ses 
Chatillon’s..List June 380, 1917, 
20% 
Foster Bros.’..List June 80, 
WOIT nccccccccece Corernies 20% 
STEELYARDS— 
Peck, Stow & Wilcox Co., 
List + 20&10% 


STOCKS, DIES AND TAPS— 


Sets : V0 
Hand Taps, ; to Linch 154 
Hand laps, smaller than ‘4 in. ,454 
VW. S. Taper Taps Nos, 2 to 12 in 
OoCe7) 

M. S. Taper Taps, larger..... .50% 

STOPS—Bench— 

Chas Morrill: 

Nos, 1 

Per doz....$18.00 40% 

STRAPS—BOX— 

Acme Embossed, cases...... List, net 

Cary's Universal, cases...... List, net 

Stanley T'winrold, cases..List + 5°; 

STRETCHERS—Wire Fence- 

ifunt, Helm. Ferris & Co.: 

Elwood Rod, No. 191, per doz., 
$11.05 
Elwood Pattern, No. 100, pet 
doz, owes » 0 10.20 
Little Giant, Sr., per doz $0.78 
Star, No, 482, Plain Bearing.$14.45 
Star, No. 482, Roller Bearing, 
$15.30 

. J. Townsend: 

Townsend's Wire Fence Stretcher, 
Per GOB. .ccccece eccccees $13.00 

STUFFS ERS—Sausage— 

Enterprise Mfg. Co.: 

Stuffers and Lard Presses, 
2ZA@M2&T14™ 

SWEEPERS—Carpet and Vac- 
uum— 

Bissell Carpet Sweeper Co.: Ver Doz 
Am. Queen, Cyco BB. Nic $43.00 
Crown Jewel, Jap'd Fittings. 30,00 
Elite, Cyco B.B. Nie 18.00 
Grand, Cyco B.B, Nie...... n2.00 
Grand, Cyco B.B. Jap....... 47.00 
“Grand Rapids,’ Cyco B.B 

IC. sb sevescrscaveres .. 40.00 
— Ragits, ~ Cys B.B 
35.00 


Ja é 
Grand Rapids, Vacuum Swpr. 


se thenoe wets -ce 74.00 

Hotiae hold Vacuum Swpr 
ap . 64.00 
Parlor Queen, Cyco BB. Nic 16.00 
Princess, Cyco B.B. Nie. 41.00 
Standard, Nickeled Fittings 26.00 
Standard, Japanned Fittings. 31.00 
Superba Vacuum Swpr., Nie, 88.00 
Universal, Cyeo Bearing Nie. 38.00 
Universal, ¢ yeo Bearing Jap. 33.00 


Subject ro quantity allowances. 


SWINGS—Lawn and Porch— 
Myers Low Down Roller. 





New lists, 331) °% 
Myers Porch Swing, 
New lists, 38':% 
T ackLeE—Fishing— 
Wise Sporteamans Supply Co 
‘Jim Dandy” bait, per doz. $6.00 
TACKS— 
Carpet, Bill-posters, ete 
List + $8.80, base, per 100 ib 
Finishing Nalls— 
Copper Nails ...... ... fer Ib., 55¢ 
Copper Tacks ......000+ per lb., 61¢ 
Trunk Nails, etc. ay 
List + $8& 80. base, per 100 Ih 
See nleo Naltle, Wire 
Double Pointed— 
Double Pointed Tacks List -- 204 
Thumb— 
Moore Push-Pin (Co.: 
Brass, Nos 1 8. 
™% In. ™!, 1 
Per doz,., 60¢ The 
Nickeled Steel 
Nos, . . nt n2 nn 
™% in, 7/16 In, % in 
Per doz., 35¢ 40¢ 4h¢ 


s| 





aaa —<— 
Celluloid, Col'd, 
NOS. cecccces 59 60 61 
in, 7/16 in, % in, 
Per T0¢ T2¢ SO¢ 
Solidhed Thumb Tack teeied As. 
We pga 0 22 7 50 
24 asstmt............ 1% 
Henditax % in. steel, per 1000, 159 
TAPES—Measuring— 
American Asses’ Skin..List + 16245 
Patent Leather ......... ist + 54 
SOGGd wo cccccveccces List + My 
Lutkin Rule Co. 
Beamon” GRIR wc cccccces sist, net 
ST sxneocee L ist @Ui ist +20 
G, Leather ........ List+10 
cabs & hOS WA s'6-< 5. lo 
CCE Oe List, o 
Wiebusch & Hilger: 
Chesterman's Tietalltc No. 41 
CEC, ccccccrcccsesceld ist + 60 
Chesterman's: Steel, No. lossh, 
Terre rre rT ere List + 10: 
TAPS— 
See Stocks, Dies and Taps. 
THERMOMETERS— 
lin Case, Cabinet, klange, Dairy, 
He cccccccecscsvccecd New list, 20 
TIPS AND BUMPERS— 
Elastic ied Co.: Box Complete 
Kach $12 
Rubber 
aie 
1% 
woot’ , 
02.00; ee 
Slotted per gro. 
231, bo; 


$3.00; 
Rocking 
75¢. 


1919 






, 92. , 


TIRES AND TUBES— 
McGraw Tire & Rubber Co 


Me(iraw, 


Congress, 


Imperial ar 











Pullman Tires, 80x38 in $15.5 
en,; SOx8% in., $20.50 ¢ 
34 x 4 in., $35.10 ea 

McGraw Tubes, Red, 30 x 3 in 
$3.00 ea.; B3OxXB1, FESS on 
34x4 in., $6.85 ea. 

Combination, Red, 30x8 in., $4 
ea. 

Star Rubber Co.: 
Star Tires 
Star Ribbe 

Ae aes e $31.20 $287 

ee Sr 45.05 44 

ak eae - 47.20 15.2 

ae Ons eco ceekoas 62.00 Oe 

Cord Tires 

OS OM ieee ¥eve $74.00 S712 

Be Me babe eas wie o2.00 87 

eS De cadscaawees O3.50 RK 

TOOLS— 
Cement— 
8. Cheney & Son........ ° Ape tf 
TOOLS—Haying— 
Ifunt, Hlelm, Ferris & Co.: 

Hlarvester and Peerless Hay 
OO er a ; 

Track, Track Langers and Krak 
OED ccvcccccoceseceece 3 

Slings, Forks, Pulleys, et: 25 

F. i. Myers & Bro: 

Hay Fork U nlonders; Myers 
Double Rail; Myers Single 
Rail; Clover Leaf and Fault 
less, and all wood track fork 
unloaders -New lists, 33! 

Sling Unloaders; Myers Sure 
Grip, Clover Leaf and Cross 
Draft ........New lists, 3344 

Steel Track and Steel Vrack F 
RUPORs o:60. 00000 New lists, 33 

All Myers Forks, except Harpoon, 
Nellis & Walker, 

New lists, 33! 

All Myers Pulleys, Hlar 
Nellis and Walker 
Or GD. oc bese New lis 

Saw— 
Simonds’ Crescent: 
Nos. 340 and 842.......... 3 
rae re 30 
TRACK—Barn Door, &c.— 
Griffin's: 
Hinged Manger, ¥ 100 ft., 1% 





x 8-16 in., 5 
Hunt, Helm, Ferris & Co. : 
20th Century, round, per 100 e 
0 f 
Flexo, per 100 ft....... $6." 
McKinney Mfg. Company: 
Hinged Tlanger ‘Tre " ft 
BEG osévrtenee 3h 
1% x 38-16 Trac 5 
Trolley Track +h hae’ 
Myera’-Stayon rack Myeia New 
Way, Giant and Hercules, Tot 
ular Track . Jew lists, 25 
Faultless self-cleaning and Jer 
New list 
National Mfg. Co.: 3 
Braced Rail, per 100 ft $8 
Btorm-Proof Rail, per 100 ft.£26 
Richards.-Wileox Mfg. Co: 4 
Common. conees raQae 
mieiae Hinged Ilanger Ita No. 
, $8 
cs meee Rail, No. 66 1 
Gauge Trolley Track, # ft ; 
No, 31 List +% 
No, 22 List +1 
No, 33 List + - 
Nous “1 $6.65 a2, $6 b; OF 
$7.75 64, $8.50; 6 $8 
“9, $0.50 4 
Hero, Adj. Track, No. 19 0% 
Adjustable Track Tandem Troll? 














4 


4 


4 


>_—- Se. 
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A Pump that Oils Itself 


The Coe-Stapley Manufacturing Cor- 
poration is introducing to the trade a 
pump embodying an entirely new 
principle—the only improvement in 
hand pump design for a generation. 


The Coe-Stapley Whirlwind Pump con 
tains a lubricating reservoir which gives 
consistent service under all conditions. 
This eliminates ordinary pump troubles 
and insures complete and permanent 
satisfaction to the user. It places Coe- 
Stapley Pumps in a_ non-competitive 
position insofar as the pump business 
is concerned. The Coe-Stapley Whirl- 
wind Pump is built with an extra heavy 
handle, nickel trimmed. The barrel is 
finished in baked gray enamel with 
solid brass nickel top and substantial 
gray base. Equipped with a positive act- 
ing ball stop valve. Extra strong plunger 
rod with heavy leather bucket. Best 
quality rubber hose. 


Coe-Stapley Pumps and Jacks will soon 
be backed by a big National advertising 
campaign. This campaign will include 
half-pages and full-pages in The Satur- 
day Evening Post. 


Jobbers and dealers who sell Coe-Stap 
ley Pumps and Jacks will profit greatly 
by this advertising. Stock them now 
and be in a position to supply custom 
ers when they ask for them. 








The Coe-Stapley 
Peeler Auto Jack 


COE-STAPLEY 
MFG. CORP 














Coe-Stapley 


Manufacturing Corp. 


Executive Offices: 136 Liberty St., New York City 


If Your Jobber Cannot 
Supply You Promptly——Order Direct 
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Track, 16. 20% 
Royal Fapestabte Track > 122 
20% 
TRAPS—Fly— 


Balloon, 
Harper, 


Acme, gro. .$15.00 

Paragon, 
gro., $21.00 

Safety Wire Gas Globe Company: 


Columbus Sanitary. ..per doa. $1.00 
per gross $10.80 


Globe or 
Champion or 


Game— 
Niagera Falls Metal Benes off list 
Lightning 0% off list 
Clincher 


Oneida Community Ltd. : 
Victor Per doz. 

With Without 
Chains Chains 
$1.07 

1.23 

1.98 

2.96 

4.19 

5.16 

1.89 

2.81 


Per doz. 
With Without 
Chains Cc hains 
$1.01 $1. 46 


Oneida Jump— 

Size 

No. 

No 

No. 

No 

No, 

No. 

No. 

No. 3.28 
Per doz. 

With Ch: + 

$ 


Mouse and Rat— 


Meuse, Wood, Choker, gro. holes, 
$2.16 
Mouse, Round or Square |i ea 
, 80¢ 
Lovell Mfg. Co.: 
Erie Rat 
Star Rat ..... 
Sure Catch Rat... 
Sure Catch Mouse 
Wood Chokers, 4 hole 
Niagara Falls Metal 
Works: Enticer Rat... 


Oneida Community Ltd. : 


o imping 
% off list 


Net per gr. 
Victor Mouse .... .-- $2.60 
Victor Rat. 
Holdfast Mouse ... 
Holdfast Rat 
Official Mouse 
Official Rat .. 
Out o’ Sight Mouse 
Out o” Sight Rat 
Wood Choker, 
Out o' Sight Mole 
No, 44 Pocket Gopher........: 
End o’ Mice, 
Bushel Baskets 
2% er. V. or H. 
With tripod 
4% doz. V. or H. 
With tripod .. 
Combination Bushel 
With tripod 


TROWELS— 
Wm. Rose & Bros. 
Phil. Pat. Wd. 
$11.35 11.8 
10 10} 
Wide Heel, Wd. 
$11.75 12.25 
10 10% 
PB. C. Atkins & Co.: 
PRE oi asetecccscrencueee 


TRUCKS—Warehouse, 
McKinney Mfg. Co.: 
No. 1, $21.50; No. 2, 
No. 8, $16.50. 


TU in ™ 


.00 
2.60 
.00 
.00 
50 
.00 
5.00 
00 
00 
00 
00 
Net per basket. 
Mouse.....- $6.00 
3.20 
4.00 
-20 


inate. 
13.00 
11% in. 


13.40 
11% in. 


12. 50 
11 
Hdles. 
12.90 
11 


C— 
each, net 
$19.50; 


1 2 
Ong .60 $14.60 $17, 10 
Cypress— 
Eagle Woodenware Mfg. Co.: 
los. 1 
$13. 50 $12. 00 $10. 50 List+5% 


TURNBUCKLES— 
National Mfg. Co. Screen Door, 
No. 195, Japn’d, per doren. $1.20 


TWiNE— 
zi Y, and 
9 


Gal., per 


Miscellaneous— 
¥4-lb Balls: 


Cotton Seine, 
Soft Laid thread— 
larger 
Medium Laid thread 6, 71'%4¢; 9, 


-9, 66¢; 





67 12¢; 65 2¢; 
jardger 


Hard 


69¢ ; 


12, 


Laid “thread : 4 

15 to 42, 6642¢; larger, 

Staging, 2 to 4 oz. balls, in bar-_ 
rels, O5¢; in 5-lb. sacks 65¢ 

lvut Lane, in balls, % to 3 1b., 
in barvels, Nos, 1, 2 and 3 /b., 
per Ib. 

otton ll rapping. 
to lb.: 

Connon 


664 


white, balis 


er ee 45 to 55¢ 


otter 
5 balls 
Am erican 
Y4-lb. bal 
American 3-P ly Hemp. Lib: "Balis, 


29¢ 
1%-lb. reigns 
: 22¢ 


ndia 3-Ply 
(opring 
India, 3-Ply Dark Hemp.. 22 
India, 3Ply Light Hemp... err 
, 4 and 5-Ply Jute, %4-lb. Balls, 
25a 28¢ 
Common India, No. 18... -.27@30¢ 
No. 264 Mattress, %4 and % Ib. 
Balls, according to quality 


85¢@$l. oA 
Cable laid Italian, No. 18 
Italian, A, lb., No. 18, 71¢; B, Se. 
Wool, 3 to 6-Ply.. See ben ae 


Hemp, 


Twine) 


V arnisHes— 
Moller & Schumann Co, 
Hilo Flat Finish, per. ms 


llilo Floor Finish, per al. 


2S 
Montauk Paint Mfg. Co.: 
Di-mel-ine Furniture Varnish ; 
4 pints, 3.80 
Di-mel-ine 
% pints, per gro 


VENTILATORS—Sanitary— 
Cloth Window 
Continental Co.: 

Per doz 
high 

in. $4.00 
high 

in. 


Continental No. 92, 9 in. 
adjustable, 15 in, to 25 
Continental No. 93, 9 in. 
adjustable, 23 in, to 37 
wide 
Continental No. 
adjustable, 3 
wide 
Continental No, 96, 
adjustable, 34 in. 
wide 
Continental 5: 
high, po aan lg 
37 in. wide.. 
Continental No. 
high, adjustable, 
49 in. 
Portable Vise Stand & Pipe 
Hi. P. Martin & Sons: 
Complete, each.... 
Without legs but with vise, ea. 
Without vise but with legs.. 
Without vise or legs... 


VISES— 


9 in. 
to 


94, 
in. 


high, 
49 in. 


9 in. - 
to 59 


54, 
31 


Bende - 


eeeee 


Hand— 
Machine Co.3 
Vise .ccccccccseccec lO 
Parallel— 
Athol Machine Co.: 
Simpson 
Standard 
Starrett, Improved 
Vise Attachments, 
600 Line, Stationary riew. 
List +5“% 


Athol 
Hand 


600 Line, Swivel Jew, . 


st4-32 1%‘ 
Millers Falls Oval Side Pattern, 

In 3 3% 

Ea, $1.94 $2.30 $2.80 $3.58 $5.19 


Parker's: 
Eclipse 
Regular 
Victor 


+5% 


Athol Machine Co.: 
Combination occeeoe 
Parker's Combination 4 
87 Series 
J. W. Williams & Co.: 
Vulcan Chain Pipe 
Wood Workere— 
Athol Machine Co.: 
Simpson coccccc katt 
Standard cocccee List+ 


VULCANIZERS— 
Adamson Mfg. Co.: 
Adamson, Model EF, 
Model T, 
va Model U, 
2 Model 8, 
Cc. A. Shaler Company: 
f-Minute, $1.50; in doz. lots. .80% 
Ford- 
Tube-Kit 
Ford-Kit 
Vul-Kit 
Motorist’s 
Model . 


Warr Le 1RoNs— 
Wagner Mfg. 
WAGONS—Coaster— 
Hunt, Helm, Ferris & Co.: 
Overland and Star ....+++++-20% 


WARE— 
Enameled— 
Lalance & Grosjean Mfg. Co.3 
Agate Nickel Steel Ware.... 


Tube—Kit 1.75 | & 


R 
Electric Heated 


$12.50 less 25% 


List, net 


15% 
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El-an-ge 

All white Enameled 
Velrath Co.: List June 1, 1918: 

Kew Idea Kettles, Cast Iron. .10% 

wperiat Lloliow Ware, Cast lrou 

10% 

White 
Special 
ooscceedO So 


Iron and Aluminum— 
Wagner Mfg. Co.: 
Iron, Hollow 
Cast Aluminum..........-. List, 
WASH BENCHES— 
Eagle Woodenware Co. : 
Folding Wash Benches, per doz., 


$17.00 
WASHERS—Bibb— 
Durst Mfg. Co.: 
Dumaco, all sizes, per 100 
Cast— 
Y4-in., bbl. lots, per 100 Ib. 
$8.00 


Steel, 


10% ; 


Luameled Ware, 
and White, 


net 


60¢ 
Over 


Iron or Steel— 
Size bolt..5/146 % % % 
Washers. $13. 40 12.50 if 40 11.20 11.10 
per 100 ib. 
Usual extras for less than full kegs. 
Leather, Axie— 
Soe cicvaes 
Patent 


owes men 
Coil: %&% 1 1% 1% inch. 
22¢ 4 425¢ = =a5¢ 34¢ per box 
WASHING MACHINES— 
See Machines—Wasbing 
WASTE—Cotton— 

White rer lh, Colored per ib. 
No. 1 13%4@14¢ No. 1 -9@ 10¢ 
No. 2 12%@13¢ 
ae Se 12¢ 


WEANERS— 
F. D. Kees Mfg. Co.: 
No. 727 Calf, per doz........ 
No. 828 Calf, per doz 
WEDGES— 
Oil Finish 
WEIGHTS—Sash— 
Per ton, $65.00, F,O.B, N 


WHEELS—Well— 
8 in. to 14 0. .ccccvcececccece 5S 


WHIPS— 
Featherbone Whip Co. : 
Drop Top “Weatherbone’ 


$1.50 


4(a le 


per doz. 
50 @ $6.00 
bugsy 
$2 "Be a $6.50 
‘‘Anti-Whalebone’’, 
gay >. $9.00@ $14.00 
Rubber Bone ... + $8.75 @$9.50 


WHITE LEAD AND OXIDES— 
National Lead Co.: 
~~, White Lead, Dry and 


Straight Featherbone, 


a 


in 
w 


25 


Kegs ..12% Ib. 
ine 


Cans .... 


& 50 Ib. 100 Ib. 
13\4¢ 13¢ 


16¢ 
Dry, Red Lead and Litbarge: 
In 100 Ib. kegs 
> and 50 Ib. 
6 Ib. kegs 
Red Tes ad in Oil: 
In 100 Ib. 
In 25 and 
In 12%, Ib, 
Lots of 500 
than 1 
Lots of 1 ton or more.. 


WIRE—Barb— 
See Market Report. 


50 Ib. 
kegs 
Ib. 


kegs.... 


or more, less 


1 
10&2% % 


Fence— 

Market 100 Ib. Bundies— 
See Market Report. 
Bright and Annealed: Per 100 Ib. 

6 and 9 l1.c.l. 1000 Ib, 
and over to retailer .base $3.80 
Smaller sizes take fence 
extras: for smaller 
uantities, viz.; to 999 

b. and 100 to 499 Ib 

extras are charged, 

Galvanized, subject to same 
conditions 

Coppered, subject to same 
conditions 

Tinned, subject to same 


conditions .... . base $4.70 


Stone— 


Less than car loads to retailers 
Bright and Annealed 


Nos. 16 17 18 19 20 
Per 100 1b., $7.20 $7.50 $7.95 $8.45 $9.00 
Spooled— 


Annealed and eee, . 
Brass .List Net 
Retailers’ Assortments, per box .$6.75 
E. H. Tate Mop & Cordage Co.: 
Copper Snool Wire.30-10% disconnt 
Brass Spool Wire. ..30-5% discount 
Black and Tinned Annealed Spool 
Wire 50-58% discount 


WIRE GOONnNs— 
Steel Wire Goods.. 
Brass Wire Goods 


80 10& pow 





Cup and Shoulder Hooks......+..7: 


35° 0 | Wire Goods Co, : 
10 


Bright Wire Goods. . . .80& 10&10% 
Brass Wire Goods. 
Cup and Shoulder Hooks. . 


WIRE CLOTH AND NET. 
TING— 


List Sept. 1, 1917 
Galvanized l’oultry Netting: 
Before Weaving 
After Weaving % 
Screen Cloth, 12 Mesh, Per ~ 
9 Painted Black, $2.30 
vanized, $2.70; 14 Mesn, bra 


Hardware 
rolls, 24 to 48 in. 
Per 100 sq. ft. 


$9.00. 
Standard Galv, 
100-jt. 


Grades* 
wide, 


No. 
No. 
No. 


mesh 


MET ccovees 
mest 

American Wire Fabrics Co.: 

Galvanoid Electro, Zincked after 
weaving, per 100 sq. ft.: 12 
mesh, $2.75; 14 mesh, $3. 20; 
16 mesh, $3.70; 18 mesh "$4.50 

Gilbert & Beuuett Mfg. © 
Regular ‘‘Pearl,”’ net, 
aq. ft. ae 
Ex. Livy. ‘Pearl, we fet, 
sq. ft. . 

New York Wire Cloth’ Co. : 
Screen Cloth galv., per 100 aq. ft, 
Opal Zine Coated, 12 mosh, 
$2.75; 14 mesh, $3.20; 16 
mesh . d 

Reynolds Wire Co. 

AluminA Rustproof Electro 
a after a per 
ft., 12 mesh, $2 ; 14 h, 
$3. =e 16 mesh, #33. 76; 18 pom 


$4.6 
Sun- Red Edge Black, 12 mesh, 
2.25; 14 mesh, $2. 75; 16 mesh, 
$3.15. 
WRENCHES— 
Agricultural ..... ... 
Alligator or C rocodile. ee tenes 
Drop Forged S. 
Stillson pattern ....... -60-10$ 
Genuine Walworth, Stillson. ‘506/108 
Athol Machine Co.: 
Rapid Transit ..... 
Art Metal Works, Inc.: 
onson, per doz... 
er gro 
Bemis & Call's: 
ae oy 8 15%; Adjustable 
*ipe, 15% ; Str’t Hd'le Auto, 
i3¢ ©; Briggs Pattern, 10%; 
Combination Bright, 15°. 
Steel llandie Nut...... 
Combination Black 
Merrick Pattern 
Motor No. 80 
Steel Ilandle Screw 
Wood liandle Serew. . + 10% 
Coes’ Genuine Knife Hdl...List, net 
Coes’ Genuine Steel Iidl... List, net 
Coes’ Genuine Key Model... List, net 
P. 8. & W.: 
No. 
No. 
Agricultural 
Pexto, Stillson Patn 
Keystone Mfg. Co.: 
Keystone Rate BOND ccvceccves 15% 
Westcott “S’’ .. 
Lakeside Forge ©o.: 
Drop Forged . 
Adjustable 
Frank Moseberg Company: 
Sterling No. 1, N. P., ea.... 
No. 7 Socket, Set $3.50; No, 
10, $8.00; No. 14, $13.00; 
No. 20, $20. 00. 
Niagara Falls Metal Stamping Works! 
Single and Double Vestpokit...Net 
Prismolite Co.: 
Universal Grease Cup, per doz.$6.00 
a Co.: 
Pipe 


Richards-Wileox Mf 
Shark Adjustable 
Wizard Adjustable Ratchet 
Whitman & Barnes Mfg. Co.: 
Agricultural 
Alligator Pattern, Bull Dog... 
Machinist, K. H., case lot... 
Less than case lots.. Y 
Railroad Special, case 
Less than case lots 
» H. Williams & Co.: 
Agrippa Chain Pipe and Pity 
5&10 
Vulcan Improved Chain Pipe. .25% 


‘per 


Zine 
1 ps A 


«+++ List, net 


WRINGERS—Mop— 


Eagle Woodenware Mfg. Company 
Eagle Mop Wringer and Bucket 
Combined: 
Domestic 10 qt., per doz. $168 
Standard 14 qt., per doz.... 
Janitors 22 qt., per doz.... By 
White Mop Wringer Co. : 
Household per doz. : 
No, 2 Small Size, 


No. 3 Family Size. 
No. 4 Fam, 
Janitors’, per doz. : 
No. 0 Extra Large... 
‘o. 00 Extra Large.. 
1 Hotel Size 
8 Hotel 
©. 5 Round Mop.. 


WRISTLETS— 


Mealy Mfg. Co.: 
Ww meres, Watch, 


Jofre Watch, 6 size, per dou, ‘% 


Wood, 
21.00 


$40.00 
* "$48 00 


$33.00 } 
e $38. 00 













Vorks: 
. Net 





$6.00 


60% 
50% 


. 40% 


